_ eSNG eSEgSSIES 
— a 


at 


HARDWARE 


PUBLISHED EVERY OTHER THURSDAY 





—<— 





Contents — Page 5 November 7, 1957 











NEW TUBULAR STEEL patent pending. Here’s the 
TUBULAR SfEEL HAMMER that’s built to take it, 
and swings like hickory. V & B’s time-tested standard 
head with tubular handle shaped just like wood. Inner 
hickory plug adds strength and resilience. Plus non-slip, 
natural rubber shock-absorbing grip. 
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ALL STEEL —For the roughest, hardest hitting work 
a hammer will ever have to do. Solid-steel spring- 
tempered handle. Available with genuine leather grip, 
or shock absorbing natural rubber grip. 
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es 7 CA Sawa DIUM 
VANADIUM HICKORY HANDLED — Built for sales. For 


40 years the accepted standard. The handle is of selected 


second-growth white hickory .. . straight grained, well 
seasoned, of proper weight and balance. 








A CLAW HAMMER FOR EVERY MAN'S NEED ... al! with V & B's famous 
built-in balance to lessen fatigue. Stock “all 3'' and watch your hammer sales 
zoom! “All 3" are built by master craftsmen to the rigid V & B standard. Sell 
the V & B standard of excellence recognized by all trades. Sell the standard of 
performance set by V & B for over 88 years. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 


CHICAGO 3. ILLINOIS Everyone agrees ‘it always pays to buy a good tool”. . . like these Vaughan 


hammers. 





There's Gtill 
Time to 


Reorder | 
TOOLS | 


for Chrigtmag Sales! 


CONTACT YOUR WHOLESALER WOW/ aa 


Don’t miss out on sales of Weller Tools because of depleted : gest impact in 
stocks. Remember, the best part of the Christmas selling 
season is ahead of you, and Weller Tools in their attractive 
gift boxes will be the choice of thousands during the next few 


Weller’s na- 
tional cam- 
paign is yet to 
2 ‘ ; come! 

weeks. Get your share of this business. 


on Nov. 23rd 


IRHA ADIN... Ai 


on Dec. Ist 


Model 800 Model 700 Model 700K 
Sabre Saw Power Sander Sanding Kit 
$19.95 list $14.95 list $16.95 list 





Model 8100K Model 8250AK Model 8250A 
Soldering Kit Soldering Kit Soldering Gun 
$7.95 list $14.95 list $12.95 list 








FULL COLOR COVER 
Be sure you’re ready fo meet the demand... ADS IN 


contact your wholesaler now! ® Popular Science 


WELLER ELECTRIC CORP. fins eo ag 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT - NOVEMBER 7, 1957 
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The right way to use co-op advertising 


By the time you read this, you’ll be back 
more than a week from this great Hard- 
ware Show. But right this minute I’m sit- 
ting in my hotel room thinking about a 
dealer who suddenly learned today (Deal- 
ers’ Day) just what to do with co-opera- 
tive advertising. 


He’d been around to all the competitive 
booths, collecting the stories they had to 
tell. Some offered him a hot (7?) deal on 
direct quantity purchases. Some offered 
advertising moneys for every unit he 
bought. Some played up a new (7?) feature 
of their product. 


But he told me that only when he got to 
the LAWN-BOY booth was he shown a com- 
plete and valuable selling program—a pro- 
gram that would help him get the most 
out of the product and the promotional 
aids. 

He said we had a fine line, no doubt 
about that. It was priced for easy sale and 
fair profit. It was backed by the most re- 
liable service setup and the biggest na- 
tional advertising program in the business. 
Then he came to our co-operative adver- 
tising system. 

“T never understood co-op advertising 
before,” he said. “Usually I’d be given a 
bunch of ad mats and told to go ahead and 


use ’em. But heck, I’m no advertising man, 
that’s not my business, so I just threw the 
whole thing away. 


“But LAWN-BOY showed me the right 
way, and I found all I had to do to tie in 
with LAWN-BOY advertising was call my 
distributor. He takes over from there, be- 
cause the whole local advertising program 
is pre-planned and pre-scheduled. I don’t 
have to worry about where and when to 
place an ad to reach my local customers— 
it’s all done for me by LAWN-BOY’s adver- 
tising department working with my dis- 
tributor. 

“IT was pretty impressed with how thor- 
ough and helpful this service can be to me 
right in my home town without my having 
to lift a finger. I called my distributor right 


away and told him to tie me in for next 
season.” 


I asked my friend whether he’d seen the 
ad mats, TV and radio spots, billboards, 
etc. that LAWN-BOY has ready for him for 
his own neighborhood power-mower cam- 
paign. And then he smiled. “They’re all 
great—l’ll be proud to have my store name 
on this program right in my back yard.” 

ll wager that this man will make more 
money with LAWN-BOY next year than he 
ever thought possible. What do you think? 


hi 


ma» WO. 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
JSohason ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWN®BO 
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‘DOLLARS FROM DREAML 


with the new 


UNIVERSAL 


From $2 9% 
Single or double bed size, single or dual 
controls. All double bed size blankets can 


be used with either single or dual control 
interchangeably. 


America’s finest automatic blanket! 


With the Famous UNIVERSAL Exclusives 





®:: are a 


New Electronic Control Miracle Blanket Fabric 


More sensitive to temperatures, This amazing new blanket mate- 
gives even heat over the entire rial is washable and mothproof. 
blanket, adjusts to any weather High, luxurious nap and wide 
change. Operates without old- bindings. In five decorator colors 
fashioned thermostats. to match any bedroom. 








NO BUMPY 
THERMOSTATS 





Featuring 2 Great 
New Models for ’57! 


PLUS AN 
“ON-THE-SPOT” REPLACEMENT PLAN 


NEW “FLORAL ON WHITE” 


A fresh, new decorator-styled blanket in 
white with a pastel floral design to round 
out a complete color selection. In double 
bed or twin size with single control, or in 
the new king size with dual controls. 





NEW KING SIZE 


For oversized beds, Universal Automatic 
Blankets come in the new King Size. Zip- 
pered down the middle, each half with its 
own control, it may be separated for extra 
ease in laundering and storing. 











LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


HARDWARE AGE, NOVEMBER 7, 


1957 








HARDWARE AGE 


THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY «+ VOL. 180, No. 10 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


Contents NOVEMBER 7, 1957 


Dont miss special articles marked this way: [7 


~ 


Editorial 
The Business Outlook ae | 7 
So, What Does It Mean? ........ en" | . 
What's New in Hardware Merchandise . | 14 


Hardware Age Specials 
Do you want more housewares profit? Study these ideas. 
A roomy department with broad stocks well displayed is part of answer for this hard- 
ware store that relocated in a shopping center .. 93 
Make friends this fall and build power mower sales in the spring. 
Show your customers how to put their power mower in storage. You will please customers 


by saving them unnecessary spring expenses 7 60 


Store Management 


Your Turnover Rate Can Be Too High ...... 57 
Why A Small Store Grew Into A Large One 64 
Merchandising Ideas 
Gitts Sell Better in the Right Setting. ...... 74 
Expansion Poles Make Vertical Displays | 62 
How to Solve the Space Problem ... = 67 
News of the Trade 
Washington News and Views | 10 
Hardware Business Outlook eet 12 
Convention Calendar ... 86 
How's the Hardware Business? ..... . 7 142 
Manufacturers New Merchandising Pins. : | 144 
Hardware Age Fitty-Year Club ........ 156 


lV] News of the Trade: Aluminum Cooking Utensil Co. elects R. 4 Becker sresident—Allixon- 


Erwin advances executives—R. J. Ahern heads tool group—Pump makers plan package 
sales promotion. .. | Py | | 158 


Coming in the Next Issue 


You can put more power behind your next sale. This report will show how to pull traffic, 
and how to profit from that traffic. 


Classified Advertising ............. 170 Advertisers’ Index | 172 
Estimated Net Paid Circulation This Issue 37,000 


Copyright 1957. Chilton Company. Officers and directors: JOSEPH S$. HILD’ ETH, Chairman of the Board. G. C. BUZBY, president. Vice Presidents: P. M. 
FAHRENDORF, HARRY V. DUFFY. LEONARD V. ROWLANDS, GEORGE T. HOOK, ROBERT E. McKENNA: Treasurer: WILLIAM H. VALLAR; Secretary: 
JOHN BLAIR MOFFETT: MAURICE E. COX, FRANK P. TIGHE, EVERIT B. TERHUNE, Jr., RUSSELL W. CASE, Jr.. JOHN C. HILDRETH, Jr. Comptroller: 
STANLEY APPLEBY. SUBSCRIPTION PRICES: United States and its possessions $1.00 per year. CANADA, $3.00 per year. All other countries $5.00 r 

yeor. Single copies | 25 cents. HARDWARE AGE was established 1855, succeeding - and embodying “Hardware,” New York: “Stoves and Hardware Re- 
porter,"’ St. Louis; "Western Hardware Journal,"" Omaha: “Iron Age Hare ware, New York; "Hardware Reporter,"’ St. Louis; "Hardware Salesman, 

Chicago; “Hardware Dealers Magazine,"' New York: “Good Hardware,"" New York, and "Your Business,’ Philadelphia. 


HARDWARE AGE, published every other Thursday by Chilton Company, Chestnut and 5éth Sts., Philadelphia 39, Pa. Entered as second class matter, Mar-* 
24, 1933, at the Post Office at Philadelphia under the Act of March 5, 1879. (Printed in U. S.A.) $1.00 per year. Single copies 25¢ each. Vol. 180, No. 10. 


HARDWARE AGE, NOVEMBER 7, 1957 3 





oi 







Win more SALES 













—with this high-scoring 


_L CL COMBINATION 
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BORN LEADERS 








AVAILABLE IN 
3 SHACKLE HEIGHTS 
%_", 244", 5" 
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SMOOTH FINISHES 
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CORBIN CABINET LOCK DIVISION 
The American Hardware Corporation 
New Britain, Connecticut 
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Editorial 


by W. A. Phair 


The business outlook .. . 


“What is happening to business? Are we facing a recession? What 
kind of sales will we have this Christmas?” 


These questions are heard frequently these days and, indeed, some 
of the events of the past few months justify the curiosity. 


The answers to these questions are clouded by the difficulty of taking 
a long range view of a subject that has an immediate influence on our 
activities. It is always easy to talk about tomorrow, but we must re- 
member that it is today’s receipts that pay the rent. 


The experts are having a field day in predicting things and you 


can pretty well take your pick of a hundred different explanations 
of what is happening. 


Yet, let us remember that these experts do not help us pay our bills 
and that in the long run the success or failure of your store will de- 
pend upon what yow do. 


When you attempt to appraise the business outlook, keep in mind 
that America is still a very prosperous country. Employment is high, 
bank accounts are bigger than ever. In short, there is lots of money 
around and consumers are still doing a tremendous amount of spend- 
ing. 


The sharp drop in the stock markets over the past few weeks has 
made headlines in many newspapers. It is very likely that some 
people, who still have memories of 1929, have been frightened by this 
decline. But the stock market of today is not the stock market of 1929. 
Its behavior is not an effective index of national sentiment. [n fact, 
the further you get away from New York, the less important is the 
market. 


On the other hand, we must admit that matters like the drop in 
stock prices, combined with the decline in building, to name one other 
factor, has had a psychological effect on some consumers. It has made 
them a little cautious. 


That cautious attitude is the important factor, so far as retailers 
are concerned. It may take more coaxing to get customers to spend 
money in your store. They may do a little more shopping before mak- 
ing up their minds. Your problem, then, is to gear yourself up to 
better ways of coaxing this money into your store. 


The important fact to always keep in mind is that there is a tre- 
mendous amount of business to be had. And no matter what the busi- 
ness trend may be, there are always tremendous opportunities for 
individuals. Some dealers will probably become overly cautious over 
the coming months. They will let their stocks get low; they will cut 
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Editorial 


back on their promotions. Dealers that do this are going to suffer, that’s for 
sure. Somebody else will get this business, because it’s there. Who will 
get it? 


The great paradox of today’s business world is that while everyone op- 
poses inflation, everybody enjoys the taste of the heady wine that is infla- 
tion. We all want to slow down inflation and we all know that you can't 
slow down inflation without repercussions on business generally. 


This summer the Federal government took several steps to slow down 
inflation. They attempted to put a brake on some of the forces that en- 
courage inflation. Particularly, they put restrictions on consumer and busi- 
ness credit. Now, with credit such an important part of business, you can’t 
monkey with it without having other things happen. 


Of course this is an over-simplification of a complicated subject. But no 
matter how many pages we might use to discuss this subject, the net result 
would be the same. Anytime you start tinkering with economic forces, you 
never really know what is going to happen. 


So, what does it mean... ? 


No matter what you call it, a rolling adjustment, a dip, or a correction, 
it does have meaning for retailers. It is a signa] that it is time to sharpen 
up selling methods. You may have to work a little harder to get your 
volume. 


The two big fields that hardware dealers should especially watch are pro- 
motion and inventory control. If you let your inventory get too big (for 
example, too many direct factory shipments), you will have too much 
money tied up and if prices should ease off, you'll be stuck with a high 
priced inventory. 


On the other hand, if you let your stock get too low, you’ll suffer from 
lost sales due to too many outs. Now is a time when a good stock control 
system is worth its weight in gold. 


Another important element that deserves watching is your promotion 
activities. I’ll bet you dollars to doughnuts that the big chains and mail 
order houses will really go all out in promotions this Christmas. 


Can you do any less? If you cut back on your promotion activities, you'll 
just be digging your grave a little deeper. The dealer who does a good 
promotion job is the dealer who will come through this period in good shape, 
and with profit. 


Don’t forget, that there is still a tremendous amount of money being 
spent by consumers. Whether or not you get your share will depend on how 
hard you work for it. Things are not going to pot; there is no recession. 
Folks may be getting more cautious, but if you really are opposed to infla- 
tion this may be a very good thing. 


If you are tempted to reduce your promotion budget, remember this: 
“The man who stops advertising to save money is like the man who stops 
the clock to save time.” 


continued 
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TOTAL HEIGHT 
OF COMPLETE 
UNIT — 34 IN. 


HARDWARE AGE, 


KEY BLANKS 


OwW- WHILE YOU WAIT 
WE CUT KEYS 
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NOW...a complete 
Key Cutting Dept. in 1 Unit 


This eye-catching, revolving display board with 
Monitor Key Cutting Machine is a sure-fire traffic and 
profit builder. The board holds 126 dozen blanks, each 
hook being clearly marked with number of blank and 
make of lock. 

The Monitor Machine — small, compact with ad- 
justable Key guide and sturdy Key gauge — is de- 
signed specifically to meet the requirements of the 
hardware dealer. This combo is a real money-maker . . . 
your sales from one 7 KBA Assortment more than pays 


for the equipment and gives you a handsome profit to 
boot! 


YOU CAN BUY IT 4 WAYS: 


1. No. 4184CD — Monitor Key Cutting Machine, complete with 
motor; rotary display board; 7 KBA key blank assortment (1 doz. 
each of 102 most popular key blanks). Bench space — 19 in. x 
12 in. 

« No. 3184 CD — Same as above but without blanks. 

« No. 9 KBA — Same as 4184CD but without Monitor machine. Unit 
is mounted on four legged stand. Bench space 12 in. x 12 in. 

4. No. 2 RKB — Same as 9 KBA but without blanks. 


WN 


If your jobber cannot supply you, 
write us for full information. 
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BY WASHINGTON 





You'll have more competition for 
help if wage-hour law is extended 


The Federal Minimum Wage-Hour Law may be 
covering employees of the larger stores in your area 
next year. If so, you will be competing for workers 
with those stores, who will be paying the lowest-paid 
employee at least $1 an hour, and overtime for more 
than about 46 hours a week. 

Backers of extending the minimum wage-hour law 
have agreed to patch up their differences next year 
and get behind legislation to cover the large depart- 
ment and specialty stores. They’ll probably try to 
cover stores with annual gross sales of $1 million, or 
with five or more outlets. 

The overtime provision will be higher than the 40 
hours for industries now covered by the law, but will 
be reduced gradually until it hits that figure. 


outlook 


If you oppose extension of the minimum wage-hour 
law, this is the time to make your voice heard. Con- 
tact your congressman now. He’s probably home from 
Washington during the congressional recess. Seek an 
active program by your business groups. Have your 
campaign ready when congress reconvenes in January. 


No let up seen in freight costs 
as truckers, rails seek boosts 


You can expect a continuing series of increases in 
the bills you get for shipping charges. 

The first trucking industry application for a rate 
boost to match recent railroad freight rate hikes has 
been filed before the Interstate Commerce Com- 
mission. Truckers are seeking permission to raise 
rates 7 percent on shipments between the mid-west 
and the Pacific Coast. Requests for increases in truck 
rates in other areas are expected. 

The ICC also has before it a request by the eastern 
railroads to raise rates on shipment of less than a 
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full carload by 14 to 29 cents for each 100 pounds; 
a bid to charge extra for insurance on goods costing 
more than $3 a pound, and a request by the Railway 
Express Agency for a rate boost. 


outlook 


If these rate increases would hurt your business, con- 
tact other local merchants. Form a committee, study 
pending rate increases, and then make your views 
known to the Interstate Commerce Commission. At 
the same time, watch your ordering polictes—keep 
freight costs to a minimum. 


Small Business Committee pressure 
reopens FTC trading stamp study 


If you are troubled by trading stamp competition, 
there still is a chance the government will move to 
curb some practices associated with stamp plans. 

Federal Trade Commission officials, under pressure 
from the Senate Small Business Committee, have 
reopened their study of stamp plans. FTC will review 
allegations that some stamp plans are guilty of false 
and misleading advertising, deceptive activities, price 
discrimination, exclusive dealing, loans to customers, 
refusal to sell, boycotts, and conspiracy, according to 
the committee. 

The FTC says that after 18 months of study, it had 
found no evidence that trading stamp plans as such 
are illegal. It has not yet ruled on specific operations 
of particular firms. The new review will cover stamp 
company sales, distribution, and redemption policies. 


outlook 


If you have evidence of any of the illegal activities 
mentioned by the FTC in your business experience, 
write to the committee or the FTC (Washington 25, 
D.C.) Be sure and fully document your letter, giving 
time, place, and names. Remember, these letters are 
kept strictly secret. 

(Continued on page 84) 
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No other jig saw has all these features... 
and is so low priced for volume sales 


MODEL 2100 


a4 New — See-As-You-Saw 
Jig-Lite 

2) New—Left or Right 
Angle Adjustment to 45 


New — Eight Inch Ripand 
Circle Guide 


4) New— Auxiliary Guide 
Handle 


New —Fast Cutting — 
2650 Strokes per Minute 


Outsell others 2 to 1 with the 
sensational all-new Shopmate Jig Saw 


Early sales tests show you can expect two to three EVEN THE RECOMMENDED PRICE 
times the volume with this new Shopmate quarter-horse LOOKS LIKE A SPECIAL! 





husky. It cuts 2 x 4’s, makes 45° bevels on either side, cuts Because we build the entire 
perfect circles and even makes its own starting hole. a from die proce 
Auxiliary handle attaches to either side for added control. rosette sno? die pare complete 





The new Shopmate cuts everything from metals to ing, and profitable, low 
leathers. Comes with three special blades that give it the priceof....... 


combined versatility of seven other saws: rip, band, nail ta: GOORGE WEATHORSY, Sales Manco 


coping, crosscut, scroll, keyhole and hacksaw. MAIL PORTABLE ELECTRIC TOOLS, INC. aa 11-57 
320 West 83rd Street, Chicago 20, Illinois 

HERE’S PRE-SELLING SUPPORT! POPULAR fdeltiael\m@ Please send complete information on the 

lil-new Shopmate Jig Saw, including 
Big space ads in potent consumer MECHANICS art: 7 

s and t t l. 

publications like the POST and POPULAR ee Prices and promotion materia 
MECHANICS introduce this dynamic new jig AUtR NAME __ 





saw for you. To help you more, you receive FREE 
ad mats, streamers and display material. 


mean apoeess_ 
ee ae PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street ¢ Chicago 20, lilinois City_____________.__._.___stavé______., 
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3 point gain 


stamps too 



















































dishwashers 





























seen for 58 .. 


successful... 


650,000 need 
fixing up... 


on the farm... 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Business activity will reach an all-time high in 1958, and consumer 
spending will lead the advance. That’s the opinion of 9 out of 10 
economists surveyed by F. W. Dodge Corp. They expect consumers will 
spend from $8 billion to $13 billion more in 1958, that’s at least 3 percent 
more than they will spend this year. Higher wages in nearly all major 
industries will spur this spending spree, say the economists. HA Recom- 
mendation: Set your sights on a sales increase of at least 5 percent for 
next year. Increase your advertising budget by at least that amount. 
Start now to plan next year’s major promotions so you'll have that 
increased business. 








Trading stamps have been too successful for their own good. As more 
and more retailers turn to stamps as a promotional device, their 
effectiveness diminishes. The problem is causing stamp company officials 
and stamp-giving retailers to lose sleep. So says Dr. C. F. Phillips, 
president of Bates College. He declares stamps are definitely not a 
panacea for all retailing problems. HA Recommendation: If you’ve been 
sitting on the fence over the stamp question, here’s one more reason 
not to switch to stamps. As competition increases, convenience, price, 
selection, quality, and service become even more important as customer 
lures. 





There’s a big market to be sold on home fix-up materials. Latest report 
from the Census Bureau shows about 650,000 vacant homes and apart- 
ments need repairs. Family formations continue on the increase so 
many of these vacant units will be needed. They’ll have to be repaired 
first. HA Recommendation: Sell landlords in your area on the idea of 








fixing up their vacant properties for rental income. Get together with 
local contractors to scout your area for properties to be renovated, then 
contact the owner for sales pitch. 


If your store is in a rural area and you’re looking for a big ticket item 
to promote, give some attention to automatic dishwashers. A _ recent 
survey by National Grange Monthly shows farm families are buying 
dishwashers at a more rapid rate than are city families. Even so, 93 
percent of the farm market is without a dishwasher. HA Recommendation: 
Demonstrations and credit terms are the best way to sell dishwashers. 
Use dishwashers and laundry appliances as follow-up sales to water 
systems customers. 





... turn to p. 142 for more news on how’s the hardware business 
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Weldwood Counter Model Adhesive Center — Your Profit — 
$25.06 on a $39.88 investment! You get this $10.50 merchan- 
diser FREE with your initial order. Ideal for stores with limited 
floor space, stocks all popular sizes. 




















| We id weed Aghesivee Center 








19” 


Weldwood Floor Model Adhesive Center — Your Profit — 
$43.55 on a $99.89 investment! You cet this $40 merchandiser 
for only $9.95 with your initial order. Built-in recessed lighting. 
Stocks complete selection of all the best-selling sizes. 











increased turnover is a pushover with 
these two We!dwood Adhesive Centers. 
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‘ % omy ae ee 
GLU & wee " ens an canal atl 
somes pestaatl’ . 
Ow commC 
c= Wirwesr caeh 
ae rarest 


al 
_ 
ee” oa 


grons'® 





> Mrwoos (Vv 


Contact Cement — bonds in- 
stantly, permanently, on con- 
tact without clamping. 


Plastic-Resin Glue — makes 
wood joints even stronger 
than the wood itself. 








Ske “ 


Waterproof Resorcinol Glue 
—for a completely water- 
proof bond, impervious to 
heat, cold, oils. 


Presto-Set Glue—ready-to-use 
household glue, quick-setting, 
won't stain. 


MAIL THIS COUPON TODAY! => 
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Now! Two compact, complete self-merchandisers 
[_] consolidate bulky inventories 

[| save valuable shelf space 

[ ] sell more glue 


HERE’S HOW A WELDWOOD ADHESIVE CENTER IN YOUR STORE CAN HELP YOU: 
e a complete package—stocks a balanced assortment of the 4 
fast-selling adhesives that cover 95% of your market. 

¢ saves your time—color-keyed selector chart and clearly marked 
prices help customers select the right glue. 

e steps up turnover—gives point-of-sale impact to extensive na- 
tional advertising in Life, American Home, Mechanix Illustrated, 
Popular Mechanics, Popular Science, and other magazines. 


Weldwood 


FOR ADHESIVES, WOOD FINISHES, PLYWOOD, DOORS, "IARDBOARD, AND OTHER PRODUCTS 





United States Plywood Corporation 
Dept. HA11—7, 55 W. 44th St.. New York 36, N. Y. 


Please rush me my Weldwood Adhesive Center (check model) complete 
with adhesive assortment, at special! price indicated. 


[] Counter Model—$39.88 (Retail value—$64.94) 
[] Floor Model—$99.89 (Retail value—$143.44) 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Orbite action hand saw 


This 5%4 lb saber saw features 
orbite action, cuts on the up stroke 
and backs away on the down stroke. 
The reciprocating saw has all ball 
and needle bearings and a 3 amp 
motor providing 3800 strokes per 
minute. The new Disston unit can 
cut bevels, scrolls, miters, straight 
lines, or circles. It has a pedestal 
base for easy blade change and a 
detachable cord. A rip fence is pro- 





vided free with the unit which also 
has a convenient trigger switch and 
dust blower. Sells for $98.50. Henry 
Disston Div., H. K. Porter Co., Ine. 


For more data circle No. 1 on postcard, p. 101 


improved plastic hamper 


Housewives will be interested in 
the improved Lustro-Ware poly- 
ethylene hamper, No. H-25S. Bas- 
ketweave panel has been improved 
so solled clothes do not show but 
clothes are still ventilated. Unit is 
easy to carry and features hinged 
cover. Hamper comes in _ four 
colors to match complete line of 






i4 





Lustro-Ware bathroom accessories. 
Retails for $9.95. Columbus Plastic 
Products, Inc. 


For more data circle No. 2 on postcard, p. 101 


Molded rubber fabric pails 


Farm, home and boat owners will 
find many uses for these light- 
weight, flexible buckets and pails 
of molded rubber fabric. The tough 
containers have no sharp edges, re- 
sist acid, lime, paint and are leak, 
mold and rust-proof. Available in 
10 qt size in black, blue, green, red 
and multi-color; 12 qt size in black 








only. A 6% gal farm tub feed 
trough, also available in this fabric, 
comes in black only. Cauchotex In- 
dustries, Inc. 


For more data circle No. 3 on postcard, p. 101 


Household plant stand set 


This tu-tone model has been 
added to the Carleco line of plant 
stand sets. The stand is heavy brass 
plated on nickel and lacquered fin- 
ish. Each stand includes a 24 in. 











aa 


steel plant box in black or white. 
Stand measures 29 in. high, 24% 
in. wide and 10 in. deep. The lower 
shelf is handy for flower pots and 
so on. Legs have mar-proof plastic 
tips. Carlisle Mfg. Co., Ine. 


For more data circle No. 4 on postcard, p. 101 


Rubber lawn and garden hose 


This Goodrich hose combines the 
lightness of plastic and the tough- 
ness of natural rubber. The Buty! 
rubber cover resists suncheck and 
cracking and the synthetic rubber 
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Want more information on these 
products? Then use free post 
card on page 101 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








liner won’t absorb water. With- 
stands up to 500 lb pressure and 
retails at $12.95 for 50 ft. B. F. 
Goodrich Industrial Products Co. 


For more data circle No. 5 on postcard, p. 161 


Roller for painting pipe 


This handy pipe painter has an 
adjustable handle that permits use 
at any angle. The unusual roller 
wraps around the pole or pipe to do 
a thorough, fast painting job and 
then straightens out for easy load- 
ing in a tray. The roller handle 
will accommodate an extension pole, 
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which is available at extra cost. 
E Z Paintr Corp. 


For more data circle No. 6 on postcard, p. 101 


Hammerless anchor tool 


Here is an anchor expander tool 
for setting anchors in concrete 
block, tile or any other masonry 
where holes extend all the way 
through or where the fragile ma- 
terial will not withstand hammer 
blows. This expander is particular- 
ly useful where a series of anchors 





are to be installed at a uniform 
depth. Sizes range up to and in- 
cluding 1%, in. Arro Expansion Bolt 
Co. 


For more data circle No. 7 on postcard, p. 101 


Light-weight hobby vise 

This compact hobby vise is ideal 
for small hobby work. It is de- 
signed for light work and supple- 
mentary use on big projects. Work 
weight capacity is 15 lb, maximum 
jaw opening is 2% in. and jaw 





depth is 1% in., jaw width is 2% 
in. The removable jaw faces are 
smooth steel and the screw is 7/16 
in. diameter Acme threaded. Swivel 
base rotates 360 deg. The vise is 
finished in baked enamel. Wilton 
Tool Mfg. Co., Ine. 


For more data circle No. 8 on postcard, p. 161 


Chrome plated circular saws 


Home, school, and professional 
workshops will have use for this 
popular priced line of chrome plated 
circular saws. The chrome plating 
reduces friction and heating and 
prevents accumulation of gum on 





(Continued on page 98) 
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NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 101 


HELP YOU SELL MORE 





Two Handyman display units 


Dealers with a space problem 
will find it simple to display wide 
assortments compactly with either 
of these Handyman tool merchan- 
dising units. Unit shown (HT 2) 
has a retail value of $305, and holds 
198 matched and market - tested 
items on a single counter top. Unit 
HT 3 for counter tops is smaller, 
holding 73 items in 27 of the most 
basic Handyman lines. Its retail 
value is $115.50. Both units have 
glass bin partitions, tool hooks, 
price tickets, screwdriver racks, 


and perforated backboard for 
mounting tools. Stanley Tool Div., 
the Stanley Works. 


For more data circle No. 9 on postcard, p. 101 


Power mower display kit 


Excello’s popular mower model 
271, 21 in. rotary with Excello- 
matic start-run-stop fingertip con- 
trol is featured by this demonstra- 
tion package. With the purchase of 
any assortment of six power mow- 
ers, Heineke will ship, freight pre- 
paid, one model 271 at a special 
price, with this sales kit. Kit in- 
cludes: Display stand, handle card. 
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window, door and wall banners, 
authorized dealer decal, lawn care 
brochure, mower trade-in blue 
book, leaf mulcher kit, master re- 
pair parts chart, folders, and deal- 
er order blanks. Heineke & Co. 


For more data circle No. 10 on postcard, p. 101 


S and 8 hook assortment 


The 10 most popular sizes of 
hooks are included in this sales 
stimulating counter or shelf dis- 
play. The 12 x 8% x 2% in. unit 
is printed in three colors and con- 
tains 108 S hooks and 336 8 hooks. 
A total of 108 S hooks in six sizes 
is available in another assortment. 


Also available is an assortment of 
Alumaloy turnbuckles, with both 
eye and open hook ends on a metal 
wall panel. Another assortment 
consists of a metal wall panel with 
30 lag thread eye bolts in lengths 
from 334 to 8 in. and diameters 
from 4 to % in. Turnbuckles, Ine. 


For more data circle No. 11 on postcard, p. 101 


Waterless cookware display 


This display shows the entire 
Gold Band line of Mirro waterless 
cookware in six square feet of dis- 
play area, on an especially designed 
stand that takes up only half that 


Unit has rich gold 
metal grille and five-color sign. A 
battery operated motion unit is 
part of this display. Display avail- 
able with a $250 order of cook- 


much space. 


ware, or may be purchased at 
$12.50, f.o.b. factory. Aluminum 
Goods Mfg. Co. 


For more data circle No. 12 on postcard, p. 101 


Foldaway garden tool rack 
This garden tool merchandiser 
folds away when not in use. The 
heavy gauge, rust resistant rack 
holds 5 doz tools in 5 sq ft. Folds 
from 40 x 20 in. to 40 x 10 in. Also 
(Continued on page 120) 
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Quick Delivery on 


SUMP PUMP 


From Large Stocks 
































OTHER ‘TEEL’ PUMPS: 


Turbine, Jet, Piston, Centrifugal and Recirculating 
Pumps are also available in popular “Teel” brand 
—from your Grainger warehouse. Order Pumps 
from your Grainger Motor Book. 
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Your Customers will prefer ‘Teel’ 
Built-In Service and Sales Features 


Thousands of hardware dealers stock and sell 
‘Teel’ Sump Pumps and other pumps. You'll like 
the ‘Teel’ line too. Pumps are available as needed 
for stock or sales—for easy pickup or delivery 
from your nearby Grainger Warehouse stock. 


In the three pit-type and the submersible sump 
pumps shown, you have complete range of serv- 
ice features—all at prices that help make easy 
sales. Each pump is designed and precision built 
for utmost service and customer satisfaction. All 
are fully guaranteed—all will help you increase 
pump sales and profits. 

"TEEL’ PUMPS are products of the Dayton Elec- 
tric Mfg. Co. Chicago—Makers of Dayton Motors, 
Fans, Power Plants and Air Compressors. 


‘ 





W. W. GRAINGER, INC. WAREHOUSES 
LOCATED IN 59 PRINCIPAL CITIES 


General Offices: 118 S. Oakley Bivd. Chicago 12. 














HEAVY-DUTY No. 3P254, SUMP PUMP. 1/3 HP, overload protected, 
“Nema” motor, with ball bearing on shaft end. C-H switch. Bronze 
impeller. Rust-proof shaft. Brass tube. Heavy cast base with brass 
skirt. 3000 GPH at 5-ft. head. 48 Ibs.... PR ee ene List $68.00 
SUBMERSIBLE, No. 3P335, SUMP PUMP. Operates in and under water 
automatically without float. 1/3 HP special-built motor and operating 
switch enclosed in stainless steel housing. Rotary seal. Can’t be 
flooded. Bronze base and impeller. Delivers 3000 GPH at 5-ft. head. 
15” high. 41 Ibs........... Racin REIT Te NM EOC R. POS: List $89.00 








STANDARD-DUTY, No. 3P234, SUMP PUMP. 1/3 HP, Westinghouse 
ball-thrust motor. 2650 GPH at 5-ft. head, non-clogging bronze im- 
peller. Brass tube. Bottom brass strainer. Stainless steel shaft. Drip- 
SS XS SP eae $55.60 





ALL-BRONZE, No. 3P360, SUMP PUMP. Non-corrosive base and im- 
, Brass tube. Stainless steel shaft. 1/3 HP “Nema” overload pro- 
ected motor, with ball bearing on shaft end. Enclosed C-H switch. 
3000 GPH at 5-ft. head. 48 lbs.. inacihicnesiiltbieiiiceta ies icinkihen ica 











Now Wiss A and V line Solid Steel Snips are Now, Wiss A and V line snips offer low, low 
priced at a big 40% discount to retailers! net prices—little more than many low priced, 

Now, Wiss A and V line snips are individually _ inferior snips—yet with traditionally unmatched 
boxed and each with a sale-making sleeve, too! © Wiss performance and quality! 


0% DISCOUNT! 

















eo | 
A-12 A-10 

Retail $2.60, | Retail $3.50 ~| Retail $2.25 
* Net $1.562 — Net Net 


eeeereeeeeeeaeeee 
eeeooveeceoeeee ° eee 


The sleeves make the display —the display makes sales for you! 


Yes, Wiss now offers everything. You can’t miss with Wiss! J. Wiss & Sons Company, Newark 7,N. J. 
World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting 
Snips and Garden Shears. 


SAPS 
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The name 
that brings them in...the line that sells them 


Melnor wraps the garden market in a profit package and hands it 
to you! With brand new items...great new improvements...new lower 


prices on famous Swingin’ Spray oscillating sprinklers...advanced 
packaging like nothing you’ve ever seen...the biggest, most exciting 


advertising campaign in garden history... 


and the promotions that give you extra profit! 


(Turn page for full details!) 








Melnor’s “Early Bird” Package Promotion.. 


477% DEALER PROFIT! 


New! Even more powerful than last year’s 
sellout! Special No. 6000 is pre-packed and 
ready to ship, containing an assortment of 
all 4 models of America’s No. 1 oscillating 
sprinkler and a special free bonus of two 
of Melnor’s fastest-moving, attractively 
carded hose accessories: AQUA-GUN 
hose nozzles...the sensational squeeze 
nozzle and STOP’nFLO hose shut offs 

. top selling instant shut-off that elimi- 
nates long walks to the faucet. 


“EARLY BIRD” PACKAGE SPECIAL 


No. 6000 contains: RETAIL 


VALUE 
(2) No. 525 Swingin’ Sprays @ 6.50 each 13.00 
(3) No. 550 Swingin’ Sprays @ 7.95 each 23.85 
(2) No. 700 Swingin’ Sprays @ 9.95 each 19.90 
(1) No. 1000 Swingin’ Spray @ 12.95 each 12.95 


FREE BONUS 
(4) Aqua-Gun Hose Nozzles @ 1.50 each 6.00 
(2) Stop 'n Fio Hose Shut Offs @ 1.30each 2.60 


TOTAL RETAIL VALUE 78.30 
DEALER COST 41.82 


DEALER PROFIT 36.48 





Melnor’s skin-packed Garden Aids in FREE revolving rack! 


NEW SEE ’n SELL ACCESSORIES! 


Melnor again takes the lead in giving 
you the latest selling tools! Here’s a 
complete basic garden accessory de- 
partment in one space saving, self serv- 
ice rack. The sell is in the packages 
themselves ...each accessory clearly 


visible, easily accessible. And Melnor 
gives you the handsomest, selling-est 
display rack you’ve ever seen absolutely 
free! Of course, all skin packed items 
also available without rack. 


No. 158S MELNOR’S SEE 'N SELL RACK ASSORTMENT 


contains: 92 Individual pieces, including 20 different items from Aqua-Gun nozzies to 


couplings. All individually skin packed and carded.. 


.TOTAL RETAIL VALUE 60.20 
DEALER COST 38.12 


DEALER PROFIT 22.08 














MELNOR INDUSTRIES, Inc. 


Now! Our top-selling hose accessory has a partner! 
Both with modern design and exclusive “Green Trigger” 


2 MELNOR AQUA-GUN HOSE NOZZLES! 


No. 425 STANDARD AQUA-GUN 


The handiest garden hose nozzle ever 
made! Slightest hand pressure gives 
hundreds of spray positions... from 
fine mist through full stream. Can be 
locked and reset with a flick of the 
Green Trigger. Shuts off instantly... 
with just a squeeze of the Aqua-Gun 
handle. 


No. 450 DELUXE AQUA-GUN 


Heres’ an Aqua-Gun that does every- 
thing the standard model does plus 
make dozens of watering devices easier 
to use. With a quick turn, watering de- 
vices can be attached and used with all 
the advantages of the squeeze control. 
Has “Green Trigger” for automatic lock- 
ing and resetting. Knurled brass guard 
ring for protection of threaded adapter. 


See your wholesaler for further details. 


300 DEWITT AVENUE, BROOKLYN 36, NEW YORK 











Jamesway > 
Quality Wheelbarrows 


A 
” 
Px 


| gos when filled to capacity, the Jamesway 
Garden Wheelbarrow is easy to operate. It’s 
so perfectly balanced that up to 15 lbs. less lever- 
age is needed at the handles than with most 
competitive models. It’s longer and wider than 
most barrows in the same price class . . . has up 
to 5 lbs. more steel for greater strength. 
Backed by Jamesway’s half century of experi- 
ence in metal fabrication, this smart barrow 
offers many other “‘plus values” — steel construc- 
tion and seamless tray design for long life... 


“Rigid-Curl” rims for extra strength . . . punc- 
ture-proof 10” x 1.75” tire for smooth operation. 
And it’s finished in colorful baked-on enamel. 
CAPACITIES: level ——3 cu. ft.; heaped -—— 4 cu. ft. 

This is just one of Jamesway’s complete line 
of quality wheelbarrows. All feature the same 
sturdy construction, attractive styling and work- 
saving balance. For complete information, contact 
your hardware jobber or distributor. James Mfg. 
Co., Fort Atkinson, Wis.; Lancaster, Pa.; Los 
Angeles 63, Calif. Dept. HA-117. 


A style for every customer 











HEAVY-DUTY WHEELBARROW — Deep, HOME-MAKER WHEELBARROW — Per- GARDEN CART — No. 1 in the Consum- 
seamless tray, hardwood handles, fect for round-the-home chores. Deep er Reports .. . can be tipped forward 
heavy channel skids and braces, 4.00” 


tray has no seams or joints ... pressed 
from a single sheet of steel. Semi- 
pneumatic 10” or 12” x 2.75" tire. 
CAPACITY: 4 cu. ft. 


amesway. 


50 YEARS OF METAL FABRICATION 
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? 


for easy loading and unloading. ‘Two 
10” ball-bearing, rubber-tired wheels. 
CAPACITY: 4 cu. ft. 


x 8” pneumatic tire. CAPACITIES: 
level — 4 cu. ft.; heaped 5 cu. ft. 















New Air Dome Design > 


| New Jet Flow Discharge ia 


OHNSTON MOWER LINE 


1958 mower buyers will want quality.  Kixclusive Side Trim Feature 
Johnston has built fine mowers for 5 























over 25 years. Johnston is stable financi- 
ally, aware of its manufacturer obliga- 
tions. Johnston mowers are soundly en- 
gineered and completely field tested. 
Good reasons why Johnston is a reliable, 
quality supplier. 


1958 mower buyers will demand con- 


venient service. Rare in the industry, 
the nationwide organization of Johnston- 
Jacobsen mower service stations . . .the 
Big “J” . .. assures you and your cus- 
tomers efficient, trained service the coun- 


try over. Yes, Johnston services its 
mowers. 


1958 mower buyers will want a brand 
’ name mower. Johnston’s strong, con- 
sistent, national advertising in leading 


consumer publications makes Johnston . 

a leading brand name. In addition, John- N CW J ohns ton S LX B lade Ree ls 
ston’s aggressive local promotion will help 

you sell mowers in your market, 


JOHNSTON LAWN MOWER CORPORATION 


Brookhaven, Mississippi 





A subsidiary of the Jacobsen Manufacturing Company 





Easy Micrometer Adjustment > 


Positive Dual Clutch Control 





? 
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APPEAL! 














New, exclusive design 
pulls the grass erect 
for a really smooth 
cut. Air Dome lifting 
action causes the grass 
to be cut cleanly, 
eliminates rough edges 
and brown grass tips. 


Eliminates grass 
clumps and windrows 
by smoothly discharg- 
ing grass clippings 
over a wide lawn 
area. Completely en- 
closed cutting blade 
efficiently channels 
air flow beneath 
mower deck. 


Trim slot pulls grass 
in to give closest pos- 
sible trim ...to with- 
in a fraction of an 
inch. Johnston rotaries 
are all designed for 
close front trimming, 
too! 





Ideal for even special 
grasses. This 20% ad- 
ditional cutting capac- 
ity really gives a “‘put- 
ting green” finish fo 
fine lawns ... without 
old fashioned waves 
or washboard finish. 


Just one simple mi- 
crometer thread screw 
on each side of mow- 
er easily and exactly 
adjusts bed knife to 
reel. No tricky or spe- 
cial locking device... 
your Johnston adjust- 
ment automatically 
holds. 


Lawn Patrol models: 
Safe, easy, positive 
in action. Raise the 
handle to engage 
clutch, lower handle 
to release. Conveni- 
ent finger-tip handle 
control for manual 
clutch operation on 
Velva Trim units. 
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Hohnaston 


1958 Rotary Power Mower Line 
includes deluxe and standard A 

models, hand and self-propelled Af \ 
units. Each mower model a 

has sales features that sell. 
It’s a full profit line! 











Sohnsten 


1958 Reel Type Power Mowers are built to smoothly cut the 
finest lawns for years. There’s a right Johnston reel mower 
for deluxe or budget buyers, in standard and trimmer models. 








Write today for your 
full-color copy of 
exciting, new 1958 
mower sales brochure. 
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AMES OFFERS a "PROVEN" 
PROFIT-MAKER 


This Ames profit-maker greatly increased sales (and profit) for 
thousands and thousands of dealers last season. Unsolicited 
testimonials have poured in from dealers praising the sales- 
power and utility of this self-service unit. 





BIG ENOUGH—Customers can’t overlook this eyee SMALL ENOUGH—Requires only 7 square feet of 
catching display of garden tools they need and should valuable display space. 


buy. Plenty large enough to spare you the chore of epics 
restocking during busy store hours. STRONG ENOUGH— Unit is strong enough to hold 


five dozen tools, plus a two-hundred pound man, and 
roll easily on jumbo 3” casters. 


Here’s Your Profit Picture 


60 Full Size Tools—Retail Value .. . . . $184.32 
AMES Tool Merchandiser... : 40.00 


YOU GET... . #22432 


Usual Cost of Tools . . . oe ; $122.88 
Special Price on Merchandiser . . . vas 26.00 
Limited Time 10% Discount ‘ ; 14.89 


Cctcios #0860) YOU PAY... 9133.99 


9 Bow Rakes (A14RB) 3 Spading Forks (ATLDA) 6 Garden Hoes (AG6%) 3 Garden Spades (AGSD) 
3 Floral Hoes (AFHS) 3 Floral Spades (AFGS) 3 Floral Shovels (AFS3%2) 3 All Purpose Hoes (ASTO) 
3 Floral Spades (AFGSD) 3 Dandelion Weeders (ADW) 3 Turf Edgers (AFTSHD) 3 Speedy Cultivators (A3SC) 
6 Bulb Pianters (BPD) 3 Floral Rakes (ATR8) 3 Garden Rakes (A14C) 3 Warren Hoes (AW7) 








SMALL ENOUGH! STRONG ENOUGH! 


Holds ample supply 
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SERVICE 
@ SAVES TIME WHEN 
RE-STOCKING 


@ GENEROUS AREA FOR 
PRICING 


@ IDENTIFIES EACH TOOL 
@® SHOWS STOCK NUMBERS 
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Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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NOW—there’s a brighter look to 





PROOF COIL AND BBS CHAIN 
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-22and Hodell chains have it! 





Here’s a brand-new merchandising feature in those old reliables: 
Proof Coil and BBB Coil chain—%3%, 4, %% and *% inch— 
made by Hodell. 

It’s the lustrous LUMINATED look that gives you cleaner, 
more attractive chain to display and sell. 

So clean, your women customers could handle this chain with- 
out smudging their white gloves ... you can handle it without 
soiling hands or clothing. 

Here’s why: LUMINATED finish is a clean, metallic coating 
with a soft satin sheen and a uniform depth that closes up the 
metal pores. It is durable, protective, and effectively rust-resistant 
under most average conditions. 

And LUMINATED luster has eye-appeal... gives these chains 
big decorative appeal for uses where good appearance is desir- 
able, with no need for painting. At the same time, its appearance 
isn’t out of place in even the most practical applications. 

LUMINATED Proof Coil and BBB Coil chain are now avail- 
able in handy 50-foot cartons, Hodell Pailettes (75- to 250-foot 
lengths, according to chain size), or standard 600-lb. barrels. 


MORE PROFIT-SAVING FEATURES: 


@ Chain’s premeasured: length marks every 10 feet save 
measuring time. 


Chain’s positively identified: colored, printed plastic bands 
every 10 feet prevent stock-handling errors. 


Chain’s end-tagged: color-coded tag locates end of chain 


immediately, keeps it always in sight. Handy, too, for re- 
cording chain footage withdrawn. 


Call or write your distributor 


HODELL CHAIN COMPANY CAF. 
al 


Cleveland 3, Ohio ‘Ona [ 


Division of The National Screw & Mfg. Co. 
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Here At Last...A superior flexible plastic pipe! 
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Slit-Proof...Does Not Pin-Hole 







Takes Higher Pressures 


Has Greater Strength 


OrANGEBURG SP is the only flexible plastic pipe, made 
from a superior new-type polyethylene resin, 

which took ten years of research to perfect. This 
resin's extremely high molecular weight gives 
exceptional strength and service life... superior 


qualities found only in Orangeburg SP Plastic Pipe. 





PROVED suPeRiORity — Exhaustive tests prove 
OraNGEBURG SP Pipe is completely slit-proof — 
free from “pin-holing”! Exceeds every test known 
for polyethylene pipe! Does not crack, break or 
corrode. Defies rough handling, hot sun and 
freezing temperatures. Super-smooth bore increases 
flow capacity, prevents build-up of pressure 
reducing deposits. 

> 


ro 






IDEALLY SUITED FOR water service lines, jet 
wells, irrigation lines, underground sprinkler systems, 
swimming pools, water and drainage lines 


during construction, chemical process lines— 
and many other installations. 


ADVANTAGES 





slit-Proof (No «upin-Holing”) 
* - 
= Greater Strength 


: ce SPECIFY ORANGEBURG SP—made in %” to 2” 
= Higher Heat Resistan 


sizes. Weighs only % as much as steel, installs 
‘sts Acids, alkalies, Salts fast and at low cost. Opens new uses for flexible 
oo : Resistance to Kinking plastic pipe. ..at substantial savings. 
& Exceptional ° ait Write Dept. HA-117 for more facts. 
= Unaffected by Deters 


or Soap Solutions i 
ws Light, F jexible, Easily Ha a 
= Lengths to 400’, Fewer 2 he 
= Low installed Cost, Lasting Ser 


APPROVED FOR 





DRINKING WATER SERVICE 


BY NATIONAL SANITATION 
FOUNDATION 














Backed by ORANGEBURG’S 64 year reputation for quality 


ORANGEBURG MANUFACTURING CO., INC. 


e Orangeburg, N.Y. * Newark, Calif. 
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Here they are... 
the finest products in Springfield 
history ... three great lines designed 


to help you capture a larger share of 
the big lawn and garden market in 
your area. 


Rioinc LAwnMowers ... the fastest 
seller of all 


Wa.xinc Rotary Mowers. .5 spark- 
ling new models 


Rotary TILuters... with your choice 
of two types of tines 


Yes, you get all three lines with 
Springfield. And all three offer an 
outstanding combination of perform- 
ance, appearance, and convenience 
features. Look over the line! Com- 
pare it! Order it to tie in to Spring- 
field’s great Springfield Fever 
promotion scheduled for national ge 
magazines and local newspapers this ¥ WALKING LAWN MOWERS 


coming spring. = , FEATURE E-Z REACH CONTROLS 


Now ,..start the engine, control the throttle, stop 
the engine ...all without going near the rotary unit. 
What a safety feature! On the Springfield, the start- 
stop switch, recoil starter handle, and throttle con- 
trol are all located on the handle bars. 
Notice the staggered wheels...side grass exhaust 
...smooth, trim appearance... knuckle-guard 
handle bars. Three great lines, too, ranging from a 
: . 19” promotional model up to deluxe 22” units with 
COLORFUL SSS, i\ q optional electric starting. And competitively priced 
NATIONAL et to sell shoppers before they leave your store. 


ADVERTISING et” Pee 


to spread “Springfield Fever” all ‘round... 
LIFE ... POST... BETTER HOMES AND 
GARDENS ...Aimed at more than 80 mil- 
lion readers. Timed to hit prospects with a 
powerful “in season” sales impact. Plan 
your local tie in promotions now to make 
58 your biggest year ever! 





PROSPECT-PULLING 
NEWSPAPER ADVERTISING 
Factory-paid ads with free dealer listings 


in scores of the country’s biggest metropol- 
itan newspapers. 


_._ POWERED LAWN AND 
_._.GARDEN EQUIPMENT 


PRODUCTS OF 
QUICK MFG. INC., SPRINGFIELD, OHIO 
The House of Power 
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€SPRINGFIELD FEVER 
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RIDING LAWN MOWERS FEATURE 
PUSHBUTTON CUTTING HEIGHT ADJUSTMENT 


For 1958 the fastest selling riding lawn mower this year 
is an even greater value ...has even greater sales appeal. 

Now ... raise and lower the cutting height in seconds 
with only a touch of a button, a tap of toe...even with 
blade rotating. 

Now ...all controls are E-Z Reach Controls, Start-stop 
switch, throttle, speed shift, blade clutch, Pushbutton Cut- 
ting Height Adjustment, brake pedal, recoil starter, all can 
be used without leaving the seat. 

Now...a4HP engine...new streamlining. ..new 
knuckle-guard handle bars. 

Join the thousands of dealers who will sell the new 
Springfield rider and attachments. And the price — only 


$279.50* 
ao” 





HARDWARE AGE, NOVEMBER 7, 1957 


eeeeoeoeoe eee 
PPPTTTTTITITTTTTI TTT TTT ae 


ROTARY TILLERS 
FEATURE OPERATIONAL CONTROL 


Here is the easiest of all tillers to use with its 
adjustable wheels for balance, adjustable depth 
bar for tilling speed and depth, adjustable tines 
for tilling rows of varying width, and the 
Quick-Lok clutch to prevent wrist fatigue. 
Best of all, you now have two sales oppor- 
tunities in one tiller line. Buy one chassis (sep- 
arately packaged with wheels as standard 
equipment) and offer customers either the ex- 
clusive Springtil disc-type tines or the popular 
Bolo tines (illustrated). 
Priced as low as 
$133.45*. A full line | 
of attachments, too. 
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NEW 1958 CHEVROLET TRUCKS WITH 
NEW HUSTLE! NEW MUSCLE! NEW STYLE! 


Just look at all they offer 

that's new and better...and 
you'll see why these new Chevies 
are the fleetest, sturdiest, 
handsomest dollar-savers yet! 
Meet Chevrolet for ’58! 


NEW LIGHT-DUTY APACHES 


Thrifty Apaches offer three new Step- 
Vans complete with walk-in bodies. With 
high-capacity panels, pickups and four- 
wheel drive models, this expanded light- 
duty lineup has a dollar-saving answer 
to your delivery chores. 


SEE THE LATEST EDITIONS OF THE “BIG WHEEL” 


NEW MEDIUM-DUTY VIKINGS 


Hardy Vikings roll in with nine brand- 
new models, offering new cab-to-rear- 
axle dimensions for improved semi-trailer, 
dump, stake and van-type operations. 
Options available boost GVW ratings all 
the way to 21,000 lbs. 


FAMOUS 6’s OR SHORT-STROKE V8’s 


The engine lineup is full of new pep and 
power—whether you choose a 6 famous 
for economy or a high-compression V8. 
Look over T'ask-Force 58 at your Chevro- 
let dealer’s. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 








IN TRUCKS —1958 CHEVROLET TASK*FORCE TRUCKS 
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GRASS SHEARS 


Blade tension automatically adjusts to the cutting job. 
Tougher the grass, the greater the tension. Blades preci- 
sion-edged, hollow ground. Plastic, no-blister grips are 
wonderfully comfortable. Will be a big seller because, when 
you add to these features the magic name of “Snap-Cut,” 
you have a winner. 





HEDGE SHEARS 


Finest hedge shears that can be made. Only these give your 
customer the advantages of precision-edged, hollow ground 
blades plus combined shock absorber and blade tension bar. 
In addition, they carry the name “Snap-Cut” which means 
quality to millions. 


as outstanding as the famous 


Seymour Smith <Suep Git Pruners 








FEATURE 4 §paqp (ast 


Our big national advertising will work for you 


Our consumer advertising, addressed to the 2% million 
“Snap-Cut” pruner users, says—now you can have the 
same outstanding performance i in “Snap-Cut” Hedge 


Shears and Grass Shears. 


(canbennc) REID 
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shears 
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Trims grass easier 


because this o) Been — 
TENSION BAR —> g ~~ 
holds blades $2.75 
in proper No. 207 
tension. without plastic 
grips 

$2.50 


Self-sell 
product 
tags 
give 
customers 
the 
features. 





Cuts hedge easier ae 
because this Bene 
TENSION BAR —>, this 
holds blades in spring steel 
proper SHOCK 
tension. ABSORBER 


eliminates jolts 
to wrists and arms. 


No. 154-9 
$5.25 


Good names 
make sales 


It's a snap with 

Other new “Snap-Cut” items 
you should carry—“Snap-Cut” 
Lopping Shears, “Snap-Cut”’ 


snap Gt Tree Trimmers and “Snap- 


Cut” Stand-up Grass Shears. 
Garden. Shears 


Quality Tools 
Seymour Smit 
Swce 7850 












Sales Representatives: John H. Graham & Co., 
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Inc. -« 105 Duane St., New York 8, N. Y. 
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THIS 
LONG-LASTING, FLEXIBLE 
PIPE 1S MADE OF 


ci 
nae = it Durable plastic pipe 
— carries a tag like this 


‘Gacy to install +» Never Corrodes + Requires no Threacing 
Ligmt in Weignt + Aseures High Flew + Unaffected by Freezing 


This tag identifies pipe made of Tenite Polyethylene. It assures your 
customers a tough, durable pipe that’s ideal for carrying water for drink- 
ing, irrigation, animal watering, lawn sprinkling systems—or wherever 
cold water must be brought from one location to another. 

Farmers and homeowners like the many advantages of pipe made of 
Tenite Polyethylene. It's light in weight, and hence easy to carry. It’s 
flexible, can be curved around obstacles, and therefore requires fewer 


angle fittings. Since it’s available in rolls, long coupling-free runs are 
possible. Where shorter lengths are desired, it can be cut with a knife 
and quickly joined with simple compression fittings. What's more, pipe 
made of Tenite Polyethylene resists weathering, corrosion and electrolytic 
attack, assuring long years of trouble-free service. 


PO ILYETHYLENE Tenite Polyethylene plastic is made by Eastman and supplied to ex- 
truders who produce the actual pipe. Eastman advertising is helping to 

;. tell your customers about Tenite Polyethylene pipe and the tag that 

Cie Ei astman P lastic identifies it. Be sure you stock this pipe and display the tag. For a list of 
extruders, as well as additional information about pipe made of Tenite 
Polyethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of 
Eastman Kodak Company, KINGSPORT, TENNESSEE. 






1932-—EASTMAN’S 25TH YEAR IN PLASTICS ~—19587 
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SK Mrs. Santa Claus says... 



























Ridjid KNEE ROOM® 


New low price on Knee Room means sell Rid-Jid products for you in these great 


NATIONAL ADS 


More than 16 million messages will pre- 


bigger-than-ever Christmas sales! Display publications. Display your Rid-Jid mer- 
the Royal Chrome model also for the chandise for increased Christmas profits. 
gift-minded Christmas buyer. 








Everything you 
= need for "* 
‘ aS CHRISTMAS SALES! 





, * 


ROLL-OR-TOTE ‘ 


Another Rid-Jid product takes its place 
under the Christmas tree. It’s the all- 
chrome, adjustable-height Roll-Or-Tote 
Laundry Cart ...a highly saleable, 
quality gift item. 














- 
-_ 











AD MATS | 


Newspaper ads like 
these featuring your 
store name will bring 
customers in. Mats for these ads are 
included in the Rid-Jid Christmas pro- 
motion kit. 








| 








RELATED PRODUCTS 


Make those automatic extra sales with 
the complete new line of Rid-Jid ironing 
amy and cover sets. All types, including 

ilicone-treated, now available in a wide 
price range. 








Jid Christmas package designed for sales. 


eas me 
a FROM US, TO YOU ... the '57 Rid- 
4 Rid-Jid products are gift-quality mer- 





SEALS chandise . . . nationally advertised year 
Festaded in the ‘round. The Rid-Jid Christmas promotion 
Salshektn amet. merchandising kit provides you with sales 
tiem kit ae io. helps ...ad mats, posters, tie-in seals. 
colorful 9”x12” Get your share of the Christmas rush, 


mail the coupon below for your free Rid- 
Jid Christmas promotion kit. Get started 
early . . . Christmas is just around the 
corner! 









seals. Attach them 
to ironing tables, cartons . . . use in floor 
displays, windows. 
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THE J.R. CLARK COMPANY 


Dept. 101, Spring Park, Minnesota 


I 
ORDER YOUR | 


Rid; 












POSTERS 
These double-duty 
display pieces can 
be used as wire 
hangers or cut in 
two and used as 
posters. Get yours 
in the Rid-Jid 
Christmas promo- 
tion kit! 


Please send my free Rid-Jid Christmas promotion kit. 








CHRISTMAS 














PROMOTION * 2 a 
* \ MATERIALS 7024// Address 
City 





ee ae 






. 
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YOU'LL GET MORE SALES WITH 


VREATED 


- 


SHOWING PATENTED * tome 
ROPE-IN-HEM 


CONSTRUCTION 


The Eagle Tarp Assortment consists of: Retail 

Dealer Selling 

Commercial Cost Price 

Designation** Eoch Eoch 
One No. 1 Eagle Farm Tarp— 6x 8 $ 5.10 §$ 7.60 
One No. 2 Eagle Farm Tarp— 8x10 8.50 12.80 
. One No. 3 Eagle Farm Torp—10x!12 12.60 18.90 
° on 2 One No. 4 Eagle Farm Tarp—10x!4 14.65 21.95 
iSp ay cc Bo “F. One No. 2 Eagle Truck Tarp— 8x10 10.55 15.80 


ONE METAL DISPLAY RACK ($10.00 VALUE) FREE 


wr THe EST A |e Seio | Soees 


7K The Eagle Tarp Assortment with the ett titan Al your regular cost your regular full 


4 for these tarps margin of profit 
free display rack is a complete tarpaulin i Order your Eagle Tarp Assortment today ... unit 
: ip - J comes to you completely assembled, tarps already 
department . . . ready to display .. . ‘. 2 4 sin place. 
ready for sales! When your customers ae é item No. ETA—$51.40 Dealer Cost. Ship. Wt. 65 Ibs. 


see the new Aluminum Treated Eagle 


. vd % ‘ oo **Trade or cut size. All merchandise tagged in ac- 
Tarpaulins they buy! pe cordance with F.T.C. Rules 4/18/51 as to cut size, 
finished size, possibility of shrinkage, weight and 

type of material, and other required information. 


IMMEDIATE DELIVERY FROM YOUR WHOLESALER 
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PARALLEL WHEEL ROTARIES 
model 200-A, 21” cut, 2% h.p. 
model 300-A, 18” cut, 1% h.p. 


14 gauge steel housing 

4-wheel finger-tip cutting 

height adjustment (Model 

200-A) @ Remote control 

threttle @ 4-cycle Briggs & 
> Stratton engine 


STAGGERED WHEEL ROTARIES 
model 800-A, 21” cut, 2% h.p. 
model 900-A, 19” cut, 1% h.p. 


Sturdy cast aluminum hous- 
ing @® 4-wheel finger-tip 
cutting height adjustment 
(Model 800-A) @ Remote 
control throttle ¢ 
4-cycle Briggs & 

Stratton engine 





ELECTRIC ROTARY 
model 18-EL, 18” cut 
14 gauge steel housing © 
Safety clutch ¢ Protec- 
tive overload switch @ 


¥4 h.p., 1725 RPM West- 
inghouse motor 
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Stop mower hopping... 


Why confuse yourself, your customers, your profit 
picture, by hopping from one line of mowers to 
another? Make sense and make dollars by plan- 
ning your ’58 mower promotion around the 
COMPLETE RUGG LINE. Rugg offers every 
style, a full price range, all the wanted features... 
plus guaranteed quality. Ask your jobber for com- 
plete information, or write direct to Rugg today. 


lon 58 


SELF-PROPELLED ROTARY 
model 700-SP, 21” cut, 2% h.p. 
14 gauge steel housing @ 
Remote controls @ Free 


wheeling @ 4-cycle Briggs & 
Stratton engine 

















REEL POWERED 
model 18-A, 18” cut,1.6h.p. 
model 21-A, 21” cut,1.6h.p. 


5 position cutting height 
adjustment (Model 18-A) 
e Automatic re-clutch, 
permanent de-clutch @ 
Automatic heavy load 
take-up © 4-cycle Briggs 
& Stratton engine 


HAND MOWERS 
model 17-A, 17” cut 
model 16-A, 16” cut 


Model 17-A has mag- 
nesium wheels, Oilite 
bearings, 5 position cut- 
ting height adjustment @ 
Model 16-A is a sturdy. 
low-price mower. 


NEW Rugg-Ed RIDER 
model 24-A, full 24” cut 


Exceptionally stable 
Knee-action front wheels 
cushion bumps ¢ Easy to 
maneuver @ Four for- 
ward speeds, one reverse 
e Foot-controlled blade 
clutch and friction brake 
e Heavy duty 4-cycle 3.5 
h.p. Clinton engine 


~ COMPANY 


wulelalthaclah laa ialas 


1886 





51 Miller St. Newark, Ohio 





USE THIS CHECK LIST NIECOW/ 


1. PLAN NOW FOR THE RIGHT TOOLS 


The tables below contain the most valuable infor- 
mation that any dealer in the lawn and garden 
tool business can have. These lists of basic tools 
were developed by True Temper over many years 
of experience and have been thoroughly checked 
and tested in the field by Cosgrave & Associates, 
leading hardware merchandising consultants. 

Every basic item you need is listed. No other 
single manufacturer can give you this complete 
line—every basic hand tool you need for your 
lawn and garden department. 

All items are listed by True Temper catalog 
number and description. Fifty are “never-never- 
out” items for all stores; 45 are basic-optional. 


Here is the most important 
information you've ever had 
on lawn and garden tools 





Simply by using the check lists on 
these pages and doing the three 
things described here, you can be ab- 
solutely sure of increased profits in 
the Spring selling season. 


50 BASIC GARDEN TOOLS 


DRS 
Es 


a 


| GC23—Fork 


=e GC20—Trowel — 


GARDEN TOOLS — 


GC21—Trans. Trowel 
GC22—Cultivator 


GC24—3-Prong Hoe 
GC25—2-Prong Hoe 


F88—Digger 





66—Low Priced 


55—Scissor 


22—Draw Cut 





D150—All Purpose 


250—Deluxe 





HEDGE SHEARS 


20F—Flint Edge 


TO—Dynamic 


AT85—Rocket 





122—Flint Edge 


103—Garden 


A103—Rocket 





| GRASS HOOKS & CUTTERS 


1 % —Low Priced 


4—Short Handle 


29—Serrated 





26—Serrated 


SD—Dynalite 





_ GARDEN & DIRT SHOVELS 


FS3 2 —Floral 


DGS—Dynalite 


DLR—Dynalite 





_ GARDEN DIGGING FORKS 


POLD—Low Priced 


MSD—Med. Weight 





GARDEN RAKES 


TR8—Floral 
PB14—Low Priced 


T14—Level Head 
B15—Bow 





LAWN RAKES 


FBR22—Brume 


DL22—Dynamic 


$L22—Heavy Duty 














ps 


GARDEN HOES 


2P—Weeder 
LY5—Floral 


PG6 , —Low Priced 
2PF—Weeder 


GO6 ¥, —Standard 
W7H—Heart Shape 








DW—Long Handle 


35—All Purpose 





GARDEN CULTIVATORS 


FW3—3.-Tine 


$C4—4-Tine 





7 . 
: % 
‘ Aad eS e 


040F—Turf Edger 


RE2—Rotary 2-Wheel 





eas 





3JT—Junior Tools 














12W2—12' Extension | GARDEN 1 





YOU CAN LOOK TO Mj FOR LEADERSHIP 


Copyright 1957, True Temper Corporation 
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2. ORDER EARLY FOR EXTRA SAVINGS 


On most of the lawn and garden tools you order 
this Fall for next season’s sales, your True Temper 
wholesaler will allow an early-order discount of 
5%. Check your wholesaler for the deadline date 
— don’t delay your order! 

These lists give you the information you need 
to order early. We suggest that you mark in the 
quantities you need for each item to start the 
season right. Then call in your wholesaler, go 
over the list with him, and get your order in early. 
You’ll save both time and money. 


3. TIE IN WITH NATIONAL PROMOTION 
With the right basic tools in stock, you’re ready 






TO INCREASE GARDEN TOOL PROFITS 


to take full advantage of True Temper’s power- 
ful advertising and promotion helps. 

During the Spring selling season, True Temper 
advertising will reach your customers with strong 
national advertising in leading magazines — 
Saturday Evening Post, Better Homes & Gardens, 
American Home, and many others. To help build 
traffic and excitement in your store, there'll be 
another of True Temper’s famous Tool-Up Time 
promotion kits — ready early in 1958, and yours 
for the asking. 


But get started now. Check the basic and basic- 
optional stock lists. Order early. And plan to 
make more money at Tool-Up Time! 


45 BASIC-OPTIONAL GARDEN TOOLS 


























GARDEN TOOLS | DST—Trowel TS—Trowel TTS—Trans. Trowel 
GRASS SHEARS | 44—Scissor GARDEN MATTOCK | DE3—Standard 
HEDGE SHEARS L6—Ladies’ T85—Dynamic ATL6—Rocket 
LOPPING SHEARS 101 —Lightweight A101—Rocket A105—Rocket 
| 1S—Trimmer 39—Cutter Gets lots 
s S&C s 5—Hook A29—"' Golfer’ of attention ! 
SHOVELS FSD—Floral DLS—Dynalite LBOO—Garden 
seo cict cid HELR—Dirt DS—Dynalite BLR—Bantam 
GARDEN SPADE SB—Bantam UTILITY FORK 054—Manure 





GARDEN DIGGING FORKS | B4D—Floral 


LS—Lightweight 


MSL—Med. Weight 


























Don't overlook the Tool 
Tree — set of 5 heads and 










2 handles makes 10 fools. 
Has tremendous news 





value and customer inter- 
est. A traffic stopper! 





















GARDEN RAKES PL14—Level Head Bl 2—Bow 

LAWN RAKES LC18—Lawncomb LC24—Lawncomb CG—Crab Grass 
: : SN3—Swan Neck T6 4% —Shallow Blade 

| WW 1—V-Blade TO6 ¥, —Popular Type 
GARDEN HOES GS7—Scuffe GO7—Standard 
PGO6 \/, —Low Priced 

| POST HOLE DIGGER 34—Loamy Soil 

GARDEN CULTIVATORS PSC4—4-Tine IGC5—Adijustable 

TRIMMERS & EDGERS 40F—Turf Edger RE]1—Rotary 1-Wheel 
GARDEN TOOL SETS 3PF—3-pc. Floral APF—4-pc. Floral 
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7623 Euclid Avenue 
Cleveland 15, Ohio 








NOW! 


ALL NEW! ROPE MARKED 
EVERY TEN FEET. .. with a distinc- 


tive, Plymouth -developed 
mark that does not disfigure 
the rope. Simply dispense it 
and cut it. No yardstick, no 
measuring devices, no running 
it out on the floor. 


FROM 


ree 
att gs ROPE a 


eee 


Piywwc orl | 
ROPE} 


%\| 














PLYMOUTH: THE 


MOG. ALL NEW! ROPE FEEDS FROM TOP OR SIDE, as you wish. Smart, 


new cartons. The last word in modern package design—for modern 
selling. A Plymouth first. 


PLYMOUTH 
CORDAGE COMPANY 


Plymouth, Massachusetts 


Cham Olalclelil ee eelitiiclils 


TOP OFF YOUR PROFITS 


with these proven-popular Plymouth Packages. 
Display these on the top shelf of your Plymouth 
Rope Department. And, see, you've got yourself 
a complete line of fast-moving items for every 
type of customer. And behind the line —the name 
that’s known from coast to coast —Plymouth, the 
leader in rope since 1824. Write Plymouth today! 


NYLON YACHT ROPE 


HARDWARE AGE, NOVEMBER 7, 1957 





All NEWrovr DEPARTMENT | 


takes up less than 2 square feet of floor space 





SELLS MORE ROPE FASTER ! 
BUILDS YOUR VOLUME AND PROFITS ! 


with a smaller inventory investment 















ALL NEW! 500, 1000, 1500 and 2000 FOOT LENGTHS! au hara- 


ware rope sizes now packaged in multiples of 500 feet. A Plymouth in- 
novation. 


NEW, EASY PRICING BY THE FOOT! Plymouth’s new rope packages in mul- 


tiples of 500 feet simplify your buying. A great time saver for quick decimal 
pricing under our price-per-carton method. 





ALL NEW! AND FREE i From Plymouth—the pioneer in rope merchandising. The 
Plymouth Rope Department is yours free with the purchase of 3 Plymouth 
carton package units of standard hardware sizes, from 4" to 34" diameter, 
and one carton of 50 or 100 foot Handypaks. Takes up less than 2 square 

feet of floor space. But it does a mammoth job of selling rope—for you. 
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WATER SKI ROPE THE HANDYPAK NYLON STARTER ROPE MANILA ANCHOR LINE THE SALESRAK NEW TILLER CABLE 
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THIS WINTER *~<O¢ ...WHEN YOU SELL 


EVERY HOUSE IN TOWN | STERLING HALITE 


MELTING CRYSTALS! 
SOURCES OF PROFIT 


FOR YOU! 




















HALITE MeLtTs 
HARD-PACKED 




















4} EVERY CUSTOMER 

NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 


THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS |~ > 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 


se... HALITE 


yessiree! HALITE’S 
QUICKER, AND IT SAVES 
YOUR TICKER! 








IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
NN when there’s ice and snow on the ground: For driveways, walks, steps, and a bag Nw = 
\ in the car for emergencies. And this winter, all your customers will know about 

Halite. A big newspaper cartoon campaign is going to tell them how Halite saves Ay wo 

work . . . saves time . . . prevents accidents . . . and how little it costs. This is 

advertising your customers will see, read, and remember. It will bring them into 

your store for bag after bag of Sterling Halite. So order now: Halite comes in 

10-Ib. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 

house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 

driveway clear and safe! 


STERLING HALITE® MELTING crysTALs 
Product of International Salt Co., Inc. 








Melts MORE /ce 
FASTER! 


TWAOWI8 MONS ONY 391 BOI 
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DON’T PUT GREEN SPOT SPRINKLERS 
WHERE PEOPLE CAN SEE THEM 


... especially Green Spot’s new Oscillat- 
ing Sprinkler. It could start a stampede. 
Just sneak it out when there are only a 
few people in your store. Even then, 
you'll have to be careful. Some custom- 
ers get violent if you serve others first. 

It’s all the fault of our design people. 
When they re-styled our Green Spot 
sprinklers last year they did almost too 
good a job. People now find the Green 
Spot line quite irresistible. 

So if you wish to avoid the inconven- 
iences of heavy traffic and rising profits, 
keep Green Spot sprinklers out of sight. 
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If you feel reckless, you might put one 
or two of them on your counter. But if 
money-waving customers break it down, 
don’t send us the repair bill. 

There’s going to be some national ad- 
vertising on Green Spot sprinklers. But 
they'll only appear in obscure, little- 
known magazines like the Saturday Eve- 
ning Post, Better Homes & Gardens, 
Time and Sunset. Probably no more than 
30 or 40 million people will see them. 

One of our salesmen may try to talk 
you into using the colorful window and 
counter cards we've had made up. And 


some of our merchandise racks, too. 
Don’t commit yourself! 

No matter how many precautions you 
take, a mob of customers will gather in 
front of your store some morning to see 
the Green Spet line. When this happens 
you can do one of two things. Barricade 
the doors and call the police. Or fling 
wide the doors and let the customers in. 
We'd advise the latter. 


Gremm Spot. 


SCOVILL MANUFACTURING COMPANY, WATERBURY, CONN. 
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“~~ Now’s the time 


to snowball profits 
with |WINTER TOOLS by WOOD / 











p 








Here’s the one and only brand in all the 
world that gives you all these advantages: 


1. Both aluminum and hi-carbon steel 
winter tools under one quality label. 


A complete price range under Wood’s 
TRU BLU quality brand. 


The nationally advertised brand with 
a future ... gives you sales all year 
‘round. The TRU BLU snow shovels 
you sell this winter build acceptance 
for TRU BLU shovels, forks, spades, 
hoes, and rakes next spring; TRU 
BLU wheelbarrow, lawn edgers, lawn 
sweepers, grain scoops, and post hole 
diggers next summer and fall. 


. The nationally advertised TRU BLU 
brand that improves your store dis- 
play of ALL shovels, steel goods, and 
ALL farm, garden, and lawn hand 
tools . . . because they are related in 
colors, branding, and finish. 











You can have these extra bonus advan- 
tages at no extra cost. Tell your jobber 
you want your stock to carry Wood’s 
advertised TRU BLU label. 





= 


_\ The Wood Shovel & Tool Co., Piqua, Ohio 
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Fiberglas is coated 
with sinewy vinyl. 
It is bonded at 
each intersection 
of the weave. 


‘bes REASON WHY more and more homemakers are insisting 
upon FIBERGLAS for their window screens and screen doors is that 
they’ve found a real “‘star’’ in this material. It has undergone the 
most rigorous tests that can be imposed on a product—and USS 
CYCLONE FIBERGLAS SCREENING has passed them with flying 
colors. 

What is FIBERGLAS Screening? It is not a plastic. It is made 
from pure glass fibers—coated with vinyl—woven and bonded. 
Hundreds of glass fibers are combined in each strand. 


® it is bonded, or fused, at each intersection 
of the weave. 

* it has superior burst strength, as proved by 
tests conducted according to procedures 
outlined in Federal Specifications 1L-S-137. 


® it reduces glare, won't stretch or shrink, 
won't stain, never needs painting, re- 
sists seashore climates, heat, moisture 
and industrial fumes. 


But these are only a few of its many advantages which offer 
you exceptional opportunities for more sales and profits. For the 
complete story on USS CyYcLoNE FIBERGLAS SCREENING, just 
fill in and return the convenient coupon. 


CYCLONE FENCE DEPARTMENT e AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 


Waukegan, Illinois * Sales Offices Coast-to-Coast * Pacific Coast Headquarters, Ockland, California 
United States Steel Export Company, New York 


USS Cyclone © 


FIBERGLAS® Screening 
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Only a real star can pass this kind of “screen” test 


and that star is USS CYCLONE 
FIBERGLAS SCREENING! 





MAGNIFIED 4 times larger than actual size. 


| 
CYCLONE 
SCREENING 


MADE WITH 


These two famous names 
combine to give you 
quality Fiberglas 
Screening. 


USS CYCLONE SCREENING 
is also available in 

Aluminum, Bronze, 
and Galvanized. 



















OWENS-CORNING 


FIBERGLAS. 


Write for our free descriptive literature today 


CC ee ee ee 


i Cyclone Fence, Dept. EE-117, Waukegan, Ill. : 

: Please send me complete information } 
on USS CYcLoNE FIBERGLAS SCREENING. 

j Alsoon (|) Aluminum Screening | 

_) Bronze Screening 

i _) Galvanized Screening i 

DN 6 au soe 6eees ceebe Cees ¢éeus 

| BE cceucevcdaddehvsch oewbneen caons ' 

i Ni ie es @ klie | 

PE Didwec covieducvedouns GUS sb'ccce a j 
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to sell Luxury Sportswear 


at Popular Prices that expands the RED JACKET 
Z FAMILY of Popular Pumps 
and Water Systems 



















ca ast TO bey ne ident for . aubome one Cobened. ae 
e new home and replacemen either vertical or horizonta 
one Saye evens SOP markets. These lines will installation. 
mice the needs of over 80% = @ EASY TO SERVICE —all parts 
’ are readily accessible an 
@ CONVERTIBLE — both the easy to am 
“CJ” ood ng we @ HIGH QUALIT 
convertible for use in either 
shallow or deep well operation. CONSTRUCTION — built of 7 


@ EASY TO INSTALL — the 4 the finest materials available, 
and 12 gal. systems are space @ PRICED TO SELL — to meet 
savers. The 30 and 42 gal. tank all quality competition. 


LOOK AT THIS MOST COMPLETE— MOST SALEABLE 
WATER SYSTEM LINE EVER OFFERED 





FOR SHALLOW AND DEGP WELL USE 


#1549 SNO CAP CREEL uM tT — 13 MODELS a vie 






" a |" FOR SHALLOW AND DEEP WELL USE 
CONVERTIBLE SINGLE-STAGE — 9 MODELS 
*% 1761 AUXILIARY GAME BAG \ U : 
eeereeeveeee , eeeeeeeeeeeeee ee eeeeeereeeeeeeeeeeeeeeeeeeeeeeeerereeeeee 


" FOR SHALLOW WELL USE 


} , n | 
= a acai ‘5 SINGLE. i — % MODELS 
SHELL VEST #740 FISHING CAP 
#1559 HANDY ANDY 


«voy con't buy better: Write for 
. to save your li 








free literature AED JOCKET / Write for catalog, illustrating 








and describing this new complete 
eater RED JACKET Jet Pump line. Ad- 





THE AMERICAN PAD & TEXTILE CO. products dress Dept. HA-117. 


SPORTSWEAR DIVISION RED JACKET MANUFACTURING CO. 


GREENFIELD, OHIO DAVENPORT, IOWA 
"The Choice That's Made Friends’ —SINCE 1878 
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*50°° SCREENING SALES CAN BE YOURS 


as all America moves outdoors— 


Building 
do-it-yourself 
| ee a | = aes |e % || deal : ‘porches 














CHICOPEE S235 


easiest to sell because its easiest to work with! 





See your local wholeasler or write to: 


CHICOPEE MILLS, INC. on ~ore a ) 
Lumite Division, 47 Worth Street, New York, New York Fy BERGLAS | 


®T7.M.0.C.F. Corp. SCREENING 
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make this your biggest, busiest Christmas ever! 


Sell them SWING-A-WAY as gifts! For Mom there are many models and styles of can openers, 
and a wonderful new knife sharpener. Dad will go for the ice crushers and ice bucket. All are guaran- 


teed for 5 full years. Order early and keep your stocks complete all through the Christmas season! 


FIRST IN SALES SwinG-A-Way FIRST IN VALUE! 








COMBINATION CAN OPENER 
AND KNIFE SHARPENER from $3.98 





WALL ICE CRUSHER from $7.98 





























AUTOMATIC CAN OPENER from $4.49 



















TABLE ICE CRUSHER from $9.95 ICE BUCKET $7.98 PORTABLE KNIFE SHARPENER $1.98 
SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. @ IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
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New Plastic Wood outsells 
all other wood fillers combined 








Cross section showing 
minimum shrinkage 
of New Plastic Wood 


Shrinks less Takes stain better 





Minimum shrinkage of Plastic Wood produces Due to the improved composition, new Plastic 
firmer adhesion to wood, plastic, ceramics and Wood takes all kinds of stain more readily and 
other materials— provides better appearance. gives an even, uniform finish. 











Holds harder 19 Ads in LIFE 


A plug of Plastic Wood only 4-inch wide and Only Plastic Wood gives you the advertising sup- 
S%-inch deep holds 105-Jb. weight— proof of port of LIFE. Your customers come in pre-sold 
Plastic Wood’s greater bonding strength. on Plastic Wood. Why stock anything else? 






Better check your stock now 
of New Plastic Wood 


PLASTIC WOOD another 
fine product of vl 
Boyle-Midway, Inc. he. 4 
New York, N.Y., Cranford, N.J. 
Chamblee, Ga., Brooklyn, Chicago 
Los Angeles, Canton, Ohio : ——— 


* PLASTIC 
woop 
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Pre-tested by one of 
America’s foremost in- 
dependent research 
organizations for con- 
sumer acceptance 


> cara sz 


PULL 'N HANG HANDLES 


A great new plus for America’s largest-selling line of low priced bake pans... 


EFKCOLOY Bakeware 


Properred 3-to-/ in National Survey 


Women from coast to coast gave us two especially good 
reasons why they prefer new Pull 'N Hang Handles... 
and another reason why you should display and sell them! 
Here are the results: 





HERE’S WHY EKCOLOY LEADS 


@ Exclusive Pull "N Hang Handles 
on all square and oblong pans. 
You can display them Hanging Up! 

@ Exclusive Silver Beauty finish 
bakes better, cleans easier. 

@® Extra strength with a heavy 

are Pa : “quality feel.” 

for sliding, gripping, and pulling pans from the oven. © FULL-COLOR DESCRIPTIVE 


LABELS help you sell as they in- 
form your customers. 


7 Homemakers preferred the convenience of the new handles 


9 They liked the convenience of handles for hanging up pans 
during storage. 


3, More than half of the women tested said they liked the new 
feature so well, that they would go to another store to get 
it rather than buy a pan without handles in the store where 


they were shopping! ...the greatest name in housewares! 


PRODUCTS COMPANY Chicago 39, Illinois * Ekco Products Company (Canada) Ltd., Toronto 
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Make sure you have the New 
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Here are fans with all the glamour and sparkle 
of today’s square, slim modern look. Smart decorator 
colors of mocha brown. . . off-white high 
impact resistant plastic diffuser grille . . . gleaming 
gold instrument panel make the deluxe fan a sure 
sales winner. All other models are equally as modern 
with the slim trim look. Just seven Fasco models 
are all you need to give a complete selection to your 
customers. There’s a fresh look all about Fasco— 
new line—new prices—new sales policies. Send 
in the coupon for beautiful color catalog and 
complete information. 


FASCO INDUSTRIES, INC. 
North Union and Augusta Streets 
Rochester 2, New York 


Please send me full information on Fasco Fans with the Slim 
Trim look 


State 
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B SCU/ OGTICA 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW YORK 


Hallmark of Quality since 7895 
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He took the oyporte use 


FAMOUS BRAND NAME—\iost wanted name in pliers and other high-quality hand tools since 1895. 
WORLD'S MOST COMPLETE LiINE— Pliers for every purpose. Over 160 different types from stock. ‘Specials’ 
designed for special needs. FINEST QUALITY — Utica pliers are drop-forged for rugged strength. Electronic 
induction hardened on wear surfaces for greater durability. FULLY GUARANTEED— Every pair of Utica 
pliers that you sell is backed by Utica’s famous full guarantee. 
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For EXTRA Clictwiar Sales! 


It’s a square 
rotate Me ME -3'2-) BF 


Packed 12 in carton 
with colorful 
Holiday Poster 


A Hot Christmas Item 
with real GIFT APPEAL! 


Here’s a natural for Christmas sales because 
every customer’s a prospect for a Squar- 
Evel. Two tools for the price of one. Comes 
in beautiful anodized colors ... Albras and 
Albright . . . will not chip, fade or wear. 
Can be adjusted to either 45° or 90° angle. 
Each Squar-Evel has a coiorful Christmas 
wrapper. 


12 M-D SQUAR-EVELS @ $2.50 ea. $30.00 list 


GIVE M-D SQUAR-EVELS 
TO YOUR OWN CUSTOMERS 


AND FRIENDS — Vent 4 Individually wrapped in 
a . Lee - Polyethylene tubing with 
a“ Christmas tags at both ends. 
ee te Personalized Christmas card 
inside with your firm name 
imprinted free. 
ORDER DIRECT TODAY! + Makes a wonderful gift from you 
Send us your order and imprint to your friends, customers or 
copy now. Shipment will be employees. 
made in ample time for Christ- 
mas. We pay freight on all 
orders of $20 or over. 


~ eee 
04 L/7 


MACKLANBURG-DUNCAN CO. @® BOX 1197 @ OKLAHOMA CITY 1, OKLAHOMA 
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Wide aisles and generous display areas make this housewares department easy to shop. 


How to sell more housewares 


Give your department plenty of floor space so you can display full lines and 


have roem ‘so customers can browse in comfort and make their selections. That is 


what this Missouri hardware dealer did, and his sales are nearly double 


Shopping center locations are now generally 
accepted by hardware dealers as prime locations 
for their stores. 

Time was when dealers were concerned about 
moving to, or opening a new store, in a shopping 
center as to how it would affect their traditional 
ways of doing business. Now their main con- 
cern is how to make full use of all the advan- 
tages of a shopping center location. 

Such a dealer is L. C. Smith, who recently 
expanded the housewares department of his 
shopping center store. More space, more lines, 
more display space adds up to more housewares 
sales. 

About eight years ago Mr. Smith moved his 
hardware store in Springfield, Mo., from a built- 





HARDWARE AGE, NOVEMBER 7, 1957 





up retail business district to the new Plaza 
Shopping Center in what then was suburban 
Springfield. His thinking on the move was out- 
lined in an article in HARDWARE AGE, Dec. 23, 
1950, issue. 

Mr. Smith at that time expanded his old 
lines, added new ones, and concentrated on dis- 
plays. He was aiming at the suburban-type 
customer, taking advantage of the growth possi- 
bilities of the vacant land beyond the shopping 
center, and of the center’s many stores and 
spacious parking area that would attract these 
customers. 

A store room adjoining L. C. Smith’s Hard- 
ware became vacant last year. Mr. Smith signed 
up for the space, to expand his housewares de- 
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How to sell more housewares 


a 








(Continued ) 


partment. The addition added a room 30 by 100 
feet, with 30 by 75 feet up front for display 
and a 30 by 25 foot area at the rear for storage. 


Here is the sales record for the early months 
of the enlarged housewares department, 1957 
sales compared to those for the same 1956 
months: 


May, sales up 33 1/3 percent. 
June and July, sales up 50 percent. 
August, sales up 70 percent. 
















By the year’s end Mr. Smith estimates house- 
wares sales volume will be double that of last 
year. 

Mr. Smith previously had an active house- 
wares department. The expansion provided space 
for more lines and adding to old lines. 

The principal difference that is being spelled 
out in greater sales volume is in better displays 
that enable customers to really see the house- 
wares lines. 

Numerous customers have commented to Mr. 
Smith that the store now carries merchandise 
that it did not carry before the expansion. 























Actually, the lines customers now talk about 
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_L. C. Smith, store owner, displays popular pat- 
tern in dinnerware. 


were carried before. The difference is in the 
spaciousness of display areas that shows off 
the merchandise to better advantage. 

Perforated panel board is used generously in 
the displays. This paneling extends along both 
side walls. 

The center display area fixtures are of per- 
forated panel board also. Mr. Smith, if he were 
building his fixtures again, would make the 
center aisle displays about 8 inches lower. He 


...A front window 
©& with housewares and 
jae giftwares displays on 
mee the floor and wall 
establish this hard- 
ware store as shop- 
ping headquarters for 
home lines. 



























would put the top displays at eye level. He fig- 
ures customers do not look up, above eye level. 
Also, lower fixtures enable customers to get 
more of a see-through view of the store. 

Aisles are straight through in the new house- 
wares department to make the store look bigger. 
Aisles are 4% feet wide. Customers can stop 
and handle merchandise without blocking the 
aisle. 

Mr. Smith now is giving most of his time to 
management of the enlarged housewares, and 
giftwares, department. He wants to pay par- 
ticular attention to: 

Displays, and their influence on sales. 

Lines, and which are moving and which need 
extra attention. 

The housewares 
service basis. This 


department is on a self- 
setup has two advantages. 


on (Degen 
eee 
. . . Floe Rollins, at the check out counter, bags fasteners 


between customers. 
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_,.L.C. Smith's Hardware in shopping center in Springfield, Mo. 
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First, it keeps customers in the department 
longer. Also, they come in more frequently 
since they can browse without being bothered 
by sales persons giving the impression that they 
should buy something. 

Second, Mr. Smith has more time for manage- 
ment since sales work is only with customers 
who actually need help in making selections. 

Mr. Smith emphasizes the need for more 
management and better selection in buying, in 
a shopping center type of store. 

L. C. Smith’s Hardware aims housewares at 
the middle and better type of merchandise. It 
does not compete on the lower end of the price 
scale. 

The store’s pricing policy is based on two 
factors: 

First, the bulk of the customers are home 


AS 
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.. . Francis Neely, hardware department. 
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How to sell more housewares 
(Continued ) 





owners. They take pride in their homes and 
want better merchandise. Given a choice between 
initial low price, and longer service and appear- 
ance, they will buy the better lines. 

Second, a shopping center store has more 
buyers, fewer comparison shoppers. There is 
less inclination to go from store to store com- 


7 
% 


...H.S. Green, paint department. 


paring prices and values. If a customer actually 
has need for a particular item of merchandise 
and the store’s line satisfies, a sale is in the 
making. 

Two types of traffic building promotions are 
being used by the store. 

One is a cooperative type television promotion 
among retailers in the shopping center. This is 
an interview type of program, and the award 
is a $5 gift certificate, provided by the various 
merchants. 

This type promotion has not been too success- 
ful, in Mr. Smith’s opinion. So far, award 
winners come to the store, but limit their pur- 
chase to the $5 award. Many winners have been 
one-time customers only. 

The other promotion is participation in a tele- 
vision cooking school. This is a local program 
entitled “College of Cooking.” Mr. Smith signed 
up for two mentions per week, for 26 weeks 
beginning Sept. 10. This schedule will take his 
store through the Christmas selling season. 

Mr. Smith be:ieves this type promotion can 
build traffic for specific items mentioned on the 
program. In turn, he can judge customer ac- 
ceptance of particular items, and accordingly 
guide his buying and in-store display. End 
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if you are going into a shopping 
center store location .. . 


Here is sound advice from an experienced 
hardware dealer that you can use in guid- 
ing your decision on a shopping center 
location. The dealer is L. C. Smith, of 
L. C. Smith's Hardware, Plaza Shopping 
Center, Springfield, Mo. These are the 
points to watch carefully if you are going 
into a shopping center location. 


1. Cater to home owner-type of cus- 
tomer. 

Selected lines that will appeal to women 

and men who maintain and expand their 

homes. Set up store hours that tie in with 

customers’ shopping habits. Watch hours 

store is open at night and on week ends. 


2. Promote parking facilities for your 
store. 

Customers are in a better frame of mind, 

shop more leisurely if parking is conveni- 

ent. 


3. Expect less comparison shopping by 
your customers. 

Shopping centers usually have one-of-a- 

kind store set up. Consider handling better 

lines, with higher profit margins. 


4. Pay more attention to merchandise 
displays. 

Displays are tremendously important. Keep 

displays attractive and clean. 


5. Be prepared to operate a store with 
less storage area. 
Check in shipments immediately, on day of 


delivery, price mark and get as much of 
the shipment as possible out on display. 


6. Be alert for expanding and shifting 
markets. 


Watch customer demand closely. Be alert to 
expansion of your lines, to add new lines. 
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Store manager's notebook 














Can you have 





too much turnover? 


Yes—too high a turnover rate reduces 
profits as much as too little. What's the 


best turnover rate for your store? Read 





this article for the answers 


Low turnover rates are costing hardware 
dealers many lost profit dollars. But you can 
also lose money by having too high a turnover. 

The dangers of excessive turnover rates are 
not generally understood by the trade. The 


penses, and a fairly static rate of annual sales, 
one of the few avenues open to a higher operat- 
ing profit is increased turnover. 

Many dealers have responded to major efforts 
by the hardware industry and HARDWARE AGE* 


result is that in an effort to improve turnover, 
some stores may go too far in the other direc- 
tion. 

Some stores have carried the narrow-stock, 
fast-reorder idea to extremes. They are penailz- 
ing themselves and their wholesalers. They stand 
to lose more than they gain. 

Our industry’s turnover average stands at 
about two times per year. It should be three or 
four turns a year in all stores. 

In the face of dwindling margins, rising ex- 
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issue of Feb. 28, 1957. 


to clear up the fog that seems to surround turn- 
over. A lot of these dealers now know more 
about turnover, and the controls that make it 
pay off for them. 

But some dealers, in their anxiety to boost 
their rates of stock turn, are losing instead of 
gaining profit. Here is an example: 

An aggressive dealer was much impressed by 
all of the things he had been hearing and read- 
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*For a full report on turnover arithmetic, see HA 
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Can you have too much turnover? 





ing about improving turnover and profit. About 
a year ago he decided to go into action, really 
trim down heavy stocks, and aim for six stock 
turns a year. 

What happened? He cut stocks all right... 
down to the bone. He improved his turnover 
rate from 2.2 times a year to an average rate, 
to date, of 7 turns. This is an amazing record, 
but not a profitable one. 

By trimming his inventory too much, in order 
to turn it over more often, this dealer is usually 
out of more staple items than he should be. He 
is losing profitable sales. 

Constant lows and outs in basic-basic staples 
mean loss of traffic because customers won’t 
bother with a dealer who gets a reputation for 
“never having anything.”’ 

There is a further penalty for too much 
turnover. 

This dealer has never taken the time to figure 
out what it costs him to get merchandise into 
his store. He has never calculated the time and 
money he spends in extra “buying time,” in 
handling, telephoning for rush _ shipments, 
freight costs, cost penalties for buying broken 
packages, etc. 

These “cost of buying’ expenses get out of 
hand when turnover rate gets too high. The 
more important of these costs are shown in 
Fig. 1. 

You spend money every time you make a long 


(Continued ) 


distance call, send a wire, pay freight, receive- 
unpack-inspect a new shipment, and handle it 
in your stockroom. You also reduce your selling 
time by spending too much time in buying. 

Conversely, a store with too low a rate of 
turnover has to face higher costs that come under 
the title of “cost of carrying,” as shown in 
Fig. 1. 

Relative costs of buying and costs of carrying 
are about the same in most hard-goods indus- 
tries. We checked several to see at what point 
high turnover becomes profitless. 

The figures charted in Fig. 2 are based on a 
study of turnover made a few years ago by the 
National Standard Parts Assn., Chicago. These 
figures are shown to illustrate the point that in 
each store, high turnover is profitable up to a 
certain amount. 

When this peak has been reached, further 
turnover gains reduce net profit. 

The results of the NSPA turnover survey in 
Fig. 2 show that: From one to five, maybe six, 
stock turns a year, cost of buying and carrying 
new stock go down as the turnover rates goes 
up. Then the trouble starts. 

When stocks get too skimpy, and you’re on the 
telephone daily reordering 1, 3, or 6 of an item, 
buying costs skyrocket. 

That’s not all. Every minute you are order- 
ing or handling small repeat shipments is time 
lost in selling on your sales floor. Then too, 








Fig. | 


Here are the key costs of buying and handling new stock 


There are many buying costs 





Purchasing expense 
Anticipating requirements 
Freight 

Receiving 

Unpacking— inspection 
Rush orders—pick ups 
Telegrams—telephones 
Accounting 


Bill paying 


There are many carrying costs 





Insurance 

Taxes on inventory 
Capital invested in stock 
Interest on capital 
Warehouse space 
Stockroom personnel 
Deterioration 

Old age 

Markdowns 
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Fig. 2 
Check yourself. Here is how too much turnover hurts your profit 


lt costs you money to buy, and it costs to own and carry what you buy. Low 
turnover means a high carrying cost. Fast turnover leads to low carrying 
costs, but increases buying costs. This chart shows you how buying costs cut 
profit substantially when stock turns over too fast. 
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when you buy broken-case lots you usually pay 
a premium instead of the usual discount price. 

Your profit declines when these things happen. 
Your profit may dip as low or lower with seven 
stock turns a year as it would with just one or 
two stock turns. 

What’s the best rate of turnover for your 
store? 

No one but you can determine this. You can 
only learn it from experience. There is no set 
figure that applies to all stores. 

This much is certain: No matter what size 
store you have, how it is arranged, or what 
receiving-marking-handling method you use, if 
your turnover is in the 5-6 times per year 
bracket, you are near your limit for maximum 
profit. 

What’s your turnover rate? 

How do you estimate it? 

You ought to gage it fairly often, just to see 
where you are going. 
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It only takes a few minutes to compute your 
turnover rate: Divide your planned year’s sales 
figure by your average running inventory figure 
to get your turnover amount. 

For example: Let’s say your planned year’s 
sales are $90,000 at retail, and your average 
running inventory at retail is $40,000. 

When you divide $90,000 by $40,000 you get 
2.25 stock turns a year. 

The rate of your turnover is not related to 
how often you count inventory. Some authori- 
ties say a full stock count should be made every 
6 to 8 weeks. Many dealers take a full count of 
basic staples once a month, and order once a 
month according to the results of that count. 

Counting and ordering stock each month or 
each six weeks does not mean you have 8 to 12 
stock turns a year. The value of counting basic 
stock fairly often lies in watching unusual move- 
ment of items and lines, and in keeping close 
rein on seasonal goods. ® End 














Lawn mower servicing 








How to make friends this Fall. . . 


and influence sales next Spring 


Tell your customers how to avoid the gum deposits that cause 


Can you use a promotion idea that will save your 
customers money, save you time and trouble and at 
the same time focus attention on your store as lawn 
mower headquarters ? 

If this appeals to you, then make plans to tell your 
customers how to avoid having gum form in the 
engine of their power lawn mowers. 

Service men report that as high as 80 percent of 
the complaints of poor engine operation come from 
excessive gum deposits. Eliminate gum deposits and 
you will end many small and annoying service calls. 

Gum forms in gasoline when the gas sets still for 
a period of time. These deposits can get into the very 
small passages of the carburetor and either block 
off or slow down the flow of gas to the engine. 


If a lawn mower is stored over the winter with 
gas in the tank, you can be sure that gum deposits 
will form. When the owner attempts to start the 
mower in the Spring, he has headaches and wants 
you to service the machine just when you are busiest. 

The ideal arrangement would be to have your cus- 
tomers bring their mowers in to your shop in the 
Fall for servicing. But if they won’t do this, then 
the next best thing is for you to give them helpful 
advice on how to save themselves trouble in the 
Spring. 

There are several ways of doing this. 


One way would be to print up an inexpensive card 
warning them of gum deposits. This card could be 
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needless headaches and expenses for you and your customers 


mailed, used as an envelope stuffer, or wrapped with 
packages in the store. 

Another way to handle it would be to give the 
advice in one of your regular newspaper ads. This 
could be part of a service pitch, it could be tied in 
with a Fall sale of mowers, or it could be used as 
what is sometimes called a “public service” ad. 

Most users of power mowers are not mechanically 
inclined. Your suggestions must be simple and easy 
to understand. Several suggested ideas for handling 
this subject are shown in the accompanying illus- 
trations. 

Some of your customers may be more mechanically 
inclined. In these cases, refer them to the instruction 
manual that comes with each mower. This will give 
them very complete instructions. 

A customer may ask, “Won’t rust form faster in 
an empty tank?’ The answer is, yes, but it is a 
simple matter to rinse a tank out in the Spring. If 
a tank is emptied, and allowed to air dry, then stored 
with some kind of winter cover in a protected area, 
rust should not be a problem. 

Most tanks have a screen that will catch this rust 
before it gets into the carburetor. But this screen 
is no good for catching gum. 

By helping your customers eliminate the problems 
caused by gum, you will also be focusing attention on 
your store as a headquarters for information and 
advice on lawn mowers. This is bound to help your 
sales. ® End 
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® Here is suggested ad copy ® 


power lawn mower owners— 


Save yourself headaches and money next 
Spring. Gum forms in gasoline when it is 
stored over a period of time. This gum, when 
it gets into the carburetor, causes loss of 
power and in some cases will prevent the 
engine from being started. 


Here’s how to prevent gum deposits: 


When you are ready to store the mower for 
the Winter, run the engine until the gas tank 
runs dry. Run the engine at normal speeds 
until it stalls for lack of gasoline. Another 
good suggestion is to remove the spark plug 
and pour about a tablespoon of clean light 
oil in the spark plug hole. Have the cylinder 
in a vertical position when you do this. Turn 
the engine over a few times, with the plug 
out. 

But if you really want to save yourself time 
and trouble, bring your machine to us this 
Fall or Winter for a servicing job. Then it 
will be all set in the Spring for trouble-free 
operation. 


HARDWARE STORE NAME 
store address, phone number, ete. 















































An ad in your local newspaper 
is bound to attract attention. 
I+ can also be used to draw at- 
tention to a Fall clearance sale 
on mowers. 







































































The story of the gum problem can also be used 
as an envelope stuffer or on the back of a post 
card to encourage customers to bring in mowers 


for Fall and Winter service. 
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How to build vertical displays 
with expansion poles 


You can use these units to help improve your 


seasonal displays in 


Here are four ways to use expansion poles to 
build eye-catcher displays for feature seasonal or 
52-week items. 

You can build your own vertical displays with 
these units. The HARDWARE AGE display consul- 
tant shows three see-through units and a walk-in 
display built with expansion poles. 

Expansion poles have a powerful spring in one 
end. They can easily be installed between ceiling 
and floor with no need to drill holes. 


Fig. 1 

This shows how to use two expansion poles to 
support an overhead sign with center bar (A), 
made of a length of lumber in which wooden 
dowels have been inserted. The base shelf (B) 
may be made of plywood or light gage metal. 

Small plywood shelves can be attached to poles 
held on metal supports inserted in holes and 
secured with wing nuts. 

Small related items can be displayed on base B 
and dowel support A. 

This unit’s overhead sign could be finished in 
dark green background with white lettering. 
Grass green finish could be used for the base. 


Fig. 2 

Here we show how four expansion poles can be 
used to form a walk-in display. Perforated hard- 
board panels are used to mount feature items. 
Small metal price clips can be used to price mark 
tools or other items on this display. 

Metal bars can be used to hold paper flag signs. 
The shelving can be made of plywood. Install the 
top shelf about 30 in. above the floor to display 
merchandise. 

Use the lower shelves to store boxed back-up 
stock. 

This type unit can also be used for special 
Christmas toy or gift displays. 

When you use this type unit to feature hand 





your windows and your store 
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Fig. 1—See-through display to feature tools with side 


shelves for packaged items. 


tools, paint the panels in medium blue to snap 
out the bright colored handles and to contrast 
with the steel finish of the tools. 


Fig. 3 

This is a two-pole unit to feature garden sup- 
plies. Make the upper sign out of wire mesh 
nailed on a 1x2-in. wood frame with cutout card 
letters attached. 

The giant mosquito can be made of twisted 
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Fig. 2—Woalk-in display which can be built in a size best i 
adapted to your needs. 


Fig. 3—This type display can be used to feature seasonal : 

lines in your store. TMS 
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wire with wings cut out of thin paper. 

This type shelf unit can be used for other 
seasonal lines. It may be used near the store 
entrance. 





Fig. 4 

Because motion adds eye appeal to any display 
we show a vertical display equipped with revolv- 
ing shelves. 

This unit can be built by fitting poles with 
special ball bearing fittings. Poles can be rotated 
on a small electric turntable. 

Cut the circular overhead canopy sign of wall- 
board or heavy card. 

The unusual shape is designed to tie in with 
the suggested display of toasters, irons, and re- 
lated items. 

Paint the small modern design plywood shelves 
in a medium blue to give contrast. © End. 














—ELECTRIC 
TURN TABLO—~— 





Fig. 4—A turntable furnishes motion as well as color in 
this display. 
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This is just one-half : 


t the store that never stops growing. 


Why a store expands 


Here are management ideas back of a continually 


growing West Coast hardware store that you 


can use in planning the expansions of your own store 


You don’t see many hardware 
stores with only 450 sq ft of selling 
space today. There isn’t room for 
them in an era where customers 
demand wide merchandise selection. 

When the great population boom 
and industrial expansion settled on 
the West Coast right after World 
War II in 1945 Nat’s Hardware at 


64 


Fontana, Calif., was just such a 
store. It was a year old, and bound 
to grow. 

Few would have predicted it 
would grow so big and so fast. What 
this store has done in 12 short 
years is far above average. There’s 
an idea here for every dealer who 
has his eye on the future. 


Here is the record of Nat’s ex- 
pansion: 

(1) Opened in 1944, 450 sq ft. 

(2) Expanded in 1946 to 1350 
sq ft. 

(3) Expanded in early 1948 to 
2700 sq ft. 

(4) Expanded in late 1948 to 
5000 sq ft. 
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lf the customer can't reach it, 
it isn't self service. 


(5) Expanded in 1956 to 15,000 
sq ft with 10,500 sq ft addition to 
old building. 


(6) May have to expand again 
by 1960 to keep pace with a growing 
community that likes self service 
shopping and many service depart- 
ments not found in too many hard- 
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ware stores, 

Fontana’s population was only 
4500 in 1944, when Nat’s Hardware 
opened its tiny store. Today, this 
city’s buying community numbers 
36,000 residents. 

Nat’s unusual record of growth is 
not just the result of local popula- 


Here's more than 30 running feet of modern packaging for self service. 
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tion explosion. With more popula- 
tion more hardware stores open to 
serve them. 

The success of this store is more 
than a question of being in the 
right place at the right time. Nat’s 
has become big league for many 
reasons. 

A few of the more important are: 


* Nat’s believes in carrying a 
full inventory, or not carrying an 
item at all. 

For instance, bolts are carried in 
all sizes up to 1 in. Plumbing fit- 
tings are stocked up to and includ- 
ing 4 in. sizes. 

Being known as the store “that 
has everything” is traffic insurance, 
the owners feel. This means a large 
inventory, but most of it is in plain 
sight on Nat’s deep-binned display 
counters. 


* Do-it-yourselfers get the red 
carpet treatment. 

For example: there is a plans de- 
partment for lawn sprinkler sys- 
tems, a trained color consultant for 
paint and bathroom fixture depart- 
ments, and a list of competent local 
craftsmen who are recommended 
for major home repair jobs. 


°* A special 
does big volume. 

Unusual items and bulk items, 
sold from catalogs, or items in short 


order department 
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Why a store expands 





supply are guaranteed for delivery 
in two to three days. Nat’s pick-up 
trucks make regular trips to nearby 
Los Angeles. 


* A rental business contributes 
heavily to dollar volume. 

Rentals are a big item in sales 
promotions aimed at do-it-yourself 
home owners. 


* Flexibility is the keynote in 
layout and fixturing. 

Nat’s streamlined store fixtures 
are low enough to see over, and 
open-backed to see through. Each 
shelf is adjustable to hold almost 
any type of item. 

Counters and whole departments 
can be interchanged overnight. 
These fixtures can be jacked up and 
moved intact in minutes. The 4x6 
ft units are joined end-to-end 
throughout the store to form im- 
pulse sales building 4x12 ft islands. 

Uncluttered aisles are a minimum 


of 5 ft wide to encourage family 
shopping. Each counter and every 
department is clearly labeled to di- 
rect hurried shoppers as in super 
markets. 


* Unusual departments, such as 
cameras and film, pet supplies, and 
ceramics help build traffic. 

Camera fans have to take their 
film to the back of the store for de- 
veloping and printing. They pass a 
lot of impulse sales items on the 
way. 


* Service departments guarantee 
a high flow of traffic. 

Key making, locksmithing, pipe 
cutting and threading, window 
glass cutting, and film processing 
are a few key services that build 
repeat traffic. 


* On very busy days, the second 
of two front check out counters is 
put into operation. 


You can see through, and over, these versatile fixtures. 


~ ae % rr me x 


(Continued ) 


Customers in a hurry to shop and 
clear the check out line are not dis- 
appointed. 


* Self service is more than an 
expression. 

Shopping carts abound. 

Skin packaged and plastic-bagged 
fasteners and sundries speed up se- 
lection and handling of small items. 

Every bin and item bears price 
marking. 

Clerks don’t approach customers 
unless they are signalled. 

Nat’s ideas are the product of 
four experienced hardware minds: 
partners Lewis Sherman, A. lI. 
Sperber, Emanuel Zinn, and N. A. 
Simon. 

Mr. Sherman planned and super- 
vised construction of the new build- 
ing. Sales floor plans came from 
the Pacific Southwest Hardware 
Assn. M & D Store Fixtures, Inc., 
supplied all display fixtures. *End 
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How to solve 


Planning for small store 





Compact uncluttered Joe's Hardware, a small! store with a 
big reputation for variety and service. 








a space shortage 


It isn’t how much room you have that counts, it’s what you do 
with it. Here is how one dealer made the most of the little space he had 


Joseph Rosenthal needed more 
room for display in his 2300 sq ft 
store, 

Joe’s Hardware was expanding 
its lines. It had to. Business was 
steadily getting better, and cus- 
tomers wanted wider merchandise 
selections in this store in suburban 
Phoenix, Ariz. 
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What to do about it? 

A bigger store was out of the 
question a few years ago, when the 
problem came to a head. Major 
expense in remodeling was cast 
aside, because it would mean clos- 
ing the store, besides dipping 
heavily into capital. 

So, Mr. Rosenthal and employee 


Emmett McEntee began a gradual 
overhaul of the premises. 


Here is what they did: 


(1) Designed and built sepa- 
rate fixtures adapted to various 
types of merchandise. Each fixture 
was built for a purpose: plumbing, 
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How to solve a space shortage 








electrical, fishing supplies. All were 
spare time projects. 


(2) Covered every inch of bare 
wall area with perforated paneling 
or shelving. 


(3) Kept all displays wide open. 
There are no drawers, closed bins, 
bottom compartments, or other en- 
closures to hide marchandise. 


(4) Built shelving along backs 
of window displays. This is the 
last part of the store a customer 
sees before leaving. It is effective 
for showing the newest items re- 
ceived. 


(5) Built a special foot-wide 
canopy above side-wall displays. 
Bulk items such as wheel goods 
and clothes hampers are shown 
here. 


(6) Built a compact paint de- 
partment along the rear wall of 
store. This reduced handling from 
receiving room, plus providing a 
traffic lure to the back of store. 
By concentrating on making 
every square foot of space do a 
selling job, Joe’s Hardware has 
variety and depth of stock seldom 
found in a 2300 sq ft store. 


Surprising assortments 


Here are some of the lines sold 
in this store: 


Complete fishing tackle assort- 
ment. 


Lighting fixtures. 

Electrical and plumbing contrac- 
tor’s supplies. 

Gifts, dishes, and ceramics. 

Pet supplies and auto supplies. 

Drapery hardware and supplies. 

Toys and wheel goods. 

One of the secrets of showin: 
and selling wide assortments is 
used at Joe’s. 

A small stockroom is used just 
for bulk items. All other merchan- 
dise goes right on the sales floor 
for display as quickly as possible 
on arrival. New items are sam- 
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Fishing lines are important in Phoenix. Joseph Rosenthal, right, store owner, 
talks over rod sales approach with assistant Emmett McEntee. 
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Housewares, gifts 
ceramics keep 
women customers 
coming back. 






































Variety of merchandise, backed by depth of stocks, provides customers with 
wide selections. 
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pled on shelves behind display win- 

dows for all to see. | OP OO 
Keeping the majority of stock ent 232 FT 

: S Ss h; S ‘ , . 

me Bt the sales floor has many STOCKROOM ( 23 x 20 FT) 
(1) It cuts time lost by sales- 

men in hunting through stock- GARDEN PAINT 

rooms for merchandise. TOOLS 
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(2) You always know what you 
have in stock. SEASONAL 


(3) It speeds self-selection. 


(4) It cuts out double handling 
from platform - to - stockroom - to - 


PLUMBING 
salesfloor. 


(5) It keeps display full. PLASTICS 
While 100 percent open display - TOYS TOYS son 
is the rule at Joe’s Hardware, self GLASSWARE SUPPLIE 
service accounts for only a small HOUSEWARES 





SUNDRIES 























amount of the total volume. 


“Most of our customers prefer LAUNDRY SUPPLIES CLEANING SUPPLIES 
our ‘Hi Neighbor’ type of service,” 


DRAPERY 
Mr. Rosenthal said. SUPPLIES 
““And we are always glad to give 
it to them. It gives us more oppor- 
tunity to suggest tie-in items, plus 
the chance to step-up the sale to 
better quality merchandise.” 
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Bins fit everything 


Counter tops throughout the |_CAN OPENERS, ETC. j LIGHT BULBS 
store have movable dividers made BUILDERS’ 
of fiberboard. The resulting ad- HARDWARE 
justable bins make every counter } 
top fully adaptable for items of 
every size. Tiny fishing lures to 
plumbing fittings can be _inter- GIFTS GIFTS FISHING FISHING) LAWN 
changed in moments with bins TACKLE TACKLE | SUPPLIES 
suited to each type of item. 

When counters are flexible, de- 
partmental and general display 
changes can be made without a 
hitch. 

Joe’s Hardware has merchandise 
for every type of trade, from do-it- 
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yourselfer, to contractor, to gift- DISHES 

seeking clubwomen. It has compact 

neatness, yet it is a homey store CHECK 
that attracts the casually-dressed OUT 


customer. 

This store is a classic example of 
what can be done with a little bit 
of space and a lot of ingenuity. 

® End 










SPOT DISPLAY FOR 
WEEKLY SPECIALS 
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Floor plan of Joe's Hardware where 
fixtures custom fitted to lines plus 
perforated paneling on walls makes 
possible the handling of a wide va- 
riety of merchandise. 


TRAFFIC APPLIANCES 





DISPLAY WINDOWS™ 
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Finance and trade-in plans keys 
to big-ticket sales 


Solve these problems for customers and you can sell many big-ticket 
items. This dealer sells 275 of them in a year 


Time-payment and trade-in sales are keys to 
big-ticket volume. 

How you handle problems these types of sales 
create can mean the difference between profit and 
loss. 

What happens when one of your customers 
cannot meet his monthly payments on a big- 
ticket item because he is temporarily un- 
employed? 

What happens when a customer has to meet 
extra heavy medical bills he could not foresee? 

If you fail to meet these problems before they 
hit you, you may use some red ink in your books. 

The Emil Schaus Hardware in Manitowoc, 
Wis., meets these problems before they arise. 

This advance planning is part of the reason the 
firm sells 75 gas-fired furnaces and 200 other 
big-ticket items in a year. The firm sells coal and 
oil furnaces, kitchen ranges, electric refrigera- 
tors, washing machines and television sets on 
deferred payment plans. 

Schaus contracts provide, at the option of the 
dealer, a three to six month rental plan for cus- 
tomers unable to meet payments. These rental 
plans are granted to good customers unable 
because of heavy medical expense or temporary 
unemployment to meet payments on schedule. 

This rental option is a good sales point which 
appeals to many customers. The rental fee is set 
at $1 per month per unit. For each rental month 
granted, the firm extends the contract period by 
a like period. 

Many sales of big-ticket appliances can be 
made only when there is a trade-in allowance 
granted. 

The firm reconditions washing machines and 
other trade-in appliances worth fixing. 

Some units are resold on an as-is basis. 

Others, for which too much work is needed, are 
junked. 

Big-ticket items offered for trade-in are 
checked by Mr. Schaus and one of his salesmen 
before they are accepted. 

Some customers place requests for used appli- 
ances or video sets with the firm. With this list 
on hand, the firm often knows of a ready market 
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Clerk, right, explains heating unit construction in 


basement display room for furnaces and heaters. 


for used units. Some better grade trade-in units 
are advertised in local paper classified ads. 


Schaus Hardware supplements its downstairs 
appliance room displays with demonstrations at 
local home shows and county fair exhibits. In- 
store range demonstrations are held several 
times a year for invited groups of 30 or more. 


The appliance display room has a foot-high 
concrete ledge on which TV sets are displayed on 
carpet. This type display adds a home touch to 
the room. 


The firm’s appliance and TV story is told in 
some newspaper advertisements and in radio spot 
announcements from time to time. An outside 
salesman calls on prospects afternoons and eve- 
nings. This salesman stays in the store mornings 
to keep appointments made during outside calls. 

© End 
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ARCHITECTS, BUILDERS, DISTRIBUTORS, DEALERS all agree the exciting new 
Fairfield ESTATE line is the new best-buy in high quality, high style bath accessories at no extra cost. 
And no wonder! Each brilliant chrome fixture is precision crafted ...towel bars are all stainless steel! 
Exclusive lock-in fastener feature makes installation easier, faster, surer! Year in and year out 
Fairfield accessories have outsold all others combined in the supplementary accessory field. Now you can 
install surface and recessed accessories in all price ranges with the one name they know... Fairfield. 
Specify this new, exciting, buy-appealing line today ...and send for the new catalog and price list! 

©1957 THE AUTOYRE COMPANY, 221 N. LaSalle Street, Chicago 1, Illinois + A Subsidiary of Ekco Products Company 














THE NEW LINE 7s 
FOR’ THE BUILDING & 's 
REMODELING MARKETS! f 
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Packaging ideas that 
improve displays, 
increase sales 


Prize winning designs for hardware 
show trend towards containers that 


have sales appeal 


Pictures on this page show some of the winning 
designs for hardware store merchandise. They 
show something else. These packages are designed 
for three purposes that make a hit with dealers: 

(1) Though stronger than ever, these packages 
show a trend toward good looks. Many are colorful 
and handsome enough to stack on display counters. 


(2) Because many new packages look fine on 
display fixtures, more items can be moved out of 
stock rooms on the sales floor. As the trend to pretty 
packaging grows a lot less merchandise will have 
to be put in stockrooms. Stockrooms won’t have to 
be as large as they are now. 

(3) Impulse sales are bound to climb. Packages 
stacked in corners, behind pillars, or on canopies 
will have sales appeal built into colorful new print- 
ing and design. 

More manufacturers are realizing the value of 
sprucing up stock cartons. You’re going to see a 
growing wave of packages pretty enough for gift 
giving, strong eneugh for shipping and versatile 
enough to be completely self contained for dispens- 
ing and display. End 


Ray-O-Vac Co., Madison, Wis. 


Samson Cordage Works, Boston. 


Portable Electric Tools, Chicago. 


E-Z Paintr Corp., Milwaukee. 
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EVERYTHING HINGES ON HAGER 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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gitt section. 


Wide aisles and graduated shelving promote browsing in all parts of the 


Gift shop atmosphere 
promotes browsing 


Plenty of space and an attractive layout helped Carpenter 


& Webber, Inc., in Springfield, Mass., to build a successful gift section 


The firm carried a few gift 
lines, with marked success in the 
sale of milk glassware. 

When space next door became 
vacant, Carpenter & Webber cut 
a passage through the wall, moved 
in, and devoted nearly all of the 
area to giftwares. 

The main store is 36x44 ft while 
the gift department is 26x56 ft. 

“You can’t sell a $15 gift item 
when it’s alongside a $1.98 house- 
hold utensil,” explained Mr. Web- 
ber. 

Adequate space allows for ef- 
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fective display and the two to- 
gether create an unhurried atmos- 
phere in which the customer can 
browse. Freedom to browse will 
make more sales in a gift shop 
than any other strategy a dealer 
can employ. 

Carpenter & Webber proved this 
point with sales in milk glass- 
ware. When the shop opened, it 
ordered an estimated year’s sup- 
ply, based on previous sales. At 
the end of nine months, it found 
it necessary to reorder the entire 
stock. 





Selling gifts, Carpenter & Web- 
ber learned, is different from sell- 
ing hardware. Gift buyers won’t 
be hurried. 

Most customers, of course, are 
women. In nearly every case they 
are buying something for someone 
else. The gift must not only have 
utility, it must be different enough 
to impress the receiver and leave 
the giver with a feeling of having 
selected something useful — and 
original. 

Even wide spacing on a shelf 
does not always help a customer 
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Timed for the long Thanksgiving weekend, this full page Taylor ad will 
show all these instruments in beautiful color in appropriate settings in the home. 
Mounted, easel-backed reprints are yours for the asking. Also 
attractive newspaper mats for you to tie-in with your local advertising. Order 
now—and be sure you have adequate stocks of these outstanding 
gift items. Taylor Instrument Companies, Rochester, N. Y., 

| and Toronto, Canada. 


Sle INR a A 


STOCK UP NOW FOR OUR FULL PAGE, FULL COLOR, NOV. 23 














Maximum-Minimum Casement Window or indoor-Outdoor Ther- Dial Roast Meat 
Thermometer. Auto Thermometer. mometer. Green * 5329, “Ambassador” STORMOGUIDE* Thermometer. 
* 5458, $11.95. * 5335, $1.49. Grey * 5330, $6.95. Combination. * 2574, $15.95. % 5939, $3.89. 


STOCK UP NOW FOR THE IRHA “FAMILY GIFT CENTER” PROMOTION ! 


Outdoor Window Thermometer — has rm 
aqua green Tenite case and translu- Independent 
cent back. Easy reading numerals and Rows Ownes 


HARDWARE 
graduations. 5328, $2.95. STORE 





These two popular gift items will be 
featured in the Farm Journal special 
IRHA section, December issue. Farm 
Journal circulation is better than 3% 
million—in communities which account 
for over 60% of the hardware business. 


“Navigator” Compass—ideal for mo- 
torist or sportsman. Fits any auto or 
boat. Reads from top or sides. Push- 
button inner light, no wires. 214’’ 
diameter. * 2957, $6.95. 





Taylor Lnslruments MEAN ACCURACY FIRST 
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Gift shop atmosphere 
promotes browsing 





Continued 


with her decision. Laying out the 
pieces in a group or place setting 
on a smal] table is helpful and 
appreciated. It aids the customer 
in visualizing the effect she is 
trying to create at home, or at a 
friend’s home. And it often sells 


additional pieces used to fill out, 
or balance, the setting. 

The cost of additional space 
and time needed to make a gift 
sale is well spent, the firm be- 
lieves. Such items carry a high 
mark-up. Many gift sales are 
equal to, or better than, big-ticket 
sales in the hardware depart- 
ments. Although the most expen- 
sive gift in the shop is $40, many 
sales run higher when sets of 


glassware are sold for wedding 














WITH THE 


PLANTABB'S 


*$-58 02 


Total Retail Price of mer- 
chandise is $87.43. You pay 
only $42.35—Your profit is 
$45.08. Or, keep the razor 
and still receive your normal 
33-1/3% margin on the 
Plantabbs products. YOU 
CAN’T LOSE. 


See us in Chicago, Booth No. 150 


National Garden Supply Show. 





















AUTOMATIC % 
WIND-UP 
RAZOR 


Not a toy, but a precision 
shaver that operates 
anywhere. Made to re- 
tail for $23.95. Not 
available in stores, but 
yours when you buy 
a normal stock of 
Plantabbs. 











































vow 
PROFIT 


The S-58 deal contains 1 dis- 
play box of 19¢, 59¢, 
Plantabbs, 69¢ Boostabbs, 
1-lb. Hy-Gro, and 2 display 
boxes 39¢ Plantabbs plus the 
Automatic Wind-up Shaver. 
If your wholesaler is out of 
stock, write: 
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Further- 
more, selling part of a set brings 
in new customers later on for re- 
peat sales. 

Carpenter & Webber now han- 
dle 10 different lines, affording a 
wide selection. In addition to milk 


and anniversary gifts. 


glassware, it carries stoneware, 
lamps and shades, woodenware, 
English China, Italian pottery, 
hand painted trays, Indian brass 
and bells, and costume jewelry. 

The firm introduces a new line 
on a step-by-step procedure to 
avoid over stocking should the 
line prove unpopular. When it 
first offered lamp shades, for ex- 
ample, it used one rack and the 
shades were of neutral colors. 
Now that sales have gone well 
with this line, it intends to install 
an additional rack with brighter 
colored and more elaborate shades. 

Carpenter & Webber is not lo- 
cated where one might look for 
a gift shop. It is three doors down 
from the intersection of two heav- 
ily travelled streets. 

There is little tourist trade. The 
firm does well with local cus- 
tomers attracted by good dis- 
play, quality merchandise, and the 
knowledge that they may look 
around for as long as they like. 
®End 





Poetic collections 
— THOSE LETTERS — 


Never write a letter, 

When you're good and mad, 
Because the morning after, 
You'll wish you never had. 





Never send a dun that’s harsh, 
That makes the debtor squirm, 
You can really be polite, 

And still be very firm. 


No need to learn the hard way, 
Good customers were never lost, 
By extending too much courtesy, 
To those who need the most. 


H. A. Fischer 


Editor’s Note: This unusual, 
but practical poetry, was writ- 
ten by H. A. Fischer, of Fischer 
Hardware, Picher, Okla. He 
did it during a recent “slow 
period,” he reports. 




















| 
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vanity shelf 





Here is new beauty to delight the eye — Hall-Mack’s soap, tumbler, toothbrushes, medicines or toiletries — 
Concealed Vanity Shelf. Blends easily with any bath- and has an electric outlet for shaver or other use. It’s 
room decor — with any style or color. Dramatic in decorative — as well as convenient, with sliding mirror 
concept and clean in design, this handy unit provides panels in a chrome frame. In any home — this new 
ample space to keep bathroom necessities out of sight, Concealed Vanity Shelf will be practically beautiful . . . 
yet within easy reach. Holds electric or blade razor, a reflection of good taste. 


Easy to install — the recessed Concealed 
Vanity Shelf can be placed in any of several 
locations for your greater convenience. It is 
ideally located at the lavatory — between the 
top of the basin and the bottom of the mirror. 


—— ——— <a ee ee ee ee ee ee ee eee ee eee 






HALL-MACK [] Please send your FREE color booklet of new bathroom ideas. 
COMPANY 





SN ree ssiianmiesiiinietiss ial ; PSD Ot Re ee 
1380 W. Washington : 
Bivd., Los Angeles 7 address _o ee Oe ee eee 
California city zone state 
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Whether you need fasteners in small or large quantities, 
you can count on getting the kinds you want —and quickly, Phe hhh | 
too—when you order Bethlehem headed and threaded babbib 
products. Fast service is possible because of the huge [yii1) 
stocks of general-line fasteners which we keep on hand, WTA 
ready for immediate delivery, at our fasteners plant at 
Lebanon, Pa. 
Using modern, automatic machinery, Bethlehem turns 
out a full line of machine, carriage and lag bolts, as well 
as nuts, rivets, cap screws and other items. They’re good, 
dependable fasteners—the kind that you can sell with 
confidence. eye \f 
For prompt delivery, and satisfied customers, specify WORE gamer Gp pee 
Bethlehem the next time you order fasteners. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast seannenannnyypnasnasan 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation y 


BETHLEHEM STEEL He 


J 
wsssssttttftirririttte 
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How Merchants Powered 


Up A Main Street Sale 


When was the last time you took 
part in a joint merchants’ main 
street sale? Joint sales build traf- 
fic and cost little to organize. 

Here are the high points of a 
recent joint sale when Grove 
Hardware Co. of Cottage Grove, 
Ore., joined other main street mer- 
chants in a concerted selling ef- 
fort: 

1. All the stores stayed open 
until 8:00 p.m. 

2. The local band played music 
all evening. 

3. The streets were decorated 
with banners and special window 
displays were put in. 

4. Extensive advertising was 
done, both locally and in neighbor- 
ing town’s newspapers. 

5. Merchants donated gifts for 
a big grab bag. The gifts, each of 
$1 value or more, were sold for 50¢ 
and the proceeds went to a iocal 
youth group. 

6. Grove Hardware Co. ran a 
special contest of its own, with 
prizes awarded for the nearest 
guess as to how many hours a 
large candle in their window 
would burn. Coupons with name 
and address were filled in by the 
guessers, hence new names for the 
store’s direct mailing list were se- 
cured. 

The sale was easy to run. It got 
many customers into the area who 
would not otherwise have done 
any shopping there. It familiarized 
out of town people with the stores. 
And it got the buying season off to 
a good start. 


Parking lot sign tells 
about tool rental unit 


A mid-west store uses a large 
lighted billboard to serve two pur- 
poses. That well-lighted sign names 
the firm and also boosts its tool 
rental service. 

The sign reads, “Rent tools. . 
we have anything you want.” 

A comic figure on one end shows 
a man perspiring as he attempts to 
gouge a hole in a block of wood 
with a screw driver. 

Painted black, white and red, 
this illuminated billboard is on a 
well-traveled highway across the 
street from the store. 
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How Hardware Dealers 
Make a 14-inch Floor Area a Busy 


Profitable 





Typical Headquarters 

for DO-IT-YOURSELF Books 

Here are pictures of only 3 of hundreds 

of store installations showing how the 

PM Book Rack does a man-size sales 
job in tiny space. 





Spot in Every Store 
This Self-Selling Display of 








DO-IT-YOURSELF 


BOOKS and BOOKLETS 
Invites You to Cash-In 


Lumber companies, hardware 
dealers, and building supply deal- 
ers all over America—big and 
small—have discovered the value 
of this powerful self-selling Book 
Department for do-it-yourselfers. 
Edited and published by the fa- 
mous Popular Mechanics Press, 
the books contain the most- 
wanted authentic, practical infor- 
mation and instructions in all the 
popular do-it-yourself fields. 

The rotating rack takes up only 
14” of floor space and offers a wide 
and varied selection of 25¢ book- 
lets and 75¢ books (at a good mar- 
gin for you). Consumes no clerk 
time. In fact, your floor people 9 
actually save time by simply re- Just 14 of 
ferring question-asking custom- floor area 
ers to the books which contain 
all the answers. They detail plans for enticing 
projects which automatically create substantial 
new sales for materials and hardware. 

Look into this! Mail the handy coupon for 
FREE COPIES of the books, and for full de- 
tails. Join the hundreds of dealers who know 
that this simple, powerful plan works wonders. 
You’re not obligated in any way. 


POPULAR MECHANICS PRESS 


200 East Ontario St., Dept. B-11, Chicago 11, Illinois 


Mail This Coupon for FREE BOOKS 


Popular Mechanics Press, Dept. B-11, 
200 East Ontario St., Chicago 11, Til. 


Without obligation, I want to see actual sample books 
and booklets and details of your new Self-Selling Display. 








Firm 








Your Name. 








Address 
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Photo supplies bring 
in more store traffic 


Hardware dealers in all parts 
of the country find camera sup- 
plies can pull traffic and build 
profits. 

A New England dealer put in a 
stock of flash bulbs to see how 
they would sell. Camera fans 
asked if the firm would add films. 

Other customers asked the firm 
to do photo-finishing work. The 
store now acts as an agency for a 
photo-finishing service. Each 
photo-finishing job brings a cus- 
tomer in twice. 


PLASTEX gives you both! 


— each with every advantage of 
PLASTIC PIPE 


The photography supplies sec- 
tion customers asked about cam- 
eras. Now the department also 
features several lines of lower- 
priced cameras and accessories. 


Before and after photos 
will help sell paint 


A few “before and after” photos 
to show local business buildings 
and homes on which your paint is 
used will sell your line. 

If you have a record of the cost 
of the paint job for ready refer- 
ence, your customer will be more 
impressed with the picture. 








FLEXIBLE 


PLASTEX POLYETHYLENE 


Include in the record the color 
and quality of paint used. Tell 
the customer what had to be done 
to the house to give it the present 
bright look. 


Five-shelf unit promotes 
cutlery and scales 


Here’s one side of a five level 
step-island built by the staff of 
Stillman Hardware in Oshkosh. 
Step-back design lets customers 
look at merchandise without 
stooping. Shelving of the same 
type is used on the other side of 
the unit. 

Cutlery, thermometers and bath- 
room scales are effectively shown 
on this unit. Top shelf is used to 
display clocks. 

Built of l-in. pine and quarter- 
inch plywood, the unit is painted 
light gray with dull red trim. The 
unit is used parallel to the store 
walls at times. In other instances 
it is placed at a right angle to 
one of the walls. 

The unit serves a dual purpose. 


' a 
’ % 
? “e, * , 
43 x * 
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The easiest of all plastic pipe to | 
handle, store, install, service. For | 
pressures to 100 psi, for wells to | 
100 feet deep. Sizes from %2” thru | 
6”. Coils to 600 feet. Single and | 
twin-tube types. Cuts with knife 
or handsaw. A complete line 
of insert-type couplings and | 
fittings. | 








| SEMI-RIGID 


PLASTEX KRALASTIC 


It is a display and also helps to 
direct store traffic where the firm 
wants it to go. 





Both NSF 
approved 


HARDWARE HUMOR 
The high strength plastic pipe — for ARN) 
wells to 200 feet deep, pressures to 150 pated KUWARE ae 
psi. Sizes from 12” thru 6”. In 10’ and 

20’ lengths — with plain ends, or coupling 

at one end, or male and female threaded 
couplings at opposite ends. Cuts with handsaw. 


Pipe and fittings connect by solvent welding. 


THE PLAS TEX ©. 


3232 Cleveland Avenue, Columbus 24, Ohio 


MAKERS OF 
PRESSUR-TEX © TWIN-TEX ® 





"Yes, | said I'd like a simple window 
display, but..." 


a” RSs oe. KRALASTIC 
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new items 





HARDWARE OF PRESTIGE 


Beauty, sales-appeal, quality and low price have 
made AJAX Cabinet Hardware the fastest moving 
line in the industry. Now, with three eye-catching 
additions to the line, AJAX gives you even 
more sales power and customer appeal. Order 
today to be the first to stock these new items. 
Naturally they’re unconditionally guaranteed. 


AVS 


HARDWARE 





OF PRESTIGE 


AJAX HARDWARE SALES CO., 4355 VALLEY BLVD., LOS ANGELES 32, CALIFORNIA 
7 f y), -A fry ff) s/ qs moe | 4 Vis >Z ‘ 9 aS 
brSfOGOERS SOQY IGF YW 
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SWEPT W/ING PULL 
NO. 545 


. 


wa. x + 














Delicate proportions and a man-sized grip 
make the new AJAX “‘V"’ design cabinet 

and drawer pull popular with men and 
women alike. Blends beautifully 
with contemporary, yet is at 
home in provincial. 


NORDIC MODERN 
PULL NO. 547 





in keeping with the trend toward slim, 
graceful lines, AJAX presents this new and 
striking, high style cabinet and drawer pull. 
The distinctive open back design lends a 
classic appearance and accentuates 
the beauty of cabinets and drawers. 


SEM/ CONCEALED 
HINGE NO. 553 


‘7 





* 







This new wrap around hinge its the latest in a 
series of several types of additional cabinet 
hinges that will soon be available from 
AJAX to assure you of a full line of hinges 
to suit every style and design of cabinet. 


$1 





Up-front displays, colored 


panels, promote paint 


The paint department at Mc- 
Gowan Hardware in Clear Lake, 
Iowa, is one of the most profitable 
in the store and rates a 30 ft wall 
display right up to the window 
display glass. 

Keith McGowan, owner of the 
store, uses a number of methods to 
keep paint before the eyes of his 
customers. 

The excellent, long wall display 
is one. 

The second method is 15 painted 
panels above the tops of the dis- 
play areas with various’. shades 
from his regular stock. 

When a customer wants to know 
how a certain color will look when 





applied to a sizable area, Mr. Mc- 
Gowan merely points to one of the 
panels. 

Rather than showing one painted 
panel after another, Mr. McGowan 
varies the display theme by hang- 
ing an outdoor picture on the 
panels for color contrast. He says 
this brings more attention to the 
painted panels. 

“We have one of the best farm- 
ing areas in lowa in this immediate 
vicinity,” says Mr. MeGowan, “and 
our farmer customers are using a 
lot of paint for farm buildings and 
homes. It is not unusual for farm- 
ers to buy from $25 to $100 worth 
of paint in a spring season. We go 





after that business. The farmer 
has time to paint in fall, winter 
and early spring, and that gives us 
a long period in which to sell him 
paints. We feature the department 
many months of the year.”’ 

Clear Lake is also one of the 
largest and finest lakes in lowa. 
There are many resorts and cot- 
tages in the Clear Lake area, and 
Mr. McGowan sells a lot of paints 
and supplies to owners of such 
places. 

Mr. McGowan also carries a line 
of marine paints, for there are 
many boats in the area. 

“In a small city like this we 
gradually get to know just about 
everyone,’ says Mr. McGowan, 
‘‘and we do not hesitate to tell our 
customers just how to apply the 
paint, after preparing the surface 
properly. Customers need this ad- 
vice in many instances. And be- 
cause we are willing to take the 
time to give this advice, we get 
extra customers.” 

Mr. McGowan will not hesitate to 
visit a customer’s home, when 
asked, to help decide on the exterior 
or interior color scheme. This type 
of service is appreciated. © End 





*Write For American Flyer Promotion Kit 
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Look what’s happened 








‘ | 
NEW — exclusive—Silicone 
removable thermostat! 


General Electric research has 
just developed a radically new 
type of thermostat. Use of 
Silicone permits easier calibra- 
tion of the accurate heat set- 
tings needed for efficient ‘‘con- 
trolled-heat”’ cooking. 





to General Electric Skillets! 











NEW —completely immers- NEW popular square 


Introductory advertising 
in a big way: 


tot TV—General Electric’s 


popular 
“CHEYENNE” 


LIFE 


BETTER HOMES 
AND GARDENS. 





ible! Wash it like any pan! shape! Big 11-inch size! 


Now you can give your customers 
their choice of SQUARE or ROUND 
General Electric Automatic Skillets! 
Round skillets (Models C-100, C-120) 
are priced from $12.95*. General Elec- 
tric Company, Portable Appliance 
Department, Bridgeport 2, Conn. 










you'll need a big stock! 


: 
| ORDER $2495: 
TODAY 

a COVER, $3.50* 


* Manufacturer's recommended retail or Fair Trade price. 





Progress ls Our Most Important Produet 


GENERAL @@ ELECTRIC 
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PROVEN 


Sales-Profit 
Turnover 
Item... 





















~ LIFETIME 
paige: 
eA War 


PROVEN 


@ Permanently charges weak 
car batteries. 


@ More than 100,000sales last 
inter. 


@ Used by the large auto 
plants of Detroit. 


etails 
for onl $1.69 pkg. 
(GROSS MARKUP $97.92) 


"A PROVEN SELLER—FAST TURNOVER! 


ORDER OPENING STOCK NOW! 
LOOK at these Sales Records... 


New York City—Gimbel Bros. sold 3 gross per week. 
Newark—Bamburger’s sold |!/, gross in 3 days. 































Cleveland—May Co. sold 3!/, to 4 gross per week. 







Pittsburgh—Gimbel Bros. sold 3 gross per week. 


Youngstown—I Hardware and 2 Dept. Stores sold 7 gross per week. 









@ TV Promotion Starts November |. 

@ 20%, Advertising Allowance on Opening Order of 
2 Gross. 

@ Tie-in Merchandising (Send for Brochure). 

@ Fully Guaranteed by Manufacturer. 

@ ORDER NOW from Automotive Jobbers or Write, 
Wire or Phone. 


MAGNAFLO COMPANY, INC. 




































ROOM 1506 CENTRAL TOWER YOUNGSTOWN, OHIO 








(Continued from page 10) 


Government issues standards 
for 3 types of steel doors 


The government has issued a set 
of commercial standards for three 
types of steel doors. 

The standards are for flush-type 
interior steel doors and frames, 
steel sliding closet door and frame 
units, and steel knockdown sliding 
closet doo. units for wood frame 
installation. 

The standards cover kind and 
thickness of material, sizes, gen- 
eral construction and hardware re- 
quirements. 

Copies may be obtained for 10¢ 
each from the Superintendent of 
Documents, Government Printing 
Office, Washington 25, D. C. 


SBA tells how to make your 
sales meetings profitable 


If you want to get more effective 
selling results from your sales staff, 
hold a salesmeeting that has some 
punch to it. 

That’s what the Small Business 
Administration advises. 

To help you plan and conduct a 
profitable sales meeting, SBA has 
published a new leaflet, “Making 
Your Sales Meetings Profitable.” 
The leaflet is No. 86 in its series 
of management aids. 

You can get copies from any re- 
gional office of SBA. 


Present tariffs on imported 
bicycles will be continued 


Tariffs on imported bicycles will 
not be lowered for some time. 
That’s the latest word from the 
White House. 

President Eisenhower has hacked 
the Tariff Commission’s recent find- 
ing that there is no reason now 
to lower the tariffs on imported 
bikes. 

Tariffs on imported bikes were 
raised two years ago. Recently the 
government was asked if the tariffs 
could be reduced. 


(Resume reading on page 11) 
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WARE...zne new quality line 
that selis on sight! 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 


right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 


Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jl Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Suburban” 
Refuse Can 


These cans will withstand 
rugged treatment .. . yet look 
good for years. New cover de- 
sign wards off heavy blows, has 
streamlined appearance. Mr. 
Householder likes the rugged- 
ness; Mrs. Householder likes 
its looks. Order a supply today! 
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DISPLAY CARDS 
SELL CASTERS 


Hang them on pegboards! Pile them in 
glass bins! These new cards of popular, 
inexpensive Bassick casters work hard for 
sales. 

Each card displays one set of four 
casters along with pictures of likely appli- 
cations, sales features and instructions 
for installing. That way your customers 
can see and sell themselves—a good way 
to pick up impulse sales, too. And, of 
course, all these newly carded casters are 
still also available in box packaging. 
Check your wholesaler now. THE BASSICK 
COMPANY, Bridgeport 5, Connecticut. In 
Canada: Belleville, Ontario. 7.24 


A. 9428S-OCE Crib or tea wagon 
caster; 2” soft rubber tread wheel 

B. 7639B-E* Standard light-duty 
1%” stem caster 

C. S639B-E* Standard light-duty 
14%” stem caster 

D. 5629B-E* Swivio light-duty 1%” 
plate caster 

E. 7629B-E* Swivio light-duty 15%” 
plate caster 

*“Atlasite” Wheel 


Bassick = 


SYMBOL OF EXCELLENCE 


y } f 
BP abe WORE TUNDS OF CASTERS. maKuNG CASTERS 00 mont 





Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 








1957 


November 


10-12 National Garden Supply Show, 
Chicago 

22-25 Retail Paint & Wallpaper Dis- 
tributors of America Convention 


& Trade Show, Atlantic City 


1958 


January 


5-7 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

5-7 Illinois Retail Hardware Assn. 

6-8 Minnesota Retail Hardware 
Assn. 

6-8 Western Retail Implement & 
Hardware Assn. 

12-14 Hibbard, Spencer, Bartlett & 
Co. Annual Merchandise Show 
& Convention, Evanston, Ill. 

16-23 Nationa] Housewares Exhibit. 
Chicago 

19-21 Intermountain Assn. of Hard- 
ware & Implement Dealers 

19-22 Texas Hardware & Implement 
Assn. 

21-23 Missouri Retail Hardware Assn. 

21-23 Mountain States Hardware & 
Implement Assn. 

26-27 Louisiana Retail 
Assn. 

26-28 Pacific Northwest Hardware & 
Implement Assn. 

27-28 American Hardware Supply Co 
Merchandise Fair & Stockhold- 
ers) Meeting, Pittsburgh 

27-28 Wisco Hardware Co. Annual! 
Merchandising School & Show 
Madison 

27-30 Janney, Semple, Hill & Co. An- 
nual Retailers’ Conference 
Minneapolis 


28-30 Indiana Retail Hardware Assn. 


Hardware 


February 


2-4 National Garden Supply Show 
New York 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 





2-4 Nebraska ‘Retail Hardware 
Assn. 
2-4 North Coast Retail Hardware 
Assn. 
24 Oklahoma Hardware & Implie- 
ment Assn. 

2-6 National Sporting Goods Assn. 
Convention & Show, Chicago 
3-5 New York State Retail Hard- 

wore Assn. 
4-6 Kentucky Retail Hardware Assn. 
4-6 Wisconsin Retail Hardware 
Assn. 
5 Connecticut Hardware Assn. 
8-10 Alabama Retail Hardware Assn. 
9-11 California Retail Hardware 
Assn. 

9-11 Tri-State Hardware & Imple- 
ment Assn. 

9-11 Virginia Retail Hardware Assn. 

10-12 Ohio Hardware Assn. 

10-12 Our Own Hardware Co. Con- 
vention, Minneapolis 

11-14 lowa Retail Hardware Assn. 

16-17 Arkonsas Retail Hardware Assn. 

16-18 Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show Portland, Ore. 

17-19 Pennsylvania & Atlantic Sea- 
board Hardware Assn. 

18-20 Hardware Assn. of the Caro- 
linas 

18-20 Michigan _ Retail 
Assn. 

18-20 Pacific 
Assn. 

22-24 New Enaland Hardware-House- 
wares Show, Boston 

23-24 Mississippi Retail 
Assn. 

23-25 Tennessee Retail 
Assn. 

23-25 West Virginia Hardware Assn. 


March 
2-4 Pacific Southwest Hardware 
Assn. Hardware & Housewares 
Exhibit, Phoenix 
9-13 Gift Show, Boston 
23-25 South Dakota Retail Hardware 
Assn. 


Hardware 
Southwest Hardware 
Hardwore 


Hardwore 








National Events 


National Garden Supply Shows, Nov. 
10-12, at Navy Pier, Chicago, and 
Feb. 2-4, at the Coliseum, New 
York City. Sponsored by D. Mur- 
ray Franklin, 1901 St. Paul St., 
Baltimore 18. 


National Housewares Exhibit, Jan. 
16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 


chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


Retail Paint & Wallpaper Distribu- 
tors of America Convention & 
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Sales are Easier, 
Turn-over is Faster... 


When you sell 


REYNOLON 


VINYL FILM _ : 
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Here are ty good reasons why: 


Reynolon is non-porous — dust, dirt, 


1 Reynolon polyvinyl chloride film is 3 
super-clear —and clearness counts liquids can’t get through. 


in do-it-yourself film uses. 4 Reynolon is strong —is wonderfully 
a Reynolon stays bright and soft and pliable. 
Reynolon has a soft luster that 


attractive — wipes clean in a jiffy Loy | 
with a damp cloth. actually beautifies as it protects. 


and 


> Reynolon is a product of the Plastics Division of 
the Reynolds Metals Company. Consumers know and 
rely on this company name. It’s a household name 
with millions of families who have made 
Reynolds Wrap the outstanding first choice among 
all household aluminum foil. 








Here’s How To Make These Advantages Work For You 


Ask your hardware distributor if he is supplying you with 
Reynolon plastic film. If so, use the points above in your 
sales talk. If the film you are selling is not Reynolon, or if 
you are not yet handling this popular do-it-yourself product, 
write for names of suppliers of this superior film. 


PLASTICS DIVISION 
REYNOLDS METALS CoO. 


GROTTOES, VIRGINIA 


REYNOLON 
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IMPORTANT! 
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Do-it-Yourself 


REYNOLON 


TRADEMARK 





vinyl film 


The strong, clear, 
sparkling plastic film 





























Reynolon vinyl film has countless 
uses that can save you time and 
money. You can use it to make furni- 
ture, appliance and tool covers and 
to cover other items. Use it for storm 
windows and other low cost glass 
ar was Use it as a drop cloth 
when painting — it's li 
9 a a g—it's light and easy 
This strong, clear, bright film 
beautifies as it protects. It’s non- 
porous — dust, dirt, liquids can't get 
through. But everything you see 
through it is crystal clear. Resists 
tearing, won't crack or fray. Wipes 
clean with a damp cloth. — 










Reynolon viny! film 
is sold by the yard 
in better hardware 

and department ra 
store $-- - | | 












tus 


Reynolon consumer advertising helps 
build business for you! This Reynolon 
advertisement appears in the Novem- 
ber issue of American Home magazine 
—is telling more than 3 million home- 
makers to see their hardware dealer for 


plastic film. 
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_ Versamaltic 
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Picture of a man about to 
make five dollars* 


+ 


" Well, four ninety-eight to be exact. He’s a hardware dealer 


showing a power drill owner the new Versamatic.. . the 
only reversible attachment on the market. It’s almost 
magic the way Versamatic sells. It’s because it does so 
much more. Drives screws, removes screws. Runs nuts. 
bolts, on or off. Reduces speed 7-to-1 for more efficient 
drilling in masonry, metals, etc. Increases power 7 times 
to make light tools do heavy work. Yes... Versamatic sells 
...80 stock up now. The brilliant display shown in the 


i 





photo is free to dealers. List price $14.95. 
Call your jobber or write Supreme 
Products Corp., 2222 South Calumet 
Avenue, Chicago 16, Illinois. Makers 
of famous Supreme Brand Chucks. 














Convention Calendar 
(Continued ) 





Trade Show, Nov. 22-25, at Conven- 
tion Hall, Atlantic City, N. J. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Merchandise Show & Conven- 
tion, Jan. 12-14, at company ware- 
house, 2201 W. Howard St., Evans- 
ton, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 27-30, 
at Leamington Hotel, Minneapolis. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessious and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Boston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
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A SALE IS IN 
THE MAKING 


CHAN we, LOCK 


. fe pe P41 © 





Every time one of your customers 
‘‘hefts’’ a CHANNELLOCK No. 420, 
a sale is in the making. He'll like its pipe- 
wrench grip...its obvious all ‘round use- 
fulness. And the odds are he'll tell you 
to wrap it up. Hundreds of thousands 
of hardware store customers do just 
that every year. 


| Cash in on Channellock’s 
| growing sales. Put these 
handy pliers out front where 
your customers can eye 'em — me | | 
and buy ‘em. You'll like the “Se c. ony 
extra profits. Let us send you , Wr 
our new catalog. 





CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





EASIER TO 
STOCK JUST ONE 
LINE OF PLIERS 
IT'S PROFIT-WISE 
TO STOCK 
THE CHAN pg, LOCK LINE 
® 
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SPACED 
WHEELS 


Mow Cycle “24” (shown 
above). 3144 HP. 4-cycle 
Clinton Engine. Variable 
Speeds, forward and re- 
verse gear. Speeds 0 to 
6 MPH. Blade Clutch. 
Full line of attachments. 
List price °'24’ - $234.25; 
with mowing attachment - 
$259.50. 


Mow Cycle “25”. Heavy 
Duty model. Tractor 
Type Design. 4 HP. 4- 
cycle Clinton Engine. 
Variable Speeds, for- 
ward and reverse, 0 to 
6 MPH. Blade Clutch. 
Full line of attach- 
ments. 





Mow Cycle “Cadet’’. 
The economy model, for 
mowing only. 3144 HP. 
4-cycle Clinton Engine. 
List price “Cadet” - $174.25; 
with mowing attachment - 
$199.50. 


oe wrens we ewer wee) eee ne IR RS A 


NEW FEATURES! 


Beat Competition with 


mow, 









for 58 
( 


NEW STYLING! 


Mow Cycle, the original, 
gives you a complete line, 
advanced engineering and 
design, sensational new 
features and low prices — 
everything you need to 
meet and beat any and all 
competition in riding lawn 
mowers. 


More horsepower. Vari- 
able Speeds, forward and 
reverse; Blade Clutch; 4- 
wheel stability—and many 
other pace-setting im- 
provements! 


National Advertising in 
big-name consumer publi- 
cations, reinforced by local 
promotion. Low prices to 
speed turnover, with dis- 
counts to make Mow Cycle 
the Profit Line for you! 


Mail Coupon 
TODAY! 


Musgrave, Inc., Dept. A, Springfield, Ohio 
Please send trade information on the MOW CYCLE line. 


Name 





Street 





City 


Zone State 
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AIR VOLUME 
CONTROL 


ELIMINATES 
WATER-LOGGED TANKS 









* Fits all tank sizes through 82 gals. 
* For use with all shallow well and 


deep well jet pumps. 


* Reduces inventory. 
* Easy to install. 


Now you can put this amazing air vol- 
ume control on jet water systems you 
service. No diaphragms. No wearing 
parts. One control fits all popular tank 
sizes. Larger air capacity. Almost im- 
possible to water-log tank. Costs no 
more than ordinary controls. Packaged 
complete with necessary tube and fit- 
tings. See your wholesaler or write: 






























STA-RITE PRODUCTS, INC. 


101 S. 8th St., Delavan, Wisconsin 
Sales Offices and Factories at: 


Chamblee, Ga. e Los Angeles, Calif. 
Hialeah, Fila. e« Dayton, Ohio 


in Canada: Sta-Rite Pumps (Canada) Ltd., Ajax, Ontario 





EXTRA PROFITS...NEW CUSTOMERS 





More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 


SANITARY LITTER FOR 


¢ Takes place of sand and 


sawdust 
¢ Lasts longer 


e Absorbs offensive odors 


¢ Dries quickly 





Cau “ee 


Ce sare OWN 





PET PRODUCTS 


28 million cats in U.S. 
present a vast, profitable 
market for cat supplies. LOWE products 
for cats are in popular demand everywhere 
... Offer a long profit margin to dealers. 


LINE UP WITH LOWE’S 


Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 
nationally advertised pet items. 


CATS 





In 5, 10, 25 
and 50 Ib. bags. 


SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 


DISTRIBUTING CENTERS THROUGHOUT U.S. 


LOWE'S, INC., Dept. 1153, Cassopolis, Mich. 
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Convention Calendar 


(Continued) 





warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 





Our Own Hardware Co. Convention, | 
Feb. 10-12, at company offices and | 
warehouse, 618 N. Third St., Minne- | 
apolis 1. 


Pacific Northwest Hardware & Im- | 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multnomah Hotel, Portland, Ore. 
J. Malcolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. | 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- | 
field Ave., Los Angeles 22, Calif. | 





Pennsylva-ia & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Tri-State Hardware & Implement | 
Assn. Convention, Feb. 9-11. Hotel | 
headquarters, sessions and exhibit | 
at Herring Hotel, Amarillo, Texas. | 
R. B. Allen, 1408 Fourth Ave., Can- | 
yon, Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. | 
Hotel headquarters, Hotel Presi- | 
dent; sessions and exhibit at Mu- | 
nicipal Auditorium, Kansas City, | 
Mo. J. Keith Melvin, 638 W. 39th | 
St., Kansas City 11, Mo. 


Wisco Hardware Co. 3list Annual | 
Merchandising School & Sales 
Show, Jan. 27-28, at company ware- 


house, 15 S. Brearly St., Madison, 
Wis. 





State Events 


Alabama Retail Hardware Assn. Con- _ 
vention, Feb. 8-10. Hotel headquar- | 
ters, Hotels Whitley and Jefferson | 
Davis; sessions and exhibit at State | 
Coliseum, Montgomery. Charles | 
Giles, 409 N. 23rd St., Birming- 
ham 8. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bidg., Little Rock. 


California Retail Hardware Assn. 
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NE W! Profit with another 
Campbell chain EXC/usive / 


“er, 





Py _ new 
ey Blue Cemper 
PRE-CUT, PACKAGED CHAIN 


@ 3/16’, 1/4”, 5/16", 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


@ Instantly identified by the rich blue 





cen tn in tl laa tnt 











uring a” , —— color... tempered right into the chain. 
-Pack active disploy Now, for the first time chain moves from 

ice nd attr ; hands oF the back room to the front counter. No | 

clean—"° dirty cutting, measuring, wrapping... over | 
clothing aatael identi- 25% of your sales are in these pre-cut 
* Labeled “ ait and size lengths. Stays clean and easy to handle. 
fication d hat pricing Stock a representative selection and 
Kr — marker, watch impulse buying make chain 

@ Meas OF al c r-cod buyers out of ‘“‘shoppers."’ Start,selling | 


Campbell ‘Blue Temper” Chain today. 
Contact your Campbell distributor or | 
eet” PATENT APPLIED For write direct for details. 


Pre-Cut, Packaged Chain also available in Hot Galvanized 


PaNYI 1-1 401 CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa 
CHAIN 


Portiand, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 





91 











Arvin 


America’s longest, strongest line of Portable Electric Heaters 


THE TWO TOP-SELLING HEATERS 
in a full range of best sellers 








eee. t 
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MODEL 5514—AUTOMATIC This smartly-styled, com- 
in Arvin’s powerful Silver Anniversary line has set a pletely reliable heater is Arvin’s lowest-priced auto- 
terrific selling pace from the start — because it’s a natu- matic—and offers more for the money than any 
ral leader in looks and performance. Superlatively comparable heater on the market. Delivers 1320 watts 
engineered, it combines fan-forced and radiant heat, of fan-forced heat, thermostat controlled. Easy-grip 
thermostat controlled. And it looks as good as it acts— handhold in back for convenient portability. So com- 
finished in rich-toned Bermuda bronze enamel with pactly designed it occupies just over half a foot of 
chrome grill and trim. Operates on either 1320 or 1650 fioor space, ideal for bathrooms and bedrooms. Hand- 
watts, with 81 cu. ft. per minute air delivery. Signal some tan finish with brown trim. The finest value on 
light. Safeguard Safety Switch. $34.95 the market in low-priced automatic heat. $16.95 































Only Arvin offers a model and price 
to suit and sell every heater prospect 


Silver Anniversary Line—10 models for fast-profit, retailing from $12.95 to $54.95 








NATIONALLY ADVERTISED 


Br THe ZA All Arvin Heaters operate on 110/120 volts, 60 cycle AC. All are listed by 
CG semvet eumtau Underwriters Laboratories, Inc. and guaranteed for one year. 


PARENTS; Mad 
Lenn, Electronics and Appliances Division, AYVIN. INDUSTRIES, Inc., Columbus, Indiana “eerpcw* 
Arvin also makes Radios, Fans, Liesure Furniture, ““Charky” Grills, Ironing Tables, Car Heaters 
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Convention, Feb. 9-11. Hotel head- 
quarters, Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 5-7. Hotel headquar- 
ters and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn. Con- 


vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; 
sessions and exhibit at Murat 


Temple, Indianapolis. W. J. Sheely, 
1003 N. Meridian St., Indianapo- 
lis 4, 


Iowa Retail Hardware Assn. Conven- 
tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel; sessions and ex- 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 4-6. Hotel headquar- 
ters, session and exhibit at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 
Convention, Jan. 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 
Rouge. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 
lege of Product Knowledge at Pant- 
lind Hotel, Feb. 17. Harold W. Schu- 
macher, 1916 Michigan National 
Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 6-8. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Cristopher, 3033 Excelsior 
Blvd., Minneapolis 4. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 








HARDWARE AGE, NOVEMBER 7, 1957 

























































ia 
wif , 
6 de 


100 KEGS OF NAILS 
DISPLAYED AT 
POINT OF SALE 


Sales go up and handling costs come dewn 
when you use Revolvo Bins for nails, rivets, 
fittings and other similar items. 

In only a few square feet of floor space, you 
store, display and sell without having to touch 
your stock! With Revolvo, your customers may 
serve themselves, then look around and sell 
themselves some more from 
Revolvo’s spacious, easily Pie 
accessible revolving bins.) 





“NAILS AT THE SCALES” 


No. 25B (Scales Ex- 
tra) 5 sections, 25 
compartments that 
hold a keg of nails 
each. Diameter: 44”. 
Height: 56°’. Order 
now from your 
Jobber. 











Write today for free Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Ave., Weliston, Ohio. 








BONDERIZED 


REVOLVO 
NAIL BINS 
















REVOLVO 
COUNTER 


eS 


NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





PARTS CASES 
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Fine Cutlery (Continued) 


' Heidelberg Hotel, Jackson. David 
Priced to O. Mansfield, P. O. Box 1696, Jack- 


Sell son 5. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 





Nebraska Retail Hardware Assn. 
. Convention. Feb. 2-4. Hotel head- 
Cutlers Kyi hed = 1875 quarters, Paxton Hotel; sessions 
and exhibit at Civic Auditorium, 
Omaha. Frank Capalino, 325 Insur- 
ance Blidg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5, Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 


Nicholas H. Kiley, Hills Bldg., Syr- 
oa b3 T ' YY acuse 2. 
Ohio Hardware Assn. Convention, 
Feb. 10-12. Hotel headquarters and 
sessions at Cleveland Hotel; exhibit 


: at Public Auditorium, Cleveland. 
Here's 5 reasons why John B. Conklin, 1540 W. Fifth 
Ave., Columbus 12. 


... correctly designed to 

do a better job. Oklahoma Hardware & Implement 

“a ar quality-made for cus- Assn. Convention, Feb. 2-4. Hotel 

Finest, HighCarbon \ =| tomer satisfaction. headquarters, Skirvin Hotel. ses- 
... colorfully packaged for sions and exhibit at Fair Grounds, 


Cutlery Steel, hardened, 


ee and ground ... quick sales Oklahoma City. Aaron Gritzmaker, 
under water. Ne. 7 . 


ieee priced for rapid turn- 512 Midwest Bldg., Oklahoma City. 

ee — over. 
sal ie eat ~ . - ... first choice of both pro- 
ferent tastes. at fessionals and home owners. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 23-25. Hotel head- 
quarters and sessions at Andrew 
Jackson Hotel; exhibit at Fair 
Grounds and Coliseum, Nashville. 

Designed for perfect Charles G. Brown, P. O. Box 784, 
; ee and work- Nashville. 

: ability. 
ea nora Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel; exhibit at Memorial 
Auditorium, Dallas. R. M. Souder, 


1108 Gibraltar Life Bldg., Dallas 2. 
Handles securely 


“locked” by brass Virginia Retail Hardware Assn. Con- 
ee vention, Feb. 9-11. Hotel headquar- 
NOW! ters, sessions and exhibit at Hotel 
i ar Co ~gdhaag ’ Chamberlin, Fort Monroe. G. T. 
CLEAN! CLEAR! \ = Omohundro, Jr., Scottsville. 
CRISP! BRIGHT! ¥ 
For EXTRA Sales Appeal West Virginia Hardware Assn. Con- 
vention, Feb. 23-25. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
SEE YOUR HARDWARE JOBBER James C. Fielding, 1628 McClung 


ABOUT THE COMPLETE GOODELL LINE St., Charleston 1. 


Attractively packaged on 
colorful card. 


Easy to Buy, Stock and Wisconsin Retail Hardware Assn. 


Sell because it's a com- GOODELL COMPANY Convention, Feb. 4-6. Hotel head- 


plete line of Best-Sellers quarters, Hotel Schroeder; sessions 


, ° ° and exhibit ot Auditorium-Arena, 
from a Single Dependable Antrim, New Hampshire Milwaukee. H. A. Lewis, Stevens 
Source. Point. 
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multi-kut 


rile 





replaces: BROAD 

CHISEL 

HAND | TEETH 

leave smootnel 

rinish than 

MILL Nolated teetn 
FLAT 


bastard files 
and BRASS files 


for filing: 


Cast Iron 
Stainless Steel 
Aluminum - Brass 
Bronze «- Magnesium; 
Plastic 


Here’s the most versatile 
file ever offered to the 
hardware trade! It chews off eae 
stock with “bastard” bites... 2 rok 
yet, leaves a “‘smooth-cut”’ tot SPACING 
finish... ona widevarietyof 3 removes the 
materials. It even files brass most si 
and steel interchangeably 
without dulling. 





Make the Heller Multi-Kut 
File your leader! It will 
reduce your file inventory... 
simplify your selling... y 
satisfy the filing requirements % 
of most hardware store 7 
customers. 


Get all the facts! To learn ti 
how to make Heller Multi-Kut @ 
Files your best sellers, write: 






‘ a TOON 


Ie <“\ 
tal 
: 
ad) Heller nl HI 
— * 


NEWCOMERSTOWN, OHIO * AMERICA'S OLDEST FILE MANUFACTURER 
Subsidiary of Simonds Saw and Steel Co. 
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Sole Extra Fast... 
222:@asy...pipe reaming 
with this self-feedin 


RRR 






acca ~— = 





Spiral... turns into the work 
smoothly, no chatter. Famous 
Ritaip heat-treated cutting edges 
mean clean reaming, extra long 
service. Quick enlarging of conduit box 
outlets—and holes in sheet metal. 
It pays you to stock and sell these 


popular reamers—order today! 


for power 
and 





hand reaming .«-« 


I 


LonGrip 


5 long straight flutes 
















ream clean, easy to control. 


¢--ooero— annem an earns 


RIGID | 


Work-Saver Pipe Tools 


























* 
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Ohio bad U.S.A. 
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The Ridge Tool Company « Elyria, 
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The hardware merchant 
is entitled to the home- 
owner business. 


With the Horsehill 
brand, we make it easy 
for you to retain it. 
Kraeuter’s HORSEHILL 
will never seek to be 
lowest priced. Kraeuter 
never made a shoddy 
tool and never will. But 
in HORSEHILL we give 
you fine, popular priced 
tools that will keep the 
homeowner’s plier pur- 
chases where they be- 
long... in the Hardware 
Store. 


The New 
HORSEHILL BRAND 
for the Homeowner 
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le. Homeowner 2 


BUYING SHARP 






















If you’re not—Kraeuter & Company now give 
you a chance with a brand new second line, priced 
for the homeowner, the budget buyer. Eighteen 
pliers, every one a fast mover, every one carries 
an unconditional guarantee. 





And—If You’re Sharp, you'll want this Bonus 


Modern, open-faced packaging in corral paks of 
\% dozens ready for peg board, including the peg 
board hook—Puus the peg board display panel itself. 


Sharp buying??? take a look! 


You pay. . . $ 85.88 
You sell for. . $128.82 
Your profit. . $ 42.94 





That’s sharp in our book... 


For complete information on Horse- 
hill line write Kraeuter & Co. for 
Horsehill catalog brochure. 


All Horsehill Tools meet 
government specifications. 


HORSEHILL TOOLS 


by Kraeuter & Company, Inc. 
NEWARK, NEW JERSEY 
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@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 15) 


the sides. It also increases edge 
holding properties. These new saws 
under the Si-Clone name come in 
nine types and with a choice of 
round, square, oblong and diamond 
shape center hole. Saws are avail- 
able up to 12 in. dia. A new See- 
Saw package protects the blade for 
display. Simonds Saw & Steel Co. 


For more daia circle No. 13 on postcard, p. 101 


Durable varnish sprays 


Both of these Krylon all-purpose 
varnish sprays are tough marine 


&. ? 

4 

wee RS 
2 


& 


grade spar varnishes that resist 
alcohol, salt water, and hot liquids. 
One is High-Gloss and the other is 
Satin-Finish varnish that dries in 
minutes. Both sprays are for in- 
side or outside use, will not yellow 
with age, can be used on new or 
previously finished wood, and may 
be polished with emulsion or sol- 
vent polishes. A 16 oz can sells for 
$1.79. There is a 12 unit display 
carton and a single can card is in- 


cluded in each carton. Krylon, Inc. 
For more data circle No. 14 on postcard, p. 101 


Closet shelf and rod support 


A pair of these closet fixtures 
accommodates a shelf and clothes 
hanger rod at the same time. 
Shelves up to 12 in. deep can be 
attached to the bracket and any 
wood or metal rod up to 1% in. in 
diameter slips easily into the hold- 
er. The heavy wrought steel sup- 
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port is finished in neutral gray 
which also serves as an undercoat 
for other colors. Retails for $1.25 
each. Knape & Vogt Mfg. Co. 


For more data circle No. 15 on postcard, p. 101 


Lighted bathroom cabinet 


Twin Mor-Lite is deluxe bath- 
room cabinet at an economical 
price. Principal feature is the 3- 
way defused lighting with two 25 
watt bulbs. A 4-way switch con- 
trols the bulbs separately. Other 
features include, chrome plated 
brass mirror pulls and sliding pic- 
ture frame mirror doors. Comes in 





two sizes: for wall opening 22 x 16 
in., cabinet 25 x 18 in. and for open- 
ing 26 x 18% in., cabinet 29 x 20 
in. Standard Steel Cabinet Co. 


For more data circle No. 16 on postcard, p. 101 


1958 rotary power mower 

This 21 in. stagger wheel rotary 
mower is powered by a 2% hp, 4 
cycle engine, with recoil starter. 


The Chief has finger tip throttle 
control on the chrome plated han- 
dle and finger tip throttle control 
with start, stop, choke and run 
positions. Handle is chrome plated 
tube. Lists for $79.95. Great Lakes 


Tractor Co. 
For more data circle No. 17 on postcard, p. 101 


Ventilating range hood 


This kitchen ventilating range 
hood, available in 30, 36, and 42 in. 


sizes, features two permanent alu- 
minum washable filters and a 550 
cfm blower capacity. It is mounted 
in a wood or steel cabinet over the 
range. The steel hood is finished in 
white or coppertone. Power is sup- 
plied by a 2-speed motor. Retails 
from $77.95. Lau Blower Co. 


For more data circle No. 18 on postcard, p. 101 


Bowsaw with wing nut 


Blades can be changed in seconds 
with the adjustable wing nut fea- 
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F(T-WISE dealers, 


prepare NOW to help Santa 
fill those Christmas stockings 


with A4 ST SELLING... 


poe 


















STANDARD 
BREAST 


STANDARD DRILL SET 
STANDARD 8 STURDY DRILLS SET i METALWORKING DRILL SET ine tindehe- teak. Daten 


‘ ; , : . : Steel Drills — sizes Ky, %4, 
Eight High Speed Steel Drills — sizes “4, “2, Five High Speed Steel Drills with special %, %, | 5 vy 
Ke, “UY, Ker Me Ky, Vo inch. Sturdy length 


‘ . . 1/ vy 32+ Ye: Na, 2, My V6 

ss sure-starting points. Sizes 4, %, %. Xe 2 inch. Packaged in durable 
helps prevent breakage. All drills fit 44 inch 
chuck. ORDER NO. HS-8. 


inch. Packaged in green plastic case. cardboard container. 
ORDER NO. HS-45. ORDER NO. H-18. 








DISPLAY THIS HANDY DRILL DIS- 
PENSER AND ASSORTMENT FOR 
FAST CUSTOMER ACCEPTANCE 
STANDARD 13 | 
STANDARD WOOD BORING SET STURDY DRILLS SET 


; ant ma Ys 34 : 13 High Speed Steel Drills. All drills fit 4” 
— drills in each ~ - sizes 7/4, Aes Yee Abe | et oe OK EM ee 
Y% inch. Drills have 4 inch shank for use in | cad a eae ea oe eee oe mes oe 
portable electric hand drills. Durable box =~ | Mee "Nar Ba "har A inch. ORDER NO. HS-13. 
with plastic cover. ORDER NO. H-14, 





_ *. Be nag 
a Srarpann oor dl 
' 


| \ Smallest, most compact metal drill dis- 
STANDARD ‘ penser on the market — H-21D. Holds 


. . assortment of 150 high speed steel 
\ DRILL SETS IN PLASTIC TUBES ‘\ drills individually packaged in plastic 

STANDARD 11 STURDY DRILLS SET , HS-6 Sizes \;, %, “4, 42, %s, Y% inch. HS-7 \ ' tubes. Has clear, non-breakable cover. 

Eleven High Speed Steel Drills — Sizes \,, \ Sizes Ks, %a, Ye, 4a Hee Yo, Ye inch. HS-10 \ Cost extremely low. Sold only with 

%, Ye, %o, X,, eo, YU, %o, Ke “Ke, % inch. All ‘ Sizes is, 4. ar Kas Yo, %s, Ho, Ke, Yo, Vy inch. H-21DA drill assortment. 

drills fit 4% inch chuck. ORDER NO. HS-11. — 


TAN DARD 


| : 
3950 CHESTER AVENUE CLEVELAND 14, OHIO x 






010) Fal a Oe 


FACTORY BRANCHES IN: NEW YORK @ DETROIT « CHICAGO #« DALLAS « SAWN FRANCISCO 





THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 








ture on this Gensco Bushman saw. 
The wing nut also maintains con- 
stant blade tension. The light 
weight tool comes with or without 
extended handle in 30 and 36 in. 


lengths. Gensco Tools. 
For more data circle No. 19 on postcard, p. 101 


Rack and pinion door closer 


An adjustable compression ring 
is the principal feature of this Yale 





rack and pinion door closer line. 
The feature is most important 
where wind affects the operation 
of outer doors. The units in this 
line also have an internal expan- 
sion chamber, a single valve screw 
which provides 2-speed control and 
attractive metallic finishes. The 
closures are reversible for right or 
left doors. Yale & Towne Mfg. Co. 


For more data circle No. 20 on postcard, p. 101 


Low-priced drill for screws 


Carpenters and home handymen 
will be customers for this low- 
priced Arco screw-drill. In one op- 
eration, this unit drills pilot hole 









for threads, shank clearance, coun- 
tersink for screw head and counter- 
bore for plastic wood or plugs. 
Unit can be used for all flat, round 
or oval head woodscrews. Screw- 
drill fits hand and electric drills and 
drill presses. Set of 3 sizes retails 
for $2.75, 4 sizes for $3.69. Arrow 
Metal Products Co. 


For more data circle No. 21 on postcard, p. 101 


Vinyl plastic matting 

Life-Tred is a vinyl plastic mat- 
ting for use in cars, drain boards, 
place mats, shelf linings and so on. 
The matting is available in black, 
green, gray, beige, brown, red and 
yellow, pink, and white. The mat- 
ting is also useful as a floor and 
carpet protector. Pantasote Co. 


For more dats circle No. 22 on postcard, p. 101 


Non-toxic nursery paint 


Baby furniture and toys can be 
painted with this aerosol packaged 
paint without danger to the chil- 
dren. The non-toxic Baby Bunting 
nursery paint is available in pink, 
blue, yellow, green, and white. 
Comes in 12 oz spray cans for 
$1.49. A 12 can assorted pack and 





a 3 ean solid color are available 
along with a wrought iron display 
rack. Mayor, Rogers & Co. 


For more data circle No. 23 on postcard, p. 101 


Anodized aluminum mail box 


Rural home owners will want to 
dress up their property with one 
of these attractive anodized alumi- 
num mail boxes. Permanent colors 
































available are brass, shiny black, 


bright chrome, and natural alumi- 
num. The finishes will not rust, 
tarnish, chip, or peel. Also avail- 


able is a mail box holder for mount- 


ing on a 4 x 4 in. post and a holder 
for use on a 1% in. metal pipe, 
both complete with instructions 
and fasteners. Macklanburg-Dun- 


can Co. 
For more data circle No. 24 on postcard, p. 101 


Stylish luncheon hand bag 


Style minded working girls and 
school girls will be interested in 





this smartly styled Mary-Ann 
Lunch-N-Bag. It has a rubberized 
interior and is available in Royal 
Stewart or Black Watch plaid ex- 
terior with shoulder strap or hand 
strap. A 10 oz Universal vacuum 
bottle is included for $4.98. Land- 
ers, Frary & Clark. 


For more data circle No. 25 on postcard, p. 101 


Plastic paint roller handle 


Principle features of this newly 
designed paint roller handle are an 
open end, screw-in tip and an at- 
tractive marbleized finish with gold 
flecks. The screw-in tip accom- 
modates extension poles for fast 
painting of ceilings and large 
(Continued on page 104) 
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Be sure to write name 


and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 






























































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quiek Check 
Card on the bettom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


ie i i i ee ee 








FIRST CLASS 
PERMIT NO. 36 


(Sec. 34.9 P.L.&R.) 


New York, N. Y. 








USINESS REPLY CARD 


postage necessary Hf malied in the United States 





POSTAGE WiLt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


om << ee ee ee ee ee eee eee ee ee 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 
Please send me further information on the WHAT'S NEW items, code numbers 


for which | have circled below. 


1 
16 
31 
46 
61 
76 
91 


2 
17 
32 
47 
62 
77 
92 


3 4 
18 619 
33 34 
48 49 
63 64 
78 «679 
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5 
20 
35 
50 
65 


6 


9 
a4 
39 
54 


ae 
25 26 
4004 
56 56 
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35 886 
100 «(101 


12 
27 
42 
57 
72 
87 
102 


13 
28 
43 
58 
73 


103 
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14 
29 
44 
59 
74 
89 
104 


15 
30 
45 
60 
75 
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@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. 
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Here is Your Quick Check Card 


What it is... How it works 


You get more of these in 


HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


under the individual item description. 


@ Drop the post card in the mail box. 


will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 





HI 
Hill 
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Postcerd valid 8 weeks only. After that use own letterhead fully describing Item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Please use this P. O 
Box Address for Quick 
Check Cards Only 
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No. 461R 
Ornamental 
Hinge 





Two ornamental hinge numbers, the 461R for offset doors and the 
461S, designed to serve flush type doors, have been added to our 
extensive line of cabinet hinges. Can be furnished in any desired finish. 


lilustrated below are the new No. 451 Ball-Tip Half Surface Hinge and 
the No. 453 Button-Tip Half Surface Hinge. These hinges are made 
especially for hollow core door construction. Screw holes on the leaf 
are so placed to adequately serve a door where the stile is as narrow 


as 1% inch. 


The No. 21 Automatic Gate Latch is destined to be one of the most 
popular newcomers to the line. Adaptable also for swinging barn 
doors, cellar doors or live stock coops. Finished in either dead black 
or zinc. Attractive working model available to stimulate sales. 


x * % 
* 





JY HARDWARE 
CREATIONS 


ith enthusiastic approval everywhere! 





No. 4615S 
Ornamental 
Hinge 





No. 451 Half Surface Hinge No. 21 Automatic Gate Latch No. 453 Half Surface Hinge 


WITLIA MANUFACTURING COMPANY : Sterling, Illinois 
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HACKSAW | 
BLADES 

ARE EASIER 
TO SELL 


INOS 
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Clearly Marked 
Tooth Size and 
What it Will Cut 


“dN fof Mod by 





















EACH BLADE — 
Marked for Front End 


00) © ee). 
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EACH BLADE — 














Top Quality 
The Best in Blades 
Since 1880 


1s 








EACH BLADE — 


Painted, Looks Good, 
No Rust, No Scale 









ALL BLADES — 


Factory Guaranteed 


Ask your jobber for GRIFFIN 
HACKSAW BLADES, COPING 
SAW BLADES, SCROLL 

SAW BLADES; or write for 
additional information and 
dealer prices. 
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G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N.Y. 
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WHAT'S NEW 





(Continued from page 100) 


areas. The Jewel-Tone handle gives | 


added prestige to rollers and is 
available on the E-Z Paintr line of 


deluxe rollers at no extra cost. E-Z 


Paintr Corp. 


For more data circle No. 26 on postcard, p. 101 | 


1958 line of power mowers 


Futuramic styling and easier op- 
eration are featured in this 1958 
line of power mowers. Units fea- 
ture automatic height-of-cut con- 
trols, handle-mounted aircraft-type 
control, die-cast aluminum alloy 
housing, safety-slip clutch, Audi- 
tone muffler and baked enamel fin- 


; ‘® 





ish. Shown here is the 20-in. Whirl- 
wind Deluxe rotary mower that re- 
tails for $109.95. Toro Mfg. Co. 


For more data circle No. 27 on postcard, p. 101 


Ye in. steel utility tape 

This steel utility tape is %4 in. 
wide with black inch and red foot 
markings on a white lacquer coated 
background. The tape has a spurred 
hook ring for one man measur- 
ing and comes packed in a plastic 
box. The outer box makes a good 
impulse display piece. Available in 
25, 50, 75, and 100 ft lengths at 
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FOLLANSBEE 
Quick Lock 
STOVE PIPE 


Your customers will like the 
quick, easy way Follansbee 
Quick Lock Stove Pipe locks 
into joint. It can be closed 
without tools, will not slip and 
makes a joint that stays fast. 

Stove Pipe is just part of 
the complete Follansbee line 
which is available to your cus- 
tomers. You can offer also the 
accessories which round out 
the line—items like: elbows, 
angles, tees, collars and all 
types of reducers. 


A Complete Line Available 


Stove pipe Reducers 


Stove pipe elbow and tee 



















Shipped in sturdy, corrugated cartons 
See your jobber or write 


SHEET METAL 


SPECIALTY DIVISION 


Box S667 








Follansbee W. Va. 
A Division of 


FOLLANSBEE 
STEEL CORP. 





Ra 








For his BIG g/#? 


REMINGTON POWER TOOLS by MALL 


Rem fii lege 


: 


Famous for quality tor 141 years 


and ‘60 


~ Cupisrmac (cers ~ 


fie 


New 5-piece, full-color display shows 


off fast-selling, 4-tool 


Plan your Christmas “Big Gift”? promotion around this attrac- 
tive display of Remington Electric Tools by Mall. Full-color, 
lithographed cardboard—center panel and 4 separate mount- 
ing units in green, red, blue and yellow—gives you maximum 
versatility as a counter or window showpiece. You get the 
display free when you order the Remington R180 Christmas 
Display Assortment of fast-selling tools especially planned for 
the holiday season. For details call your wholesaler today, or 
mail the coupon for more information and names of whole- 
salers in your area. 


Remington 


Mall 
MALL TOOL COMPANY 


Division of Remington Arms Company, Inc., Bridgeport 2, Connecticut 
in Canada: Mail Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. 
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assortment 


DISPLAY FREE WHEN YOU ORDER 


THIS 4-TOOL Ri80 ASSORTMENT! 

1—Model 25 Mall Sander .. .$54.95 List Price* 

1—Model 507000 Holiday Kit . 29.95 : 

1— Model 389 Drill 37.95 

1—Model 71 Saw 59.95 

1—5 Unit Display No Charge 
$182.80 Total List 

YOUR PROFIT $60.93 121.87 Dealer Cost 


*Specificationa and recommended liat prices subject to change without notice. 
Recommended prices slightly higher in Canada. 


MALL TOOL COMPANY 
Division of Remington Arms Company, inc. 
Bridgeport 2, Connecticut 


C) Please send me names of wholesalers in my area. 
C) Please send me a catalog page on the R180 Assortment. 


te 
COMPANY 
ADDRESS 


REE CERES STATE 
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WHAT'S NEW 
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prices from $3.98 to $6.98. Replace- 
ment blades available with end loop 
for quick assembly. Stanley Tools 
Div., Stanley Works. 


For more data circle No. 28 on postcard, p. 101 


Toy replacement fasteners 
Every model railroader will need 


these replacement spikes for Amer- 
ican Flyer and Lionel model rail- 
road tracks. 


Packed 72 individual 


boxes to a display carton, the Toy- 
pack assortment also includes 
screws and nuts for erector sets. 
Assortment lists for $16.20. Track 
spikes for American Flyer are 10¢ 
a pack and all other packs are 25¢ 
each. A railroad spike setter for 
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American Flyer track is also avail- 
able at $1. Sharon Bolt & Screw 
Co., Ine. 


For more data circle No. 29 on postcard, p. 101 






Rubber stair treads, matting 


Homeowners will .be customers 
for this new line of rubber stair 








treads and matting called Ripple- 
Tex. Treads and matting feature a 
carpet texture molded in the rubber 
surface. Curved nose stair treads 
are made with and without risers 
in 18 and 24-in. widths. Matting 
comes in 27 and 36-in. widths. Ace 
Rubber Products. 


For more data circle No. 30 on postcard, p. 101 


Electrical interval timer 


This electrical interval timer 
equipped with audible signal will] 








*In model numbers above, ‘‘C” 


represents crystal color; “O”’ is opal. New 
display cards available on models 18TS-C, 24TS-C, 18-C, 18-O, 24-C and 24-O only. 





Sleek, sturdy KIMBLE GLASS BARS se/ on sight! 


Looxinc for an item full of 
solid sales power? Here itis... 
lustrous Kimble Glass Bars, 
packaged for high-impulse 
sales with a new, self-selling 


KIMBLE GLASS BARS 
AN (I) PRODUCT 


display card containing mount- 
ing screws and illustrating sev- 
eral uses! Cards are available 
with or without printed prices. 

Decide now to order these 
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fast-moving bars from your 
wholesaler, or write now to the 
Kimble Glass Company, sub- 
sidiary of Owens-Illinois, 
Toledo 1, Ohio. 


Owens-ILLINOIS 


GENERAL OFFICES - TOLEDO 1, OHIO 






New...WITT 
“Big Top” 
self-closing DRUM LID 


roteolah s-iat-Mhelo msl. |Mmrola!iaal-; 
Talieme-t-li-mme-t-lalit- te Mug let je) t- Teil 5 - 


front, sides or rear. 





TOPS 


IN ACCESSIBILITY! 


Even large boxes or other 
bulky items will fit 
through the king-size 
self-closing flap. Rugged 
steel lid is finished in 
neutral gray enamel and 
word “‘PUSH”’ is emboss- 
ed in red on flap. 


Write, wire or phone 
today for new catalog 
literature and prices. 


Carat (Las 
“Oniginators. of the Corrugated Can” 


THE WITT CORNICE CO., 2110 WINCHELL AVE., CINCINNATI 14, OHIO 


TOPS In CONVENIENCE! 


360° “‘Receptability”. No walking or 
reaching around containers to get 

refuse in a small opening! 

WITT makes it easy—from any angle... 
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. tn complete low-cost 
Drum Handling! 


The WITT “Big Top” 
Drum Lid plus the Drum 
Dolly converts any 55 
gal. drum to a versatile 
mobile unit for trash col- 
léction or for storage of 
staple items. 













Self-Service 
HARDWARE 
for DEALERS 
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Card is actual size 


Aideh adil 


Screw Eyes and Gate Hooks on 
WIRE LOOPS. 


PREPRICED on 19¢ cards. 


Screw hooks on cards also available. 


Customer can see and feel exact size, shape, 
and quantity. Sharp points, famous Androck 
Bright Zinc Finish. 


Ask your wholesaler for the ANDROCK 
Self-Service Display No. 542-CP. Holds 
200 cards — Retail value $38.00. 


Cole (=m oy’ 


THE WASHBURN COMPANY 
Rockford, | 








Worcester, Mass. 















WHAT'S NEW 











appeal to professional people, hob- 
byists and housewives who have 
timing problems. Time-Aid is pow- 
ered by %4-hp Telechron synchron- 
ous motor and has settings up to 
60-minute intervals. Case is fin- 
ished in white baked-enamel. Dial 
is marked with silver-colored time 
graduations. Timer can be mounted 
on wall if desired. Paragon Elec- 
tric Co. 


For more data circle No. 31 on postcard, p. 101 


Economy priced jigsaw 

This Magna 12-in. jigsaw is an 
ideal starter tool for junior crafts- 
man, and offers versatility and dur- 
ability to please adult craftsmen. 
The saw mounts on a table and 








features a removable upper arm for 
use as a saber saw. Has built-in 
blower, 9 x 9 in. table which tilts 
45 deg., 5 in. blade and chucks that 
rotate 90 deg. Retails for $27.88. 


Also available in the 1958 Magna 
line is a 4 in. belt sander with ad- 
justable stop fence at $24.88, and a 
12% in. bench drill press with 
Quick-Cam speed changer at $79.95. 
Magna Power Tool Corp. 


For more data circle No. 32 on postcard, p. 101 


Power mower line for 1958 


A 4-wheel riding rotary mower 
with 24 in. cut known as Rugg-Ed 
Rider is new in this mower line for 
1958. Rugg-Ed features knee-action 
front wheels, foot operated brake 
and clutch, four speeds forward 
and one reverse. Rotaries, two reel 











for Wholesalers 
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NEW Catalog 





INCREASE 
VOLUME 
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cracks) 











W rite 













seller in the 
"* Fix-lt-Y our- 
self’ market 


SMALL KIT — 8 /bs. 
(su*ficient to repair 50 
to /50 ff. 


LIST PRICE ...$2.95 er. 


LARGE KIT — 14 /bs. 
(double size) 
LIST PRICE ... $4.95 
BOTH KITS include powder mix, liquid 
rubber latex and a trowel 


See Your Wholesale Supplier or 


The CAMP COMPANY, Jac. > 


424 40). 


YOUR SALES-DOLLAR- 
INSTANTLY with 


the NEW, 


Sensational 


dwt Latex (oncrete 
REPAIR-TOPPING-WELDING 
REVOLUTIONIZES cement and moa- 
sonry repairs — ELIMINATES the 
CHIPPING or ROUGHENING, 
PRIMING ond CURING fthof are 
necessary with ordinary cement 
patching materials. 

What's more it is applied as THIN 
os 1/16'' or more than 1" whatever 
thickness needed. 

Soves contractors, home owners, 
farmers, maintenance men hundreds 
of dollars in concrete replacement 
ond repoirs. 


AVAILABLE IN 3 SIZES 
CONTRACTORS UNIT ieee 
52 ib. drum & 


Includes 40 ibs. powder Ff 
mix, 1 gallon latex mix- 
Sufficient to cover 
approx. 100 sq. ff. 
1/16"' thick. 


LIST PRICE .. $10.00 





terrific 













of average 





Today for Complete Information 
6958 Sowth State Street 
SHAIIT Chicege 21 llinois 


JOUS SERVICE 
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There's nothing so powerful as an idea | 
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The editors of Better Homes & Gardens have an uncanny 
ability to latch onto exciting new ideas and turn them 
into nation-wide trends. That’s because they know 
what kind of ideas their home-and-family loving readers 
want—often before their readers do. 

Take the Family Room, for instance. A few years ago 
hardly anybody even knew what the term meant. 
BH&G planted the idea in its pages. Other media took 
it up. Builders and manufacturers helped. Today the 
Family Room is practically as standard for 
medium priced new homes as the 2-car garage! 

People get all wrapped up in the ideas they find in 
Better Homes & Gardens. That makes BH&G a 
natural for any advertiser whose products 
can help families to live better. There’s no other 
major medium quite like Better Homes & Gardens. 
Meredith of Des Moines . . . America’s biggest publisher 
of ideas for today’s living and tomorrow’s plans 


; ot America reads BHal; the family idea magazine 


4,350,000 COPIES MONTHLY 
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17814 WATERLOO ROAD 


SHEFFIELD BRONZE PAINT CORPORATION 
CLEVELAND 19, OHIO 











WHAT’S NEW 





power, one electric and two hand 
rowers make up the complete 1958 
line. The Roto-Rugg rotary series 
includes 18, 19 and 21 in. (shown) 
models in push and self-propelled 
types with parallel and staggered 
wheel designs in a range of horse- 
powers. New features include fin- 
gertip height adjustment on all 
wheels and single power control. 
BE. T. Rugg Co. 


For more data circle No. 33 on postcard, p. 161 


1958 deluxe brazier line 


The 1958 line of Atlas-Aire 
braziers features luxury styling and 








competitive prices. Heading the 
line is the Model HP30 super deluxe 
brazier. Unit features rotisserie 
spit, motor and hood. It has a 24- 
in. drawn steel fire bowl, grill, zinc- 
plated legs, two rubber-tired 6-in. 
wheels and rust-proof fire rake. 
Atlas Tool & Mfg. Co. 


For more data circle No. 34 on postcard, p. 101 


African violet, plant food 


Customers who raise African 
Violets and other home plants such 
as ivy, begonia, and geraniums will 
be traffic for HYPONexX African 








| 
| 
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The New VACO Tool Center 


brings versatility, efficiency and showmanship 

E to one concentrated selling area. Occupies only 

| 5 square feet of floor space! Completely 
self-illuminated back display panel! Large storage 

The VACO Tool Center can be compartments with sliding doors! Modern 

furnished with any assortment wrought iron legs! A truly modern merchandiser 

of VACO tools since any and all for a modern sales approach. You can place 

shelves in the complete VACO line this in your store for practically the cost 


fit the perforated back panel of of the merchandise alone. 
the VACO Tool Center display. 























Write at once for complete details! 





VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, III. 


Tam G@relalclelerae deladem a’ 


Products,.Ltd., Mon 





lll 








WHAT'S NEW 











Violet food. This plant food is 
water soluble and scientifically bal- 
anced to properly nourish roots, 
stock, foliage, and blooms of many 
favorite house plants. Comes in 
10¢, 25¢, and commercial drum 
sizes. A single ounce of concen- 
trate makes 6 gal of liquid ferti- 
lizer. Hydroponic Chemical Co., 


Ine. 
For more data circle No. 35 on postcard, p. 101 


Double duty hose reel 


Wheel-It hose reel serves as a 
storage reel and also provides a 
convenient way to roll the coiled 
hose from place to place. Two 
models are available. The water- 
flow model has a hollow axle and 
connects to a faucet by a connector 
hose which is furnished with the 
reel. The hose unreels while the 
water runs. The non-water flow 













both hard scale and soft coagulated ‘1 
deposits from inside walls of con- | 
densed tubes. Chicago Latrobe 

Twist Drill Works. 


For more data circle No. 37 on postcard, p. 101 























model has no hose connector. Both 

reels hold 200 ft of plastic and 100 Deluxe 1958 croquet set 

ft of rubber hose. Specialty Mfg. Leader of the South Bend croquet 

Co. line of 14 models for 1958 is this 

For more data circle No. 36 on postcard, p. 101 deluxe croquet set with golf cart 
rack. The rack provides a colorful 
display as well as a sales point in 



















Carbide tipped cleaning drill storage convenience for the cus- 
Industrial customers will be in- tomer. The mallets have 9 in. rock 
terested in this hard, strong car- maple heads and 24 in. screw-in 


j 


bide tipped tube cleaning drill. It handles. Rock maple, 3% in. balls 
is designed for efficient removal of in matching colors are grooved and 

















ANOTHER 


F & W Economy 
Multi-Purpose Jet 
Model 8452-L 


YOUR WAY! 





EXTRA In this national advertising | 
“Glueky” says: ROGERS GLUE 
QUALITY | Is THE BEST FOR YOU. 


AT Do-It-Yourself fans from coast to coast 
know that Rogers Glue is always clear, 
POPULAR uniform and extra strong. It’s ready to 
use, easy to spread, won't get sticky in 
PRICES heat and humidity, and won’t stain wood. 


Confidence in Rogers Glue becomes 









Complete package with 42-gallon tank. Designed and tested to meet confidence in you as a reliable dealer. They have to 
all FHA and other project requirements. Easily changed from come to you... so stock up on Rogers Glue to take 
shallow to deep well by moving jet down into well. Capacities up full advantage of the demand. See your jobber today. 
to 750 G.P.H.; 14 H.P. Motor. Compact, ideal for utility room or If he can’t supply you with Rogers Glue, write us im- 
basement installations. Just one package for dealers and contractors mediately. If you delay, you’re losing extra profits. 
to deliver to the job. Send for Bulletin 1-A. Over 3,885 Ibs. =n 
FLINT & WALLING MFG. CO., INC., 1188 OAK STREET, KENDALLVILLE, IND. Shearing Strength CG 4 





the suns? Glut -Cabts JOU &’ 
aaa A PE scuce inch iy 
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More fishing fun means 
MORE PROFITS FOR YOU! 




















See it 
advertised 
| in 
| SPORTS AFIELD, 
| OUTDOOR LIFE, 
/ FIELD & STREAM 


A TOP PRODUCT BACKED BY 
NATIONAL ADVERTISING 


plus a sales-closing 





Boxed with each Lantern pur- 
chased before Dec. 31, 1957, will be 
q a Fisherman’s Waterproof Case - 
NS” just the thing for licenses, matches 

_ and currency — it floats — IT’S FREE! 


A REAL GIFT ITEM! 


. The perfect $ g 5 (Suggested 
present for 4 retail price - 
a fisherman! less battery) 


The Lantern Every Fisherman Wants 


Because it’s easy to carry! Fits in a tackle box! Square 
case can’t roll away from you-and the. long-life 
lantern battery is good for weeks, not just hours! 


© Powerful spot beam! e Adjustable head! 
@ Rustproofed finish! e Pre-focused bulb! 
@ Trim, tu-tone color! ¢ Fully guaranteed! 


_ Oaeee FROM YOUR JOBBER OR WRITE | 


 JUSTRITE — 


the brightest name in lights 





JUSTRITE MFG. CO. Chicago 14, Illinois Dept. AD-11 
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oo. the 
fastest selling 


paint | have 


ever sold" _ 














That’s what the dealer said 
about new 
PLASTIC COLOR-SPREE. 


ASY.10.use watt paint ( 
Here’s the letter* 


°° Having sold Kyanize Paint over a period 
of years, and finding it the best on the 
market, I decided to place in our store 
the full line of Plastic Color-—Spree. 








Bh can truthfully say it's been the fast— 
est selling paint I have ever sold, and our 
many customers can not speak higkly enough 
of this particular merchandise. 


“S Plastic Color—Spree — the wonder ‘wall 
finish that anyone can use.” 


*name and address on request 


THIS LETTER !IS TYPICAL of many we are re- 
rom Kyanize customers. Many thanks to 
p Plastic Color-Spree’s 
“The wonder wall 
can use.” And don’t overlook 
ant. Get in 


ceiving f 
the writer for summing u 


many advantages So neatly — 


finish that anyone 
that “fastest selling”’ part. It’s import 


touch with your Kyanize Paint salesman — now. 





Kyanize 
PAINTS, INC. 


Everett 49, Mass. Springfield, Ill. Montreal, Canada 


113 









Hardware 





STANLEY 


*°< ont 
Re Se 


Visual packs featured in 
flexible household program 








This exciting, new, three-point merchandising program is organized 
to increase household sales in every hardware and building supply 
store. Just compare these features: 













1. New packaging. Now Stanley household hard- 
ware is dressed in eye-catching Visual Packs. It’s 
mounted on stunning yellow-and-black, space- 









saving cards—protected by a newly developed 
transparency that won’t crack, cloud, discolor 
or loosen. 

2. Layout guides. Stanley overlays make it easy for 
you to group related items, stimulating impulse 
sales. 

3. Store adaptability. You can display hardware 
on your wall or counter—wherever you have a 
pegboard—or on the floor stand furnished by 
Stanley free with introductory assortments. (If 
you already have the floor stand, it’s easy to con- 
vert to the new layout with its new related 
groupings. ) 

Send for setup kit N-4—it’s free. Ask your whole- 


saler or write Stanley Hardware, Division of The 
Stanley Works, 38N Lake Street, New Britain, Conn. 






























AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 





STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools - drapery, industrial and builders hardware - door controls - aluminum windows + metal parts - coatings - 
steet and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 















A ee, 





knurled. The set is finished in fade 








proof colors and covered with spar 
varnish. Plastic coated arches are 
included. Retails for about $22. 
South Bend Toy Mfg. Co. 


For more data circle No. 38 on postcard, p. 101 


improved low-cost sprinkler 


Cost-conscious home owners will 
be interested in this new version 
of the Swingin’ Spray Model 525 
oscillating lawn sprinkler. Unit 
now features the Aqua Dial spray 
area control. Aqua dial is a 3-posi- 
tion automatic control for selecting 





full, partial or side coverage of 


lawn areas. Melnor Industries, Inc. 
For more data circle No. 39 on postcard, p. 101 


Home shop has jointer-shaper 


Your do-it-yourself trade will 
welcome the new Boose Power 
Workshop, for it includes a direct 
drive jointer-shaper with 2x2% in. 
cutter as original equipment. Kick- 
back proof under-table saw cuts 
to 2% in. depth. Large worktable 
measures 20x36 in. for cutting big 
stock. Motor is removable for hand 
use. Its rated load is 4200 rpm 
on 115 volts, AC or DC. Motor and 
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Here’s a new, eye-catching 
Stanley Merchandiser for 
continuous (“piano”) hinges 









HINGES 


e Stands on floor, hangs on wall 

e Bright, 3-color, 58%” high 
display compels impulse buy- 
ing by hobbyist and do-it- 
yourselfer 

e Front panel swings open, shows 
how to apply hinges 
































blade tilt to 90 deg for all types of | 
fancy work. Reamstown Products 














Co. 
For more data circle No. 40 on postcard, p. 101 | e Holds your choice of these four 

assortments: 

| — all steel 
Lead-free toy enamel | — all brass | | 
Parents will be customers for | — steel, brass and aluminum ae a * . 
this non-toxic enamel for finishing — steel and brass ——— Fe TRONCER O 
ail = iat 4 . > q , ' , ATER Pe 
cribs, toys, and furniture. Lead e Assortments include hinges —— ro INSTALL 
, ” Nn case fe 
30” and 48” long (merchan- EN ie 


STUROY MOUNTING 
FOR HARD WORKING 


diser also accommodates 
‘ BOORS ’ 
lengths 1’ to 6’) nOBRY PROVECTS git 


hulinneneneeseneeeeeeee 





e Screws visibly packed with in- 
| dividual hinges 





Continuous hinges have an in- 
herent appeal to all handymen. 
Boxes, louvre doors, cabinets, 
| chests — all look neater, stronger, 
| more modern when they’re 
| equipped with these long-lasting, 

_ | warp-preventing hinges. 
free Crib ’N Toy enamel protects 


children from lead poisoning. Comes | Ask your wholesaler for details on 
) 20 cans to a display carton. Warren | these sales-making M-1 mer- 
) Paint & Color Co. | chandisers and their profitable 
) For more data circle No. 41 on postcard, p. 101 | assortments, or write Stanley 
| Hardware Division of The 
| Stanley Works, 38N Lake St., New 

Colorful glassware patterns | Britain, Conn. 

Four colorful Partytime Set pat- | 
terns have been added to the Libby 

STANLEY 








a 
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Use These 2 Great Sales 
Pamt Customers 










i? staneg 


Rime? Fase: 








PITTSBURGH PAINTS 


PAINTS « GLASS e« CHEMICALS «+ BRUSHES e¢ PLASTICS « FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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§ Aids Yo Bring More 
Into Your Store! 



















© convert today’s surging interest in home decoration into 

more paint sales for its dealers, Pittsburgh has just issued a 
portfolio of unusual and distinctive rooms. These “‘dream rooms’”’ 
were specially designed by nationally prominent decorators. 


@ This attractive portfolio supplements Pittsburgh’s “Living in 
Color,” a highly popular guide to modern home color planning 
and painting. Both portfolio and color guide are featured in 
Pittsburgh Paint national advertising. 


@ Homeowners are invited to obtain copies from their Pittsburgh 
Paint dealers. If you are interested in using these two great sales 
aids to bring more customers into your store, call your nearest 
Pittsburgh Plate Glass Company branch, or mail coupon at right. 



























ee eee a eee 
7 Pittsburgh Plate Glass Company, : 
Paint Division, Dept. HR-117 
Pittsburgh 22, Pa. 7 
| Gentlemen: Please send me details on how | can put your new } 
| “Dream Room” Portfolio and “Living in Color” book to work | 
to increase my paint sales. | 
| 
| Name 
| 
Street Address 
City County State 7 
SYS Se neendllietenedlshomedlenienedll emanated eee tneeeleetteel ete en SENS A A 
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SURE-FIRE SELLERS 


IN 
Dookie 


LINE OF 
LAWN TOOLS 


The 1958 line of 
Doo-Klip Lawn 
Tools is the strong- 
est and the most 
complete in our his- 
tory! The additions 
were most skillfully en- 
gineered and, as you 
expect of Doo-Klip, meet 
’ the most exacting quality 
new low price, tho 

it maintains the fa- and performance stand- 
mous tilting stud ards. In addition, millions 

action. Slated for . ; 
quick selling will see Doo-Klip ads next 
wherever shown! Spring...more than ever before. 
So play the winner...play Doo- 
Klip and enjoy the best season 

you ever had in lawn tools. 


DK 202 — Outstanding and 
wonderful. Short stroke, 
quiet action, easy grip. 
Patented thumb-locking 
device! A sure winner! 


DK 309 —A long handle 
grass shear of full 
Doo-Klip quality at a 


Doo-Kij LAWN TOOLS 


LEWIS ENGINEERING & MFG. CO. 


pioneers in the lawn tool industry 


ALLIANCE, OHIO 








eyour £2. 
: PIPELINE 
TO 


wt = 


y.. 


WRITE... 
OR WIRE COLLECT 


for advance information 
on our new C-100 Virgin 
POLYETHYLENE PLASTIC 
PIPING. Quality — com- 
pares with the very finest. 
Price — lower than you 
thought possible. 


& 
PLASTIC 
ld 3 
PROFITS ! 


Address — Dept. HA-1057 


CONSOLIDATED PIPE 


COMPANY OF AMERICA 
1066 Home Avenue, Akron 10, Ohio 








Make Every Snowfall 
a Windfall with . . . 


KALAMAZOO SLEDS “— 
and Kalamazoo 
Service 


KALAMAZOO offers you four complete 

lines of sparkling, colorful, easy-steering 

sleds, with all the great features that 

make them “Champions” in every price 

class. PLUS an amazing “geared-to- 

the-weather” shipping service that 

permits you to sell and deliver sleds a 
every time there is snow. Ask your 
wholesaler about KALAMAZOO 
sleds and snow toys, or write 


Fabulies New 
Kalamazoo Fibreglass 


FLYING DISCS 


The original Fibreglass Sno- 
Toy — offers twirling, swirling 
snow fun for kids of all ages. 
Lighter in weight—no sharp 
edges--dents pop ovt— color 
goes all the way thru. 


for catalog sheet. 


KALAMAZOO 
SLED COMPANY 
844 Crosstown 
Parkway, East 
Kalamazoo, Mich. 
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WHAT'S NWEW 


@® For more information 
on these products and 
services use free post 
card on page 101. 





line of Thriftee glassware. The 
new decorations on 12% oz, 
straight sided, heavy base glasses 
are: Oak Leaves, Peppermint, 
Around the World and Confection. 
Eight of each pattern are pack- 
aged in gift boxes at $2 per set. 
Libby Glass Div., Owens-Illinois 
Glass Co. 


For more data circle No. 42 on postcard, p. 101 


Striped mohair paint roller 


Housewives will be attracted by 
this candy striped mohair-type 


paint roller cover. The color is 
woven permanently into the fabric 
of this cover which is bonded to a 
phenolic core. Comes in 7 or 9 in. 
lengths with 1% in. diameter. Fits 
all roller frames. Wooster Brush 
Co. 


For more data circle No. 43 on postcard, p. 101 


Modernistic pocket lighter 


This lighter is called the lighter 
of the jet age. It uses Butron for 
a cleaner, hotter flame. The Vara- 
flame lighter is housed in a futuris- 
tic body. It features finger tip 
flame height adjustment. Ronson 
Corp. 


For more data circle No. 44 on postcard, p. 101 


Extra salt water line sizes 

Two sizes for salt water TX-50 
monofilament line give a complete 
range of from 4 to 60 lb test 
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UNE-MAN CROSS-CUT SAWS 


OFFICE <>, FACTORY 


NEWARK N.J. —— YORK, PENNA. 


Mal cg 


PENNSYLVANIA 


SAW CORPORATION 





























Millions of rotary 
mower owners 
wish they had a 
riding mower 
GIVE ‘EM WHAT 
THEY WANT (and 
profitably) with 
this rugged new 


Ley boy 


gL ataleae MAKES ANY ROTARY MOWER A RIDING MOWER 


Powered with 4-cycle Briggs & Stratton or 
2-cycle Clinton engine with hand throttle, car- 
type clutch and brake pedals for sure control; 
gives full driving power AND full mowing 


power at the same time 
(something that present rid- 
ing mowers just can’t do!) 
Easy to maneuver, quickly 
attached and detached. GET 
YOUR SHARE of the “pre- 
sold” market waiting for this 
inexpensive way to own a rid- 
ing mower; ask your whole- 
saler or write us direct. 


Wille: Lazy Boy LAWN MOWER CO. 
Dept. 117, 301 W. 73rd, Kansas City 14, Mo. 


Retails with 
4-cycle 124.95 


(2-cycle 
$10 less) 


SOLD ONLY 

THROUGH 
HARDWARE 
WHOLESALERS 
































IT’S THe NEW 
SQUARE’n 
CIRCLE 


SPRINKLER! 







Model 50 


New! Amazing! 
Versatile! a — 









Square ’n Circle Sprinkler by Sherma 
sprinkles a square or a circle AT THE TWIST OF 
A KNOB! 


Square pattern puts the water where it belongs — 
on the lawn. Walks and Drives stay dry! Exclusive 
governor for perfect square regardless of water pres- 
sure. For maximum throw, set for circle! 


DEMONSTRATE! 
DISPLAY! SELL! 
Ask your jobber representative about 


“Demo-Pac’. Colorful display and specially 
priced demonstrator sprinkler included! 


































\ 


SPRINKLES 
A 
SQUARE 


DIAL A 
SQUARE OR 
CIRCLE 







SPRINKLES 
A 
CIRCLE 







































NEW MONARCH 


Precision made, designed for long service and out- 
standing sales appeal, all new Sherman 
MONARCH meets every demand for controlled 
water distribution. Ball-bearing head, arms and 
base heavily chrome-plated.15” Spray arm, 11” x 


AVEW Gold babel 


REG. TRADE MARK 

















Top Quality Sprinkler famous for “saturation” 
sprinkling. Covers 3’ to 55’ circle without flood- 
ing. Chrome-plated head, arms, sled-guide base 
and swivel. Big! 9” high, 11%” spray arm. 
11” x11” base. Rugged, colorful. Fully 
guaranteed! 





BUILT-IN 
FILTER 


H. B. SHERMAN MANUFACTURING CO. 





Battle. Creek, Michigan 
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WHAT’S NEW 


strength. Extra sizes are 50 and 
60 lb, rounding out the TX-50 as- 
sortment. A 10 lb size has also been 
added to the braided monofilament 
Spinner brand, in 100 yd connected 
spools or random length bulk spools. 


Sunset Line & Twine Co. 
For more data circle No. 45 on postcard, p. 161 





Anti-aircraft missile unit 


Youngsters will want this guided 
missile anti-aircraft unit for 


images of six different fighter 
planes on the wall which then can 
be shot with rubber tipped darts 
from the launching platform. A 
mirror viewer is used to aim the 
launcher. The 18 in. battery oper- 
ated milltary vehicle rolls on vinyl 
tires. Ideal Toy Corp. 


For more data circle No. 46 on postcard, p. 101 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 16) 
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available is a revolving display for 
hand tools being offered free. The 





































all-metal, 16 in. diam rack holds 36 
tools for quick self-service. O. Ames 
Co. 
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Electric tool packaging 


Weller electric tools get extra 
Christmas sales appeal from these 





packages designed as colorful gift 
cartons. The red and green cartons 
are self display units that show off 
the Weller soldering gun and sol- 
dering kit, sander and polisher and 
sabre saw. Weller Electric Corp. 


For more data circle No. 48 on postcard, p. 101 


High speed drill merchandiser 


; A full range of Hanson high 
speed drills from 1/16 to ¥% in. are 
on display in this self selling wall 
cabinet. Drills stand in metal 
shelves behind a clear plastic front. 

| Holes in the shelves also act as 

: drill gauges. The natural oak cabi- 
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net has a drawer to store extra 
drills. Retail value of drill stock is 
$119.90. Display is free with deal. 
Henry L. Hanson Co. 


For more data circle No. 49 on postcard, p. 101 


Home packaging material rack 


Impulse sales of See-Safe home 
freezer packaging materials will be 
















Model 2-S-1 


Sherman rockets ahead in *58 with 
all new Advanced Design Wave Sprin- 
klers. The “New Look” plus exclusive 
“Flik-Quik” Pattern adjustment control gives you 
an unbeatable profit combination for your lawn 
and garden department! 


ANOTHER SHERMAN FIRST! 


New “4-Pac” includes four New Advanced De- 
sign Wave Sprinklers and Eye-Appealing Display! 
Demonstrator Sprinkler included at special low 
price! Ask your jobber for details! 
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H. B. SHERMAN MANUFACTURING CO. 
Battle Creek, Michigan | 















































still want quality! 














that’s why it 
always pays 
to sell 

GREENLEE 


me 








iy 


The minute you hand a GreeNn.ze tool 
to a customer, he can “‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GREENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges. . 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GREENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Greenuezz. Line includes 

Fe famous GREENLEE 22 Solid-Center Auger 
= Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
os Turning Tools .. . Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 


GREENLEE 


ee ee. 


















FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send 
request on your letterhead. 
























GREENLEE TOOL co. 
1811 HERBERT AVE., ROCKFORD, ILL. 
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TO HELP YOU SELL 





New Displays and Other 
Dealer Sales Helps 





stimulated by this attractive mer- 
chandiser. The unit comes free 
with an assortment of See-Safe 
home freezer and refrigerator pack- 
aging items. Included are plastic 
kits, bags and boxes of all types 
ranging from 49¢ to $3.49 each. 
The fixture is 48 x 14 in. x 64 in. 
high. Mehl Mfg. Co. 


For more data circle No. 50 on postcard, p. 101 


Full line of painters’ aids 


Do-it-yourself customers will be 
traffic for this line of painter’s 
helpers. It is called Dexall, and 
includes: hard-brush cleaner, glue, 
elastic glazing compound, caulking 
compound, wood bleach, patching 
paste, and glue and tack rags. This 
coordinated line aids tie-in sales. 
Cleaner comes in pint, quart, and 


gallon sizes. Glazing compound is 
packed in 1, 4, 16, and 80 lb cans. 
Two-component bleach is two bottle 
unit in \% pint, pint, and quart sizes. 
Caulking compound comes in bulk 
and cartridges in white or natural 

















NEW 


Jig Saw-Drill Power Kit 
Saw-Drill-Power Kit 
Sander-Drill Power Kit 



















oe in a sparkling gift case that’s got 
ow the whole industry talking! 


on Monitor-NBC Radio, 109 Sunday 
newspapers, Life, Post, Look, 11 other 
national magazines! 





to give you a 66%4% profit margin! 







| find Your B&D 


aere| Look under "Tools-Electric” Rings the bell that rings up your sales! 


| Yellow Pages’ | 
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RESIDENTIAL HARDWARE 


by 


. newly added to the fine 
line of top-quality Builders’ 
Hardware by SAFE 


since 1849. 
206, 101, 201 Flush Pulls * 


Pulls * 784, 109, 209, 


Order from your jobber. 


PADLOCK and HARDWARE COMPANY 
LANCASTER, PENNSYLVANIA 


Tow! “dams-Rite Type” 


353 Jamb Bolt * 44 Edge Pull * 102, 202. 


115, 734 Flush 


114 Flush Pulls ° 
444, 445 Cremone Bolts * 34” - Vo” 
3" Surface Bolts and Slide - Bolts 











your 


stockroom : 
for 

stainless ae 
fastenings “AN 


Write, wire, or phone for your 
copy of the new STAR catalog. 








649 Union Bivd., Paterson 2, N. J. 


124 












@ Phone: Little Falls 4-2300 
Direct N. Y. Phone: Wisconsin 7-904!- 





You have 7,000, that's right SEVEN 
THOUSAND, sizes and types of 
stainless steel fastenings at your 
fingertips, RIGHT ON THE 
SHELF®, when you deal with 
Star. No storage problems .. . 
no out-of-stock problems . 

you can get JUST THE FASTEN- 
INGS your customers want... 
DELIVERED PROMPTLY .. 

ANY QUANTITY. THAT'S STAR'S 
SPECIALTY! 


FOR DEPENDABLE SERVICE... 
QUICK SERVICE .. . LOOK TO 
STAR, the one-source resource for 
stainiess steel fastenings! 


STAINLESS STEEL 

* A W Drilled Fillisters °* Bolts 
* Cap Screws * Dowel Pins * Cofter 
Pins * Machine Screws * Nuts * 
Pipe Fittings * Sheet Metal Screws 
* Sockets, Cap and Set * Stud Bolts 
* Taper Pins * Washers * Wood Screws 





Stainless Stan 
says “‘Star’s 
Screws have 
clean, bright-and- 
shiny heads” 


Philadelphia: WAlInut 5-3660 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


color. Hold-Tite glue is in 2, 4, 
8 oz squeeze bottles. Deshler Prod- 
ucts, subsidiary of Sherwin-Wiu- 


liams Co. 
For more data circle No. 51 on postcard, p. 101 


Solderiess terminal display 


You can display an assortment of 
10 popular solderless terminal num- 
bers with this display unit, No. 
1500. Unit is made of steel and can 
be used either on counter or mount- 
ed to wall. Self-pricing tabs appear 





before each bin on the two shelves. 
Three-color card illustrates and 
describes each terminal. Unit also 
features compartments for give- 
away folders and bolt-cutting 
crimping tool. Vaco Products Co. 


For more data circle No. 52 on postcard, p. 101 


Junior garden tool package 


The True Temper 3-piece junior 
size garden tool set is being pack- 
aged in this attention getting green 
and yellow display carton. The 
handy carton is tapered to stand on 
end for effective display in the 
window or on the floor. The small 


NOVEMBER 7, 1957 























Se eat a eed 


MEE DN A 


























The case of the customer who keeps coming back 


I knew he lived in the neighborhood, but he'd never been 
in my store until the day he stuck his head in the door to 
ask about refinishing an old cabinet. Seems he'd had bad 
luck with paint removers—wanted a more effective one. 

Right away I told him about safe, nonflammable paint 
removers, the kind made with Dow Methylene Chloride. 
Got out a can and showed him how it actually lifts old 
paint in minutes. He agreed that it sure beats hours of 
scraping and sanding. Does the job better as well as safer. 


YOU CAN DEPEND ON 


IIARDWARE AGE, NOVEMBER 7, 1957 


He's been back dozens of times since. Matter of fact, he's 
a steady customer. Buys lots of things besides paint remover, 
too. The way I figure it, nonflammable paint removers are 
the kind of products that help build customer confidence 
and repeat sales. You can bet your bottom dollar I keep 
them in stock all the time! 

For more information about paint removers made with Dow 
Methylene Chloride, write to THE DOW CHEMICAL COMPANY, 


Midland, Michigan, Department SO 1023L-1. 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


size shovel, rake and hoe have cop- 
per bronze finish, maroon ferrules 
and fire-hardened handles. Sells for 
$3.98 per set. True Temper Corp. 


For more data circle No. 53 on postcard, p. 101 


Power tool packaging 


Cummins power tools are being 
shipped in eye catching cartons 
with model numbers on two sides. 
Printed brown and black on a white 
background, the cartons have been 








An entirely new area of profit for the hardware dealer! 
Quality stainless designed for today’s market...merchan- 
dised and priced to sell itself...in sensible merchandise 
units especially geared for hardware stores. Individually 
presented on beautifully designed cards under clear plastic— 
the only skin-packed flatware! Counter or shelf racks dis- 
play the merchandise with self-service appeal. Specially 
priced deals including open stock and sets are available. 


For complete information write to 
CONTINENTAL STAINLESS CORPORATION + 690 Broadway + New York 12, N. Y. 





a. 
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reduced in size and are identified 
with four-side marking. Cummins 
Power Tools Div., John Oster Mfg. 
Co. 


For more data circle No. 54 on postcard, p. 101 


Aerosol Christmas package 

A 16 oz can of Plasti-Kote 
Christmas Snow and a fire extin- 
: 3 guisher have been combined in this 


ee , “ 
' ee ee package to provide your customers 
| Continental “ os | 7 with a safe, white Christmas. The 
Gonsole 


Stoling’ 


@eeeeeeoeeeoeeeeeeee eee & OF 


9 Vented Heaters 
15,000 to 85,000 BIU 
25 Unvented Heaters 
10,000 to 50,000 BTU : 
Send for new catalog heater styling 


showing complete Martin CAS HEATERS 
Line and dealer aids. A.G.A. APPROVED QE 


MARTIN STAMPING & STOVE GO., suntsvitte, ate. 


vso0o0 


A new concept in 
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Do yow sell for less 


when prospects say, 


“i can buy it for less’? 


Or do you have the right answer for this ancient price 
argument? 


There is a right answer—and Fairbanks-Morse has it— 
in easily read chart form. 


Perhaps you would like to see the new Answer Chart 
Fairbanks-Morse has prepared for you. 


Mail the coupon today. We’ll see to it that you will 
have the Answer Chart explained to you promptly. 


Model H-657-M12 


Fairbanks, Morse & Co., Dealer Div., 
Dept. HA-11-7, Chicago 5, Illinois 


Far RBAN ks = MORSE Gentlemen: If there’s an answer to the price problem, I want to know 


. about it. Ask your salesman to stop by and show us your Answer Chart. 
a name worth remembering when you want the BEST ‘ 
oh oa ; a 





Your name 


WATER SYSTEMS * GENERATING SETS * MAGNETOS 
PUMPS * MOTORS * SCALES * DIESEL LOCOMOTIVES AND ENGINES 


ee wen esoeececseees 
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We'd like to repeat- 


TO HELP YOU SELL 
“THE COMBINED NORTH & JUDD- New Displays and Other 


WILCOX-CRITTENDEN LINE Dealer Sales Helps 
LEAVES SOME PROFIT FOR You” combination pack is offered at a spe- 
, / 


cial promotion price in a multi-col- 
ored display wrapper. Also avail- 
able is a pack containing a 16 oz 
can of gold and one of silver paint 
in a Christmas wrapper. Plasti- 
Kote, Ine. 


For more data circle No. 55 on postcard, p. 101 





Permanent lantern display 


; : This 3-color metal merchandiser 
IS Fig ht, the with perforated paneling serves as 
. a permanent display for Radar-Lite 


, ‘ lanterns. The 36 x 20 in. unit is 
packaging is the way finished in eye-catching red, white 
you like it, and you save buying, 

shipping and handling costs 


because it comes from one 


Do DonnDD freight-saving source. 
po 000m00 











and black, and highlights the ver- 
satility of the lanterns. A remov- 
able overlay with a Christmas mes- 
sage is available with the display. 


Burgess Battery Co. 
For more data circle No. 56 on postcard, p. 101 








Vacuum cleaner merchandisers 


GE vacuum cleaner sales will be 
stimulated by the table top demon- 
strator (shown) constructed of 
yellow perforated paneling with 
tables that attach to either side or 
the center. The cleaner and attach- 


© Vacuum Cleaners Ei Vacuum Cleaners 











If you’re interested in a real hardwareman’s line, _—- 
write us. Ask for the new catalog of these two profitable brands mee © BL ? ok 


Po Y 
NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 


tes 
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WHAT'S NEW 


IN GAME TRAPS THIS FALL ? 


HERE ARE +22 BLAKE & LAMB 
YOUR THREE One of the late additions 


to the Blake & Lamb line 
BEST ANSWERS is the rugged #214 made 


BY for the trapper who wants 


an extra large single 
B | ) K E spring trap. 
& +1U.S. BLAKE & LAMB 
SURE HOLD 
| A M 4 The guard feature on this 
trap has been redesigned 


THE TRADE MARK for still greater efficiency 
OF RELIABILITY making a great trap 
greater. The trappers like 

it. 


#1 D.S. BLAKE & LAMB 


This is the latest Blake & Lamb trap. 
It is a #1 size trap with double spring 
performance. You will be asked about 
this trap. 


MR. DEALER: YOUR BLAKE & LAMB 
SALES ARE BOOSTED BY NATIONAL 
ADVERTISING IN TRAPPER PUBLICATIONS 





THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURER 
SOUTH BRITAIN, CONN. 


HARDWARE AGE, NOVEMBER 7, 1957 








my 
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New Displays and Other 
Dealer Sales Helps 








CATALOG 


_ments are shown effectively on the | FOR 

unit that can be used in groups to e LINEMEN 

show — a ea | e ELECTRICIANS 

vacuum cleaner display promotes | 

the forward and backward or dou- | e INDUSTRY 
_ ble cleaning action of the machines. | — 
_ Lights flash alternately on the 18 x HiT Ld Phy] 
20 in. unit. Also available, is a Hii] | | fifi} 
floor polisher display for high traf- | / | | j i} } 
_ fic areas. General Electric Co. PETS? 
| For more data circle No. 57 on postcard, p. 101 














Counter display for mops 
Daisy counter display for dish 
and bottle mops features a white, 
| orange and black bucket that holds 








ELECTRIC 
GENERATING 
PLANTS 


“j my » 4, & ge 4 
ae 4 
re 46 0¢. 


24 mops in regular or jumbo sizes. 
The mops are available in orange, 
| yellow, green, and pink individually 
'wrapped in black, orange, and 
|white polyethylene wrappers. 
| Quickie Mfg. Corp. 


| Fer more data circle No. 58 on postcard, p. 101 








GASOLINE 
ENGINES 














100 years ago in 1857, Mathias 
| Klein opened a little forge shop in 
_ Christmas display for clocks Chicago. Out of this has grown the 

: national institution known as 
Ten clocks in the Westclox line | Mathias Klein & Sons. 


in electric and spring wound models | To dramatize this 100 years of 


| are featured on this compact coun- | ‘%¢fvice to industry, Klein has pre- 
| pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 


A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
—good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


Week KEEIN & Sons 
Established 1857 Cucage, BL 0S 
McCORMICK ROAD e¢ CHICAGO 45. ILLINO 


ELECTRIC 
PORTABLE 
POWER 
TOOLS 
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made by PIONEER GEN-E-MOTOR CORPORATION 


5841 W 


x 
- 
$ 
as 
& 
0 
2 
* 
% 
0 
& 
o 
wt 
“ 
=) 
0 
> 





HARDWARE AGE, NOVEMBER 7, 1957 














SWEDISH 
WOOD CHISELS 


~ 


Set 300-4 
(%"-a"-%"-1") 








(%"-He"-Ye"-Vo"-%e"- 
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Set 300-6 


























Gift Box 
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Esteel Wood Planes .. . hi-quality, 
superior cutting wood planes. 
Three styles available in 5 sizes. 


Bushman Bow Saws .. . sturdy, 
well-balanced bow saws with 
patented tooth blade for easier, 
faster cutting. Available in 11 
different sizes. 






SEE YOUR JOBBER 


GENSCO 


A DIVISION OF 









GENERAL STEEL WAREHOUSE CO., INC. e@ 
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1802 North Kostner Avenue e@ 






Everyone gets a little more in profits and 
benefits with Gensco Swedish Wood Chisels. 

You will like the completeness of the line 
(4%4" to 2”). Free Merchandising Display 
that sells its “head off”... can mean greater 
profits. You'll appreciate the protective 
Sstrip-off plastic coating that prevents nicks 
and rust, the handy roll packages that will 
help increase your sales volume. 

Customers like the superior quality, razor 
sharp edges, unbreakable handles with blade 
size stamped at the end. And a price that is 
well within reach of every pocket. Realize 
extra tool sales and profits today .. . sell 
and stock the tool line that offers more sala- 
bility, Gensco. 





ee 

Lindstrom Pliers and Cutters .. . 
easy to grip, tough, extremely 
flexible pliers and cutters. Avail- 
able in a great variety of sizes 
and shapes for light or heavy duty 
work. 


“a> 


Complete line of Builders’ Hardware, machine screws, stove bolts and wood screws. 


WRITE FOR LITERATURE 


TOOLS 


Chicago 39, Illinois 





hice 


CLAMPS 


PRICED TO SELL .. . QUICK 


Customers instantly recog- 
nize and like B&C Lew 
Cest, High Quality, De- 
pendability. 


DUCTILE IRON 
CARRIAGE CLAMPS 


8 sizes to 8" openings. 

1", 2" and 3" are Malleable. 

1", 2", 214" and 3" finished in 
bright nickel plate. 


SUGGESTED RETAIL 








—t 4"... .$1.62 
S <«<seuue So"... 220 
2a"... . 74¢ 6" ..-. 200 
S eonssvee s".... 3.74 


DUCTILE IRON 


DEEP THROAT 
CLAMPS 








7 sizes to 6" openings 
SUGGESTED RETAIL 


a. eco Oae 4"... .$3.16 
= «ceo Fae S".... 3.58 
22". .$1.08 Ores OO 
y ov UM 


Combination vise type andle and free 
acting rocking pads on both above types 
of clamps assure quick, easy, safe tight 
clamping. 


Sell and steck the B&C complete line. 
Profit be wee grewing demand . 

quicker prefits. = late for a the 
facts, or see your jobbe 








THE 


BRINK & COTTON 


MFG. CO. 


33 POLAND STREET «+ BRIDGEPORT, CONN. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








ter gift display for Christmas pro- 
motion. The display holds one Big 
Ben, Baby Ben, Frill, Dash, LaSal- 
lite, Tide, America, Travalarm, and 
Travette. 
the same theme, is offered with 
watches. Westclox Div. General 
Time Corp. 


For more data circle No. 59 on postcard, p. 101 


Vacuum cleaner display unit 


With this vacuum cleaner display 
unit, you can display two Westing- 
house cleaners, the Mobile and the 
Carousel, side by side or as two 
separate units in different parts of 





the store. Unit is finished in five 
colors. When cleaners are displayed 
side by side, unit takes up only 42 x 
18 in. of floor space. Westinghouse 
Electric Corp. 


For more data circle No. 60 on postcard, p. 101 


Christmas tape merchandiser 


Just in time for Christmas sell- 
ing, you'll roll up big impulse sales 
with these cellophane and giftware 
tape floor and counter merchan- 
disers. There are 11 display units 














A similar display, with. 








ASAFARI..T0 
HHA Goon you WANT! 
nay ee ZN 


QS OLD 
\ | DRILLS 























IT'S SO MUCH 
Easter with 


“Brows 


DRILL 


Sey Seller nicpiay 


= noes 





PILFER PROOF 
STIMULATES IMPULSE BUYING 
KEEPS RIGHT SIZE IN RIGHT PLACE 
MAKES INVENTORYING EASY 


CONTACT YOUR JOBBER OR — 
SEER mem RR 
HENRY L. HANSON COMPANY 
24 UNION ST. WORCESTER, MASS. 
aminiasiieieenieniiaas titan nd 
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CRESTOLOY END CUTTING NIPPERS 
No. 72, 6”. Also in size. 


Each and every 


CRESTOLOY PLIER is 
individually tested! 








_. 












CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 


CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 
No.1950, 8”. Also in 6” and 7” sizes. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
- No. 654, 6". Also in 7” size. 


CRESTOLOY DIAGONAL CUTTING 
PLIERS 
No. 942,6”. Also in 4’ and 5” sizes. | 






When you choose a CRESTOLOY 


PLIER you know you are getting top 
value and proven performance. After 
rigorous factory testing for ease of cut- 
ting, hardness of blades and strength, 
each tool that passes these tests is tagged 
with the certifying tag reproduced 
above. CRESTOLOY PLIERS are 
available in more than a score of pat- 
terns including the five popular types 
illustrated. 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


JAMESTOWN, 


CRESCENT TOOL COMPANY, 
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HARDWARE DEALERS every- 
where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 
tures. Ask your jobber for details. 





CRESCENT TOOLS — 


Sign of the A MISAN 
Sylbol of Cuccllence 


NEW YOR K 


You can be sure 4 
of providing 6 
customer 
satistaction 
when you 
sell... 





TROLLEY TRACK 
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. 
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and HANGERS 


for industrial, commercial & farm buildin 


Time-tested...top-quality...best- 
sellers... backed by over 75 years of 
experience ...ALL are adjectives that 
describe R-W's line of trolley tracks 
and hangers—ALL are important to you 
for greater sales volume and added 
profits. R-W offers you a line that sells 
on reputation...a line that you can 
sell with assurance of knowing your cus- 
tomer will be satisfied. There’s a type 
and size to meet your customer’s exact 
requirements. R-W Trolley Track and 
Hangers will provide dependable, 
trouble-free operation year after year 
...even on doors weighing a ton. 





“EaR-Way” Track and Trolley for 
smooth, effortless operation. R-W 
No. 239 track has ears spaced on 
12-in. centers that are attached to 
walls by lag screws. Bosses hold 
track away from building allowing 
free passage of air and preventing 
rust. R-W 346'2B hangers have ball 
bearings and vertical and lateral 
adjustments. 








WEATHERPROOF BARNDOOR TRACK and 
HANGERS ...the favorite of farmers every- 
where. R-W 36 self-cleaning type track is 
weather and bird proof. R-W 423 hangers 
feature roller bearings and lateral and vertical 
adjustment for easy, dependable operation. 





“LOCK JOINT" TRACK and 
HANGERS for doors 1% to 
2% inches thick. R-W “LOCK 
JOINT” track No. 31 is avail- 
able in 4, 6, 8, 10 and ‘2 ft. 
lengths. R-W No. 20-2 hangers 
will provide years of depend- 
able operation... features 
roller bearing steel wheels, 
lateral and vertical adjustment 
for fool-proof operation. 


A “Glide-Ride”’ for Doors that Slide! 


for complete information. 


Leading manufac- 
turer of Track, 
Hangers, all types 
of hardware and 
Electric Door Op- 
erators for over 
75 years, 


310 W. THIRD STREET, AURORA, ILLINOIS + Branches in Principal Cities 
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A HANGER FOR ANY DOOR THAT SLIDES’ 
























TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





in the line, ranging from a counter 
merchandiser with 60 assorted rolls 
of tape to a floor center holding 
60 doz rolls (shown). In all, there 
are three types of floor displays 
and eight counter sales units. Min- 
nesota Mining and Mfg. Co. 


For more data circle No. 61 on postcard, p. 101 


Permanent appliance display 
Five Mixettes plus four other 

appliances can be shown together 

on this permanent display for 





Hamilton Beach appliances. The 
compact 14 x 39 in. merchandiser 
is free to dealers who order nine 


appliances. Hamilton Beach Co. 
For more data circle No. 62 on postcard, p. 101 


Water softener package 


Sterling Brine Buttons, for water 
softener regeneration, are being 
packaged in yellow paper bags 
printed in red and blue. They’ll ap- 
peal to water softener customers. 
More interesting displays are pos- 
sible with the new bags that have 
the brand name printed on the ends 
and sides. Weight calibrations on 
the sides provide easy measure- 
ment. The 25 lb bag has a handy 
carrying handle. Available in 25, 
90, and 100 lb bags. IJnternational 
Salt Co., Ine. 


For more data circle No. 63 on postcard, p. 101 


Garden supply merchandiser 


This merchandiser gives you 16 
feet of shelf facing and 8 feet of 
space for advertising messages in 
just 4 sq ft of floor space. It 
dispenses bug and weed killers and 
Instant Vigoro from four sides. 
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TEMCO....the company with a single purpose... 


























Your best single source of supply for 


gas heating equipment 


For over a quarter of a century TeEMco has devoted its 
energies and research to one central theme — the manu- 7 ENCO - 
facture of more efficient, more economical heating equip- yg inc. 
ment that uses gas as a fuel. And it is the complete line, NASHVILLE, TENNESSEE 

too, with a heating unit for every need. Whatever the Ww ; con 
problem — for a single room or an entire home turn Gas Healing Specialist fot the Nelion 

to Temco for the best answer. For year ’round comfort 

Temco offers air-cooled air conditioning units that are 

designed for use with TeEmMcoO warm air furnaces or as 

add-on units with existing furnace installations. 
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~. [wo Special-Value 
pe» Gift Sets For Xmaa'S7 







taware Lele 


PROMOTION 


Advertised to 70 Million in maga- 
zines; full-page, full-color ads in 
McCall’s, Rural Gravure, Progres- 
sive Farmer, Successful Farming; 
television spots in 30 major markets; 
newspaper ads for local impact. 


Not just one, but two special-value 
gift sets for Xmas ’57. They make 
up Boonton’s Double Belle Promo- 
tion—a Starter Set to give you top 
volume as a smaller-ticket gift item 
...a complete Service for Eight to 
trade up to large ticket sales. This 
great combination is backed by ad- 
vertising and promotion across the 
nation! Order, promote Boonton- 
ware Belle for Xmas ’57. 








16 Pc. Starter Set for 4, plus 
Gift Salt and Pepper Set. 
$18.75 value, Gift Price $14.95. 
48 Pc. Complete Service for 8. 
$61.05 value, Gift Price $49.95. 


broonlomware 


Finest of ali Melamine dinnerware 
Boonton, N. J. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 














| Unit stands 6 ft high, and has a 

_ bin portion in the base which holds 
more than 400 lb of stock. A layer 
of paraffin protects it from floor 
moisture. Called the 1958 End-o- 
Rak, this merchandiser is free with 
seven or more cases of Swift’s 
garden products. Plant Food Div., 
Swift & Co. 


For more data circle No. 64 on postcard, p. 101 


Industrial door catalog 

This catalog covers all types of 
doors: Steel and wood, industrial, 
and commercial. It furnishes 
dealers with important technical 
data on specifications and installa- 
tion for doors of all types. Besides 
data, photographs show application 
and installation. Richards-Wilcox 
Mfg. Co. 


For more data circle No. 65 on postcard, p. 101 


Potted plant display rack 


Extra profits from impulse sales 
of potted plants can be reaped from 
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NO. 5 OF A SERIES 
How Hardware Stores can 





complete line of G-E Bulbs ar ag 





make more money selling a | SS 


a) 


SELL G-E SPOT 
AND FLOOD LAMPS... 
COLORED BULBS, TOO 
...1O DECORATE HOMES 
FOR THE HOLIDAYS 


General Electric Spot and Flood Lamps 
will boost sales and profits now! 


Big volume, too, in 25-Watt 
Red, Green and Blue Bulbs 


HAVE YOU NOTICED IT, TOO? Each year more and more 
people spend more and more money decorating and lighting 
the outsides of theit homes for the Holiday. Entire neighbor- 
hoods sparkle with unusual lighting effects—new combina- 
tions of G-E spot and flood projector lamps, and strings of G-E 
25-watt colored bulbs! The market's as big as all outdoors. 


MORE SALES, MORE PROFITS FOR YOU. It's a big 
market—and growing. G-E projector lamps (hard glass for 
outdoor use) have a high unit price ($2.20 each) and give 
you a high compensation. They build store traffic, give you 
a good opportunity to sell outdoor sockets and wiring, too! 
BACKED BY MAGAZINE AND TV ADVERTISING— Full 
page, 4-coloradvertisements in the SATURDAY EVENING 
POST, December 7, and in PARADE, December 8, plus a 
dramatic commercial on ‘“‘Cheyenne’’ on December 3 pre- 
sell your customers on General Electric Projector Lamps! 
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G-E BULB SELLING HINTS FOR HARDWARE STORES 


1. Group G-E spot and flood lamps, and 25-watt colored 
bulbs with your other Christmas lighting and decoration 
items. Recommend them to your customers as something 
new and dramatic. 


2. Use spot or flood lamps (clear or colored) in your window 
or inside the store to highlight your displays but make sure 
the spot or flood lamps, themselves, can be seen. It will help 
demonstrate to the customer the effect he can get in his own 
home and help you sell other merchandise, too. 


3. Display related items such as outdoor wiring, outdoor 
fixtures with these lamps to get extra profitable sales. 





Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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No. M-P Victor 
Twin-Pac, 15¢ 
(2 Victor mouse traps) 





No. M-S Victor 

2-Pac, 15¢ 

\ (2 Victor mouse traps) 
No. M-O Victor 
4-Pac, 29¢ 

se Victor mouse tra ps) 


Gone are the days of one-at- 
a-time mouse trap sales when 
you sell Victor traps. Victor 
mouse traps are “‘dressed-up 
to sell’”’ 2 or 4 at a time in 
the new Twin-Pac, 2-Pac or 
4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 
than ever before. 






Order Victor mouse and rat traps from 
your wholesaler, today! @ 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. « PASCAGOULA, MISS. « BERKELEY, CALIF. ¢ NIAGARA FALLS, CANADA 


silty 











SAWHORSE 
BRACKETS 


ume & Adtwooo 


Kerosene 


for Lamps 
Incubators 
Brooders 
Water Heaters 





@ NO NAILS 





show them in actual use @NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps os Ti si = _ 
em, a SAWH ft nan sf 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 

















FREE. 


MAKE UP A 
JIFFY SAWHORSE 
TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 





‘Pruume & A\twoon 


MANUFACTURING COMPANY 
THOMASTON, CONNECTICUT 


GRAND HAVEN STAMPED PRODUCTS CO 
Grand Haven ta. 





TO HELP YOU SELL 











this Garden Center floor display 
rack. The lightweight aluminum 
rack is a complete self-service unit 
of all types of plants potted in 
Reynolds Alumipots. The aluminum 
foil pots come in silver, red, gold, 
green, and blue. The attractive 
plant rack is an ideal tie-in with 
garden equipment promotions. Rey- 
nolds Metals Co. 


For more data circle No. 66 on postcard, p. 101 


Waxer fioor merchandiser 


Everything your customers need 
for complete floor care can be dis- 





played in less than 4 sq ft with 
this merchandiser. Each of these 
units holds nearly $30 worth of 
Wax-O-Matic waxers, Master-Matic 
rug and floor scrubbers, and Mag- 
netic-Foam brooms. Merchandisers 
are available free through whole- 
salers. Master Mfg. Co. 


For more data circle No. 67 on postcard, p. 101 


Tree flasher merchandiser 


You can build sales of Eagle 
winkers for flashing Christmas tree 
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FOR SOUND SLEEP 

















springlatch 


with chain guard 9 <"~ 








This exclusive Yale night latch development will 
attract customers who want door chain safety without middle-of- 
the-night inconvenience 


imagine a door chain that releases itself—but only 
for the right person with the right door key! It’s the 
revolutionary new Yale No. 83 Springlatch with 
Chain Guard, combining all the security of an out- 
standing pin tumbler lock with the added safety of a 
door chain. It’s sure to sell to roommates and fami- 
lies who want double-security without getting up 
from sound sleep to let other members of the house- 
hold in. 


The Yale No. 83 Springlatch with Chain Guard is 
attractive enough for any room. It can be master- 
keyed using 1109 cylinder. Fits right or left hand 
doors opening inward. The chain can be removed 
when desired. 


FREE TO DEALERS: A self-selling demonstrator mount 
for your counter with your first order of four or more 
No. 83 latches. 


The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N. Y. 
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YALE—REG. U.S. PAT. OFF: 





YALE & TOWNE 
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Bele) Gam 


about Qpal S greatest 





profit builders... 


4 new choose-your-size 


‘*rack-and-roll’’ deals 


Now OPAL Insect Wire Screening 
adds new flexibility to its proved 
profit-building dispensing rack 
and screening deals. Now, you can 
select your type of rack and also 
the widths of screening most 
called for by your customers. 


And look at the low, low prices! 
Better call your distributor be- 


fore they go up. 





.. or mail coupon. 


Deal No. 2A Space-saving single-sided Aluminum 
Rack (not shown) with five 100-ft. rolls of OPAL Alumi- 


num Screening (1267 sq. ft.). Your choice 26”, 
30” , or 36” widths. Price $119.95° 


$39.95 f.0.b. Factory). 


Deal No. 3A Double-sided Aluminum Rock with five 


28”, 
(Rack only— 


100-ft. rolls OPAL Aluminum Screening and five 100-ft. 


rolls OPAL Galvanized. Your choice above widths. Price 


$199.75* (Rack only—$52.95 f.0.b. Factory). 


Deal Ne. 4A Double-sided rack with ten 100-f. rolls 


OPAL Aluminum Screening. Your choice above widths. 


Price $222.75 


Deal No. 5A Double-sided rock with ten 100-f. rolls 
OPAL Galvanized Screening. Your choice above widths. 
Price $179.75". 


* Freight prepaid and allowed east of Rockies 


Opa 


ff America’s fastest-selling 


quality screening. 


Use this coupon today! 


Please have distributor in my territory contoct me on 


Rack Dea! No 


COMPANY 
STREET __ 
OT sicisinki 


Mail coupon to: 


NEW YORK WIRE CLOTH CO. 





York, Pennsylvania 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


lights with this 3-color self-service 
display board. Unit has an easel 
for use on counter and a hole for 
hanging on store wall or side of 
counter. Unit comes with 25 No. 
471 Eagle Flashers mounted on it. 
Eagle Electric Mfg. Co., Inc. 


For more data circle No. 68 on postcard, p. 101 


Hunting and trapping seasons 


Sportsmen will want these sum- 
mary sheets showing the 1957-58 
open seasons for hunting ducks and 
geese and for trapping muskrat, 
mink, skunk, racoon and fox. Duck 
and geese dates are given by state 
in addition to bag limits. The trap- 
ping sheet gives dates for each 
animal in each of the 48 states. 
Quantities of both sheets are avail- 


able. Animal Trap Co. of America. 


| plosion hazard tests. 
_bank-type lock bar, 
* closure, 


For more data circle No. 69 on postcard, p. 101 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





1958 line of low-cost safes 


Here is a line of low-cost safes 
to meet requirements for safe 
storage of records. Sentry safes 
now carry Underwriters’ Labora- 


wn 





tories label indicating successful 
endurance of fire exposure and ex- 
Safes feature 
new heat-seal 
cam-type locking handle, 


_improved insulation, and new styl- 


ing. John D. Brush & Co. 


For more data circle No. 70 on postcard, p. 101 | 


(Resume reading on page 17) 
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HOL-DEM 


MODEL 57 “Weed Stopper” 


Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 
Guaranteed lightning protection 


“Saf-Tee” Chopper with circuit 
breaker 


1-Wire, any-soil stock control 
2-Tone finish, sheltered terminals 
6 Models, battery or electric, from 


$13.95 











ASK YOUR JOBBER FOR A HOL-DEM 
WEED CLIPPING DEMONSTRATION, 
OR WRITE US FOR HIS NAME. 











Hol-Dem Electric Fencer Co. 
1332 Quincy Street N.E. 
Minneapolis 13, Minn. 











correct 


meters 
Non-fogging opening. 


Nylon, automatic mixer 


portions. 


pro- 


SMITH 


GARDEN KING 


Low Priced 
Power Sprayer. 
Finest made. 

12 Gallon Capacity 
Ideal for any spray- 
ing job. Briggs & 

Stratton engine. 

Double bladed me- 
chanical agitator, 
15 ft. spray hose. 


D. B. SMITH & CO. 


426 Main $t., Utica 2, N. Y. 
“Originators of Sprayers” 
























Canadian Rep. G. t. Cohoon 
1265 Stoniey St.,  thentenal 2, Caneda 
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Today’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 






















Professional and do-it-yourself painters have found that by using brushes 
with TyNeEx nylon bristles, they get the smooth, even flow which assures 
effortless painting. 

The improved T'YNEx nylon bristles in today’s quality paintbrushes 
are tipped, “‘flagged,’’ and of different lengths. Such improvements mean 
greater paint pickup and maximum area of paint coverage per dip. The 
result .. . a timesaving, streak-free finish on any surface. 


The quality of TyNex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with T'YNEx nylon bristles. Benefit 
from this preference for today’s brushes with TYNEx nylon bristles by 
stocking a complete selection. 

TYNEX is the registered trademark for Du Pont nylon bristles. 


GUDIND TXNEX 


REG. y. s. Pat. OFF 
BETTER THINGS FOR BETTER LIVING 
>. . THROUGH CHEMISTRY 
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How's the Hardware Business? 





Hardware business remains stable despite more 
competition; failures still third lowest in U. S. 


The retail hardware business 
continues to be one of the most 
stable of all retail businesses. 

Despite increasing competition 
from all sides and despite more 
pressures on businessmen general- 
ly, hardware dealers in 1957 still 
have one of the lowest business 
failure rates in the country. 

That’s the latest word from Dun 
& Bradstreet, Inc., which keeps 
records of business failures 
throughout the nation. 

Dun & Bradstreet, in its latest 
report on failures in the first half 
of 1957, reveals that the hardware 
store category has the third lowest 
failure rate of any retail line. This 
is the same position hardware 
dealers held on the failure table 
last year. For many years now, 
hardware store failures have been 
among the lowest in the nation. 

Looking at business generally, 
Dun & Bradstreet reports that 
although the number of business 
failures is increasing, the increase 
in failures is not as large as the 
increase in the total number of 
new businesses. 

The national business failure 
rate in the first half of 1957 was 
o4 per 10,000 business concerns. 
Last year it was 48. 

Other highlights of the Dun & 
Bradstreet report are: 

More than half of all business 
failures last year were among con- 
cerns in existence five years or 
less. But the proportion of failures 
among this group has been declin- 
ing steadily in the past 10 years, 
from 77.6 percent in 1947 to 56.6 
percent in 1956. 

The failure rate among busi- 
nesses in existence 10 years or 
more has increased almost steadily 
in the same period, from 9.1 per- 
cent in 1947 to 18.3 percent in 
1956. 

Liabilities among businesses 
which failed are relatively small. 
About 63 percent of the failures 
in the first half of this year had 
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liabilities of less than $25,000. Less 
than one-half of 1 percent had 
losses of about $1 million. 

States with the highest failure 
rates are Nevada, California and 
New York, in that order. States 
with the lowest failure rates are 
South Dakota, Arkansas and North 
Dakota. 


National income shows 
steady rise in 1957 


National income continues to 
rise, the government reports. 

For the first half of the year, 
national income was at a record 
annual rate of $357 billion, up 54% 
percent from the first half of 1956. 

Further gains through the third 
quarter are expected by the govern- 
ment. 

National income includes cor- 
porate profits, employee compensa- 
tion, proprietors’ and rental in- 
come, and interest income. 

At the same time the govern- 
ment reports that personal income 
in September was at an annual 
rate of $346.5 billion, just about 
the same level as in August. 


Personal income covers income 
received only by individuals. It 
does not include corporate profits 
as done national income. 


September was the first month 
since early 1956 that personal in- 
come did not show a month-to- 
month rise. 


Disston introduces 
its first power saw 


Henry Disston Div., H. K. 
Porter Co., Inc., has entered the 
power tool field. 

The firm is now marketing an 
electric hand saw, the Disston 
D-23, named after the famed 
Disston hand saw. The saw is a 
514 lb unit of saber saw design 
that will retail for $98.50. Smaller 
saws will be made available later. 









Supreme Court ruling 
may aid discounters 


Discounters may have been given 
a way to get around fair trade 
prices. 

The U. S. Supreme Court has 
upheld the right of a mail order 
house in a _ state without fair 
trade to sell products at less than 
fair trade prices in states that 
have fair trade laws. 

The Court declined to review a 
lower court ruling which permitted 
Masters Mail Order Co. to sell 
General Electric Co. products in 
New York at less than fair trade 
prices. 

’ The mail order firm is located in 
Washington which has no fair 
trade law. New York does have a 
fair trade law. 

Some observers. believe dis- 
counters will now set up mail order 
firms in states without fair trade 
laws in order to sell at lower than 
fair trade prices in states that do 
have fair trade laws. 


Variety store chains’ 
sales off in September 


Sales by variety store chains in 
September dropped 2.1 percent 
from the year-before volume. 

Only three chains reported gains 
for the month. They were F. W. 
Woolworth Co., S. S. Kresge Co. 
and J. J. Newberry Co. Their gains 
ranged from 0.1 percent to 2.7 
percent. 

Sales decreases of the other 
chains ranged from 2.9 percent to 
12.5 percent. 

For all chains, sales for the first 
nine months of the year average 
3.3 percent ahead of last year. 


September retail sales 
totaled $16.2 billion 


Total retail store sales in Sep- 
tember were $16.2 billion, the Com- 
merce Dept. reports. 

This compares with total sales 
in August of $17.5 billion and total 
sales in September 1956 of $15.6 
billion. 

Sales in the hardware, lumber, 
building and farm equipment 
group totaled $1.2 billion in Sep- 
tember. This compares with sales 
of $1.28 billion in August and 
$1.25 billion in September 1956. 
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De x alll offers 


TRADE MARK 





The Dexall man 
brings you a NEW line 
of high-profit items! 


The Dexall dealer makes 
big profits from one A 
single-source inventory! 


Dexall Products are 
nationally advertised in Better 
Homes & Gardens, American 
Home, Popular Mechanics, 
Popular Science. All of these 
magazines are read by the 
best prospective customers 


in your City. 


Evbect.a. profitable call 


Dexall... soow! 


DESHLER PRODUCTS, INC. 
Deshier, Ohio 
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you 





igger profits in paint sundries 














Dexall makes home “fix-up” jobs 
perfectly easy for your customers! 


Dexall Brush Cleaner 

Renews hardened brushes . . 

softens all paints. Nonflammable 
. « re-usable, 









Dexali Caulking Com- 
pound — Tough elastic seal 
that lasts for years. Use inside 
and out on wood, masonry and 
metal. Knife and gun grades. 





Dexall Hoild-Tite Glue 
ideal all-purpose glue. Dries 
clear . . . won't stain. Non- 
spillable “squeeze bottle” pre- 
vents waste, 





Dexall Tack Rag 

Indispensable aid to fine paint- 
ing. One wipe-over picks up 
all dust, dirt and sanding par- 
ticles. Use it again and again. 











Dexall Glazing Com- 
pound — Extra high quality 
. for glazing windows on 
wood or metal sash. Remains 
elastic . . . will not crack. 








Dexall Wood Bieach 
The easy way to bleach any 
natural wood . . furniture, 
woodwork, floors. Will not harm 
even the finest woods. 





Dexall Patch Paste 
Ready- mixed spackling com- 
pound for cracks, breaks, 
gouges in plaster or wood. Will 
not shrink or crack. Applies 
easier, bonds tighter, gives 
smoother finish. 























Backed by 35,000,000 ads 


this year alone! 


—_ | 








Expensive Boarders! 


Rats and Mice are , 


“a 














WITH 





Loft ance 


Warfarih port mice in 
nies of ra 
eo 14 days. No bait sec 
ness, pre-baiting is ne i 
necessary: For proven «a 
sults, look for oor - 
the label of the next Da 


you buy. 




















-, 
Sa. 22 


the magic name that sel/s 
RAT and MOUSE BAITS 


BE SURE THE LABEL ON BAIT 
a ee 
YOU sTock says warfarin’ 








The ALL-NEW 


UNION MT-7 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 







UNION has translated the basic de- 
sign of the famous UNION B-20 
quartered oak Chest into sturdy, 
streamlined steel. The result is the 
MT-7 ... the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature... 
ultra-modern appearance... rugged construction 
. Increased capacity .. . easier accessibility. 








CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 
stock orders now! 


JOBBERS: 
DEALERS: 


Write for literature and 
prices on the New MT-7 









STEEL CHEST CORPORATION 


LE ROY, NEW YORK 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








3-M Co. promotion set 
for decorating ribbons 


Eight national network tele- 
vision programs and five national 
consumer magazines will carry ads 
for Sasheen and Decorette brand 
ribbons, products of Minnesota 
Mining & Mfg. Co., St. Paul, Minn. 

Television programs which will 
carry the promotion are Queen for 
a Day, Arlene Francis Show, Tic 
Tac Dough, The Price is Right, 
Matinee Theater, Truth or Con- 
sequences, Bride and Groom and 
Comedy Time. 

Full color ads will appear during 
November and December in these 
magazines: Ladies’ Home Journal, 
McCall’s, Better Homes & Gardens 
and Vogue. 


Boontonware to conduct 
Christmas promotion 


Div., Boonton 
Molding Co., Boonton, N. J., is 
featuring two Boontonware Belle 
dinnerware sets for gift giving in 
its Christmas promotion. 

Full-color ads will be used in the 
November and December issues of 
McCall’s, Rural Gravure, Pro- 
gressive Farmer and Successful 
Farming magazines. 

Television and newspaper ads 
will also be used in major markets. 

The two sets being promoted are 
a 16-page starter set for four and 
a 48-piece service for eight. 


Boontonware 


du Pont prepares drive 
for garden chemicals 


A promotional campaign to take 
some of the technical mystery out 
of buying garden chemicals will be 
used next spring by E. I. du Pont 
de Nemours & Co., [nc., Wilming- 
ton, Del. 

The campaign will be spear- 
headed by an eight-page four-color 
insert in the April issue of Flower 
Grower magazine. The insert will 
be a handbook of pest control pre- 
scriptions. It will show all major 








UGHOUSEWOIES BUSINES s) BeninsiHeney 


aE 


in 


@@F DRILL HALL 


Industry Sponsored by the NHMA , ; 
for the Nation's Housewares Manufacturers and Buyers a 


ese 
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leakproof : 
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Gas Range Connectors 


The long, 10° tapered cone on Super- 
seal Connector Fittings makes posi- 
tive, leakproof connections which are 
not affected by vibration or moving the 


_ Manufacturers’ Promotions 





(Continued) 


insects, plant diseases and weeds 
and tell what garden chemical to 
use. 


Copies of this ad will be made 
available to dealers in booklet form 
for distribution to their customers. 

In addition, du Pont will con- 
tinue its local promotional efforts 
in the form of cooperative news- 
paper ads, point-of-purchase ma- 
terial, radio and television pro- 


| motion. 


Play-Doh modelling kit 
featured on television 
Rainbow Crafts, 


Inc., Cincin- 


nati, is promoting its new Play- 


Doh Play-Pak on television. 

The modelling kit is featured on 
the Captain Kangaroo television 
show on CBS-TV. Other television 


commercials appear on Romper 
Room. 
Promotional ad materials for 


| dealer tie-in ads are available by 


range in and out of position. The fit- | 


tings are rugged, cadmium-plated, 
malleable iron with no sharp edges to 
shear the aluminum tubing. 


And here’s another thing installation 
men like. Because tubing can be easily 
bent, it is always possible to make neat, 
flush-to-the-wall installations. 


Superseal Connectors are certified by 
the American Gas Association and are 


writing to Rainbow Crafts, Inc., 
2815 Highland Ave., Cincinnati 12, 
Ohio. 


Full-color ad campaign 


is set for Borg scales 


listed by Underwriters’ Laboratories. | 


of female elbows and male or female 
adapters; 34-inch pipe thread; 12 to 
60-inch lengths. Over 400 U. S. distrib- 
utors. Insist on Superseal. 


“Every Superseal Fitting 
. is a union in itself’ 





COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA 


— 7 ee 


An advertising campaign to 
promote Borg scales for Christmas 
gift giving has been prepared by 
Borg-Erickson Corp., Chicago. 

Four-color ads will appear in 
these women’s magazines: Ladies’ 
Home Journal, McCall's, True 


They are produced in any combination | S40"y and Bride’s Magazine. 


Theme of the ads is “Give some- 
body a lovely figure for Christ- 
mas.” The ads feature the entire 
line of Borg scales. 


Lawn-Boy will use 100 
newspapers in spring 

Lawn-Boy Div., Outboard 
Marine Corp., Lamar, Mo., will 
launch a national newspaper ad- 
vertising campaign next spring for 
its rotary power mower. 

Ads will appear in 100 key mar- 
ket newspapers. Ads will stress the 
1958 mower line and, in particular, 
the introduction of the Loafer 
rider-mower. 

















This Gardner two-drawer spring 
cabinet really is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and types of 
extension and compression springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 
908 Pole Sockets 


ARDNER WIRE CO. 


1329 Se. Cicero Ave., Chicago 50, Ill. 





Charon ounces 


another first 
. » « a complete 
e assortment of 
brass cap and 
knurled nuts has 
been added to 
the Sharon tre- 
fillable fastener 
line. 








Sixteen varieties and sizes, all 
visible, fully described and 
plainly priced, make it simple to 
quickly service the customer with 
minimum investment and large 
selection, Sharon's refillable fea- 
ture assures a complete supply at 
all times in a single, compact 
package. 

Don’t miss the opportunity to 
please a customer and fill his 
need by having these hard-to- 
find items readily available for 
his convenience. 


Stock the complete Sharon Line 
for complete customer satisfaction. 


SRL Poa, Le 


Vorwood Mass, 
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THE KENYON 
occasional clock 


. Non-breakable high-impact 
case can’t crack, chip or peel, 
and Westclox guarantees it 
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THE LACE 
electric alarm 


Hasa recessed filigreed picture- 
frame case in three refreshing 
colors. Exquisite pierced hands 
and fine, full-figure dial. Shat- 
terproof crystal. Sweep second 
and alarm indicator hands. 


No. 1325 Pink, Luminous Dial 
No. 1326 Dusty Blue, Luminous Dial 
Retail $5.98 
Dealer Cost $393 


Se TORII 





No.1320 Antique White, Plain Dial 
Retail $4.98 
Dealer Cost $34 


HOLIDAY CHEERS 


for 2 new Westclox electric alarms... 
the KENYON and the LACE 


The Lace adds grace to the 


WESTCLOX ELECTRIC 
ALARM ASSORTMENT 
NO. 555 


This colorful Display covers the most popular 
price-range for electric alarms: $3.98 to $6.95. 


Ready for your counter! Clocks are already 
mounted in factory set up display. Boxes in- 
cluded for each clock. Dimensions: 13%" 
wide, 1234” high, and 4” deep. 

1 Lace Pink luminous 

1 Lace Antique White plain 
1 Fortune Gray luminous 

1 Tide Ivory plain 


Retail $2189 Dealer Cost $1473 


A small investment for you! A big-selling show 
of Westclox Electrics for your store! 


) WESTCLOX’ 


by the makers of BIG BEN 





PRODUCTS OF ity, CORPORATION 


Above ore suggested retail or Fair Trade prices 
and subject to 10% Federal Excise Tax. 
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» 83 BEX 


Order two! Get big 5% quantity discount. 
Applies on any order of 6 or more 
Westclox Electrics 





% CHRISTMAS DISPLAY 
SUGGESTIONS FOR YOU! 


Get both the Westclox clock and watch 


Christmas Assortments with their colorful, free 
Displays, and have a complete range of Christmas 
timepieces for your counters and windows. 
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3" Coat Hook with Fiat 
Head Stee! Screws 








Lacquered Brass, 
Nickel, Chrome Plat: Se tectesios 
ed or Bright tridite twe serews 
Finish 

per hook. 


on 


— ~ a 


oe 


a ae 


GRIES E-Z A> 


CUP HOOK 


Packaged one 
hundred per box 
in 6 popular sizes, 
Yn" to 1'/4". 
Nickel or brass 
finish. Also 
popular 7" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 





mange 


JOBBERS: write today for catalog pages, 
prices on GRC's full line of fast selling 
hordware items. 





DEALERS: see your 
obber salesman for 
mmediate delivery. 


GRIES REPRODUCER CORP. 


World's foremost producer of smal/ die castings 


161 Beechwood Ave., New Rochelle, N.Y. 
Phone: NEw Rochelle 3-8600 
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Home improvement drive 
is scheduled for 1958 


Home fix-up goods will be pro- 


| moted aggressively in early 1958 


as part of a major home improve- 
ment promotion. 


The promotion, sponsored by 


_Home Improvement Council, suc- 


cessor to Operation Home Improve- 
ment, will be highlighted by a 


$125,000 consumer home improve- 


ment contest. 
A 16-page official “How’s Your 


_Home” checklist and entry blank 
_will be published in the January 





issue of Better Homes & Gardens. 
Entry blanks also will appear in 
the January issues of Successful 
Farming and Kitchen Ideas. 


The spring-summer issue of 


|Home Modernizing Guide also will 


carry the contest entry blank. 


Father's Day Council 
plans anniversary year 

Father’s Day Council, Inc., has 
started plans for the 50th anniver- 
sary promotion of Father’s Day in 
1960. 

Father’s Day in 1958 will fall on 
June 15. 

The 50th anniversary promotion 
will include radio and _ television 
programs and special newspaper 
sections. 


Manufacturers announce 


new fair trade actions 


Several fair trade actions have 


been announced by manufac- 
turers. 
Hamilton Mfg. Corp., Colum- 


bus, Ind., has had fair trade in- 





HARDWARE HUMOR 


) wick Gu¥ 
TELEVISION 
SET 
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For the first time in hardware his- 
tory, customers are asking for a 
plunger by name—Toilaflex. 


From coast to coast, gratified users 
plus our own national advertising, 
are broadcasting the name and 
creating an ever-growing demand 
for Toilaflex. 


Profit from these ready sales. Or- 
der Toilaflex from your jobber this 
week. 
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CHAIR-LOC 


Amazing New Liquid 

S$-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-a-d 
ae ly. 

@ Quickest and easiest way 
te fix chair rungs, 
legs, handles, dowels, 
dove-tails, ete. 

A Fast-Selling impuise item 

Write for Free Samples aad 

Literature 


CHAIR-LOC CO. 
Lokehurst 3. N. J. 






TOY CATALOG 


Here's every toy and hobby 
kit you need for sefting up o 
successful toy department. Educetionol pre- 
school items, woodworking and woodburning 
kits, metal tapping, work benches and baking 
tables, hand tool sets PLUS excfusive Disney- 
land and Mickey Mouse Club creations. Write 
for your copy today 
AMERICAN TOY & FURNITURE COMPANY 
6130 N. Clerk St. Chicago 26, Ulinols 
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GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Held Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 

















GOLD 653 





Paik department need a shake-up 7 


Look at Lowe Brothers! Brand new packages! No other labels look so good... 
display so well...sell so hard. National advertising! Seen by millions, and you get displays 
and merchandising aids for strong local tie-in. New products, color systems... we just can’t 


list all Lowe benefits here. Get full facts from your Lowe Brothers distributor or write THE 


Lowe BrotrHers CoMPANY, Dayton 2, Ohio 


NATIONAL DISPLAY MERCHANDISING STORE ue 
ADVERTISING MATERIALS AIDS IDENTIFICATION 








HARDWARE AGE, NOVEMBER 7, 1957 149 











FAMOUS 


OPKINS 
SAFETY GATES 


SELL BEST BECAUSE 
OF THESE GREAT 


EXCLUSIVE 
FEATURES! 


MAGIC GATE 














Goes up in a jiffy with patented self- 
locking feature. Needs no screw eyes, 
hooks, clamps or tools to put up. Closes 
when pressed down, opens by lifting up. 
Portable and won’t mar surfaces. Hard- 
wood construction, red plastic rail. Four 
sizes each expandable up to 4”. 


EXPANSION GATE 


Safest and easiest working 
expansion-type gate. Has 
no screw ¢yes or iron rods. 
At the slightest touch will 
expand and lock securely 
on contact with our new, 
exclusive safety latch. Sea- 
soned hardwood weather- 
proofed with plastic, non- 
toxic varnish. 


ASK YOUR JOBBER OR WRITE 
FOR FURTHER INFORMATION 


MANUFACTURING CO. 
LAKE CITY, PA. 


Iilustration 
shows latch 
being opened. 
Guide gate into 
latch and it locks 
instantly. 
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junctions issued against Silo Dis- 
count House, Philadelphia, and 
Shoppers World, Inc., Chester, 
Pa., restraining them from adver- 
tising and selling Cosco fair 
traded products at less than es- 
tablished prices. 

Glamur Products, Inc., New 
York, has had a temporary injunc- 
tion issued against Masters, Inc., 
New York, restraining it from sell- 
ing Easy Glamur for less than fair 
trade prices. 


Department store sales 
slip in week of Oct. 12 


Department store sales across 
the nation in the week ended Oct. 
12 were down 1 percent from their 
year-ago levels, the Federal Re- 
serve Board reports. 

Despite this weekly drop, sales 
since the first of the year continue 
to run 2 percent ahead of the same 
period last year. 

Here is a breakdown of depart- 


ment store sales by Federal Re- 
serve districts: 
Four wks. Jan. 1 

Federal Reserve One Week Ending Ending to 

District Oct. 12 Oct. 5 Oct. 12 Oct. 12 
| EB relay ata ce —10 — 7 — 8 — ] 
New York ..... — 8 — 6 — 7 + 8 
Philadelphia .. — 4 + 2 — 4 + 1 
Cleveland ee — 4 — |* — 4 — ] 
Richmond + 1 + 3 0 + 3 
Atlanta .. + 5 + §8* +4 + 3 
0 — 2 — 2 — 2 + 2 
i MD socces — ] 0 — ] 0 
Minneapolis .... + 2 — §* + 4 +8 
Kansas City ... + 2 + 1* + 2 +1 
Ee ree + § + 5 + 7 + 3 
San Francisco .. + 3 0 + 1 + 1 

U. 8. Total... — 1 0 —] + 2 

*_Revised. 

> s 

Construction spending 


expected to increase 


Sales of builders’ hardware will 
get stronger, if the present build- 
ing trend continues. 

Spending for new construction 
in September matched the all-time 
high record of $4.6 billion in 
August, the Commerce and Labor 
Depts. report. The gain was 4 
percent above last September. 

This building activity made the 
third quarter of 1957 the most 
active on record, according to the 
government. 

For the first nine months of the 
year, spending for new construc- 
tion was 2 percent higher than 
the same period of 1956. 

Spending for new home con- 
struction in September totaled 
$1.1 billion. This is the same 
amount as was spent in August. 

There is a definite pickup in 
new home construction, the gov- 
ernment report shows. In April, 






































AMERICAN 


REG. U. S. PAT. OFF. 


LUMBER 
CRAYONS 


A product of over 100 years of experi- 
ence, American Lumber Crayons are 
preferred and specified for their clear, 
long-lasting, legible marks—marks that 
work equally well on dry or green lumber! 
See the complete line of American 


Markers at your favorite suppliers. 
rt 
Ad 


yea 





the American Crayon company 
Sendusky, Ohio New York 
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Wrap up King-Size Christmas Sales 
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ca Dok King So HOUSEWARES 
ROLL-A-TRAY SETS 

Florentine Brass 

Item No. 49... $19.95 
FAIR TRADE PRICE 
Black Modern 


item No. 46... $16.95 
FAIR TRADE PRICE 





© America’s most desirable 
housewares for gifts and 
holiday entertaining... 


® Styled for smart gift-appeal 
... priced for volume selling 

















® Quality-built for Christmas 

, cheer that will last for years 
; f 
fe ’ ® You can still order 

‘6 TRAY TABLES and SETS these Cal-Dak best sellers 
*, King and Queen-Size Cae 

ie for every gift budget in time for Christmas sales 

y Sets: $10.95 to $19.95 each 

re Tray Tables: $2.45 to $4.95 each e Leading jobbers in every 

. FAIR TRADE PRICE . : - 

3 major city and Cal-Dak’s 








three factories are ready 
to fill your orders for 


King-Size HOSTESS CART 
with two removable trays 
item No. 854... $9.95 


Christmas selling... 








FAIR TRADE PRICE 





























Nationally 
Advertised 
in 





LAUNDRY CART® with 2” 
Plastic swivel wheels 


item No. 654... $4.95 
FAIR TRADE PRICE 


LIVING 
BRIDE’S 






Wheel-easy IRONING CADDY * 
Item No. 553... $4.95 

FAIR TRADE PRICE 
*CAL-DAK Trademark 
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Manufacturers of Work-Saving Quality Housewares 
Three Factories: Little Rock, Ark. « Lancaster, Pa. + Colton, Calif. 
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Goes further — no waste 


Once a contractor uses Gold Seal 
Rubber Tape, you have a steady cus- 
tomer. It molds easily to a perfect 
splice. It goes further — a few wraps 
provide a continuous sheath with 
insulating properties to match the 
dielectric strength of the original 
wire covering. For more tape busi- 
ness, stock and display Gold Seal. 
Made by Jenkins Bros., Rubber Div., 
100 Park Avenue, New York 17. 


Rubber 


In 10-roll 
containers or 
single rolls. 


Each roll sealed 
in cellophane, 
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stays fresh. 
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Gold Seal FRICTION © RUBBER © PLASTIC Tapes 
Commercial and Specification Grades 
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new home construction was 14 
percent behind 1956. By Septem- 
ber, this decline had narrowed to 
8 percent. 

Contracts for future home con- 
struction also show a pickup, ac- 
cording to F. W. Dodge Corp. 
Residential construction contracts 
in August rose 5 percent over 
last year. These contracts totaled 
$1.3 billion. The number of units 
contracted for also rose 1 percent 
to 96,965. 

The biggest pickup in residen- 
tial construction contract awards 
has been for apartment building. 
For the first eight months of the 
year, contract awards for apart- 
ments total $862 million, an in- 
crease of 57 percent over the 
same period of 1956. 


September employment 
totals down slightly 


The number of jobholders in the 
nation totaled 65.7 million in mid- 
September, the Commerce and 
Labor Depts. report. 

This was a decrease of about 
700,000 from the August employ- 
ment total. The government re- 
ported, however, that most of the 
reduction was caused by students 
who ended summer work to return 
to school. 

The total number of persons un- 
employed was unchanged from Au- 
gust. The figure stood at 2.6 mil- 
lion. 

Non-farm jobholders were at a 
record number in September. The 
total was 59.2 million. This was 
an increase of 700,000 over Sep- 
tember 1956. 


Factory output gains 


2 percent over August 


Factory output in September 
was unchanged from the year-ago 


levels. That’s what the Federal 
Reserve Board reports. 
The board’s index of total in- 


dustrial production stood at 146 
percent of the 1947-49 average of 
100. This figure was the same in 
September 1956. It was up 2 per- 
centage points from August. 
Output of consumer durable 
goods was down 15 points from 
August, but up 4 points from the 


| September 1956 level. 
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PURITAN 


toilet seats 


ee decorators’ colors 
See your jobber! 


Co etary PRODUCTS, 


Catan P80 
CLEVELAND 2, OHIO 


— 


Do You Want te 


Sell or buy a store 





* Represent new accounts 


- Hire experienced 
hardware personnel 

* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 

- Get sales representa- 
tion for your line 

- Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
in The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 
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This smaller display shows three glasses ... 
creates interest in the entire line. 
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LIBBEY FINE CUT GLASS 


























A New Measure of Old Charm 


American Antiques display unit shows all five 
glasses in this popular pattern . . . stimulates sales 
of complete sets. 








Nine glasses in the 
fast-noving Colonial 
Heritage pattern are 
displayed with this 
counter merchandiser. 
It’s a real sales builder. 





With these Libbey counter displays 


customers stop, look...and purchase 


Set up these new Libbey counter mer- 
chandisers and see how they build traffic 
and sales. In these attractive displays, 
Libbey’s lovely Colonial Heritage and 
American Antiques patterns practically 
sell themselves . . . create faster turnover 
and more profits for you. 


Libbey’s continuing advertising, in 
magazines women read most, brings cus- 
tomers to your store for the beautiful 
every-day glassware with the famous 
Libbey guarantee: “A new glass if the rim 


of a Libbey “Safedge’ glass ever chips”. . . 
and these new displays stop them and 
show each striking pattern. Displaying 
multiple sizes in each pattern stimulates 
larger-unit sales, too. 


Get your Libbey counter displays now. 
They re easy to set up, require little coun- 
ter space, and are real traffic stoppers. See 
your Libbey Supply Dealer now for full 
details on how to get them, or write to 
Libbey Glass, Division of Owens-Illinois, 
Toledo 1, Ohio. 


LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 
AN (1) PRODUCT 


GENERAL OFFICES + TOLEDO 1, OHIO 





’ 
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Suggested 
Retail 
$2.49 






INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 















BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with ao clear, lasting tone. 





Suggested 
Retail 
$7.49 





PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
-+.@ big seller everywhere, anytime. 


* Complete Line 


* High Profit 


* Big Volume 





Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
© hundred uses at home or away 
+. @ big gift item. 


Send for the Bevin Catalog 


EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 











Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 








| housewares. 
| effective Nov. 15. 


National Can increases 
prices on housewares 


National Can Corp., New York, 
announces across-the-board price 
increases averaging 6 percent on 
its entire line of decorated metal 
The increases will be 


The company said the increases 


are needed to offset higher raw 
materials and manufacturing costs. 


New Mexico court rules 


_ against fair trade law 


New Mexico’s general fair trade 
law has been declared unconstitu- 
tional by the state supreme court. 

Merchants can now sell most 
fair-traded items at any price they 
choose, according to New Mexico’s 
attorney general. 

There are now 16 states, plus 
the District of Columbia, without 
fair trade laws. 


Versa offers ad mats 


Versa Products Co., Lodi, Ohio, 
is offering a new series of ad mats 


_ to dealers. The ads stress the safety 


features of Versa wrought iron 
railings and columns. 


Business failures up 


Business failure around the na- 
tion in the week ended Oct. 17 
totaled 258, compared with 244 the 
preceding week, according to Dun 
& Bradstreet, Inc. 
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| "They want to know if they can get 
one six feet long.” 












@ EYE-APPEALING 

@ BUY-APPEALING 

© PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss" 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


NOIS 























SENSATIONAL 


PROFITS—TURN OVER 





360° ROTATING VISE 
SELLS ON SIGHT 


Jaws rotate vertically and Base rotates hori- 
zontally full 360° circle, locking in any 
position. Double jaws, one V-slotted for 
small odd-shaped parts. Fully Guaranteed. 
Suggested Retail Price: $9.95. 


JOBBERS 
DEALERS WANTED 
Write for literature and discounts 


WISLER WESTERN ARMS 
205 Second Street, San Francisco 5, Calif. 
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with P&C’s sensational new 
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watch your tool sales 


OOM ARO 





Aa 


comer 7] 


TOOL MERCHANDISER! 





If you want to increase tool sales, yet don't 





need a large selection of tools... P&C’s 
terrific new little Comet 71 is the answer. 
The Comet 71 is the result of years of test- 
ing and market studies. It neatly holds a 
complete selection of 71 top quality most 
wanted tools. Your investment is small 


... your profits BIG. 


P&C’s potent little Comet 71 displays 
tools attractively at eye level for easier 
shopping. Every tool is clearly priced, 
numbered and shadow outlined for 
fast, easy inventory control. P&C puts 
the tools out where your customers 


can see ‘em, feel ’em, and buy ’em. 


aoe @& eq, 
nae > an 


SEND FOR FREE INFORMATION a. | 


Ask your wholesaler about P&C's powerful 


Ps / 
little Comet 71 Merchandiser or f COMPACT. 


write for free literature. 


' 

. takes only 3 sq. ft. 
\ 

iiss a 


ON i eae 


TOOL COMPANY 


Subsidiary of Pendleton Tool Industries, Inc.\ *7°™ “2="™""" 


007-1054 














Box 5926, Portland 22, Oregon 
Chicago Sales Office and Warehouse: 
Box 87, Schiller Park, Ill. 


P&C...THE BEST TOOLS MONEY CAN BUY 





















KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


No. 4 series of Key Duplicating Machines 


Name 

PLEASE PRINT 
Address 
City State 


KEIL No.4” 


FOR CUTTING 
CYLINDER & CAR KEYS 

















The KEIL No. 4 Series is designed 
to meet the need for an inexpensive 
machine for cutting cylinder keys. 


It is small, sturdy and extremely 
simple to operate. 


YOU Should have one ! 


Let us tell you more about it. 


MAIL COUPON TODAY 


Please send complete information on your 






































ALFRED M. FEELY, a 
traveling salesman for M. 
Seller Co., San Francisco 
hardware wholesaler, en- 
tered the hardware busi- 
ness in 1906 as a manu- 
facturers’ agent handling 
cutlery. He covered 11 
eastern states. In 1919 he 
moved to Los Angeles and 
started with Parmelee 
Dohrmann Co. Nine years 
later it sold out to M. Sel- 
ler Co. and he joined that 
company. He covered the Arizona-Nevada terri- 
tory but now works the Los Angeles area. Active 
in Masonry he received a 50-year medal two years 
ago. Swimming is one of his favorite pastimes. 


W. C. K. PHILLIPS has 
been associated with Rich- 
ards-Wilcox Mfg. Co., Au- 
rora, Ill., since 1907. Since 
1948 he has been assistant 
manager of the company’s 
Chicago district. He start- 
ed in the factory, was 
transferred to the produc- 
tion department in 1911 
and a year later was cost 
department manager. In 
1922 he was transferred 
to the engineering service 
department. His hobby is 








is a 
member of the Producers’ Council, Chicago Chap- 


traveling. He 
ter, Central States Hardware Club, Midwest 
Builders’ Hardware Club, Medinah Temple, and a 
past commander of Aurora Commandery No. 22. 
He is a past president of the Wayside Cross Mis- 
sion of Aurora and a member of the Evangelical 
V B Church, Aurora. 
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ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 3%4"" pipe 5 _ 


é UNION VALVE (Non-Union $2.80) gag 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD $716 


Pops up 142” above grass 


REGULAR SPRINKLER HEAD 





Fully adjustable, solid brass . 
HOSE TO PIPE FITTINGS 33 
Various sizes available “god 


HOSE Y 2 


ideal for Siamese connections 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 








1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApito!l 1-2108 





LIST PRICE 





Save with MYERS 
Gea Warehouse Trucks 


Hardware Warehouse Special 







Newly Engineered for 
MANUAL, DRAGLINE 
or TOWING OPERATION 


MODEL 3090 


Capacities up to 
4,000 LBS. with PLASTIC WHEELS, yet stream- 


lined design eliminates unnecessary weight. Rubber tires 
available. Metal Armored hardwood decks, 32" x 48" to 
36" x 72". Choice of: Blackboards, Ticket Holders, Parking 
Brakes, Numbering and lettering for coding and identifi- 
cation. Competitive prices. Representatives in principal 
cities. Write or call 





ia dele Gy), | omer Saas ma e7 
CAnal 8-2536 — Nashville 7. Tenn. 


MYER 
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BULMAN . 


COSTS LESS 


For OLD OR NEW, SMALL 
OR LARGE STORES 





LOWER INITIAL COST 


It costs no more to get the best! 


LOWER MAINTENANCE 


Your investment lasts you longer! 


LOW DOWN PAYMENT 


Finance your equipment through the factory! 


FACTORY GUARANTEED 


Bulman stands behind every store plan! 


















PLUS sTORE ENGINEERING 
AND MERCHANDISING KNOW-HOW 


No one else can match the Bulman engineer's 
background of proved experience . . . over 
30,000 Bulman installations are paying off. A 
Bulman engineer will help you with location, 
lighting, color styling, stocking and the “‘do’s 
and don’ts’’ of merchandising to help you get a 


> Le 2% INCREASE* 


*National sales increase in Bulman engineered stores. 


oe — . 
Write, Wire or Call Dept. HA-117 


THE Bulman CORPORATION 


Grand Rapids, Michigan 


a 


— _ 
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Dealer Owned Wholesaler Of Philadelphia 
Reports A Profitable Year To Stockholders 


Franklin Hardware & 
Supply Co., Philadelphia, 
dealer-owned wholesale 
house, reported an increase 
of 14% percent in sales and 
23.6 percent in net profits 
for the fiscal year ended 
June 30 at the annual 
dealer - stockholder meeting 
held Sept. 23. 

Business meetings and 
merchandise show were held 
at company headquarters, 
918 N. Delaware Ave., Phil- 
adelphia. (See photograph 
on page 169.) 

A paint breakfast cele- 
brated introduction last 
spring of the group’s Frank- 


lin paint, a private label 
line. 

Clyde Drissel, Drissel’s 
Hardware, Lansdale, Pa., 


vice-president, received the 
company’s top dealer-of-the- 
year award. 

Harold Wright, McChes- 
ney’s Hardware, Moores- 
town, N. J., won the annual 
award given to the dealer 
whose support of the com- 
pany showed the greatest in- 
crease over the _ previous 
year. 

Nine directors, each chair- 
man of a committee, an- 
swered questions on dealer 
problems and company op- 
eration at an open forum 
session. 

The banquet and _stock- 
holders annual meeting con- 
cluded the program. 

All officers and two di- 
rectors were re-elected at 
the meeting. One new direc- 
tor was elected. 

Officers are William Van 
Heertum, Van Heertum 
Hardware, Palisades Park, 
N. J., chairman of _ the 
board; F. Leon Herron, 
president; Clyde _ Drissel, 
vice - president; John G. 
Pfeiffer, Pfeiffer’s Depart- 
ment Store, Sea Isle, N. J., 
treasurer; and Arthur L. 


Rudnick, secretary and as- 
sistant treasurer. 
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Directors are John ¥Y. 
Fegley, Fegley & Son, Read- 
ing, Pa.; G. Rodney Park 
III, George R. Park & Sons, 
Wayne, Pa.; Lucius A. 
Darby, Milton (Del.) Hard- 
ware & Furniture Co.; J. 
Raymond Westerman, West- 
erman’s Hardware, Walden, 
N. Y.; Anthony Rice, Jr., 
Rice Hardware & Furniture 
Co., Hammonton, N. J.; and 


Guy O. J. German, Guy’s 
Hardware, Slatington, Pa. 
(new). 


Many Records Broken At 

National Hardware Show 
The busiest, buyingest 

hardware show ever held. 


That’s the record of the 
12th annual National Hard- 


ware Show, according to 
show manager Frank M. 
Yeager. 


Exhibit closed on Oct. 18, 
at New York City’s Coli- 
seum. 

Approximately 43,000 
dealers, wholesalers, and 
buyers crowded 1000 exhibi- 
tor’s booths. Mr. Yeager 
said: “They spent more dol- 
lars on more items than at 
any previous show.” 

Show highlight was a 
huge lawn and garden divi- 
sion. This section was paced 
by more than five dozen ex- 
hibits of power lawn mow- 
ers. 


Koblas Resigns From 
United Hardware Co. 


E. J. Koblas has resigned 
as president and general 
manager of United Hard- 
ware Distributing Co., deal- 
er owned wholesaler of Min- 
neapolis, Minn. 

Elem Peterson has been 
elected to replace Mr. Kob- 
las. Mr. Peterson spent many 
years as an executive of 
Johnson Stores Co. and 
Northeastern Buildings 
Corp., both of North Dakota. 









DAVID 8S. ROLSTON 


Edw. K. Tryon Appoints 
Rolston Sales Manager 


David S. Rolston has been 
appointed sales manager of 
Edw. K. Tryon Co., Philadel- 
phia wholesaler. 

He heads all of Tryon’s 
sales divisions. 

Mr. Rolston has a wide 
engineering and hardware 
sales background. He re- 
cently completed eight years 
in the sales department of 
Black & Decker Mfg. Co. 


Allison-Erwin Elects 
Several New Officers 


Allison-Erwin Co., whole- 
saler of Charlotte, N. C. has 
made several top level 
changes. 

James R. Allison has been 
elected executive vice-presi- 
dent. 

E. S. Byrd is a new vice- 
president. 

D. M. Pruette has become 
controller. 

Robert A. Hill has taken 
over the newly created posi- 
tion of operations manager 
for the firm. 


J. J. Lohman Manages 
R. B. & W. Department 


John J. Lohrman has been 
named to head the newly 
formed department of dis- 
tribution at Russell, Burdsal! 
& Ward Bolt & Nut Co., 
Port Chester, N. Y. 

The new manager of dis- 
tribution was with a man- 
agement consultant firm, and 
the Philadelphia Transpor- 
tation Co. 








ROBERT L. BECKER 


Becker Heads Aluminum 
Cooking Utensil Firm 


Robert L. Becker has been 
elected president of Alumi- 
num Cooking Utensil Co., 
Inc., New Kensington, Pa. 
He succeeds Carl G. Towne 
who has retired after serv- 
ing 40 years with this wholly 
owned subsidiary of the Alu- 
minum Co. of America. 

Mr. Becker became an 





BUFORD E. HILES 


agent for the firm in 1921 
and later served in various 
managerial posts in the com- 
pany until 1943 when he 
became vice - president in 
charge of sales, his most re- 
cent position. 

Buford E. Hiles, formerly 
sales manager for the Alu- 
minum Cooking Utensil hotel 
and industrial division, suc- 
ceeds Mr. Becker as vice- 
president in charge of sales. 
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HENRY J. STEPHANY 


H. J. Stephany Joins 
Jones & Laughlin Corp. 


Henry J. Stephany, for 15 
years sales manager of con- 
sumer products for Geuder, 
Paeschke & Frey Co., Leba- 
non, Ind., has joined Jones & 
Laughlin Steel Corp. in a 
similar capacity. 

J & L recently purchased 
the Lebanon plant which will 
continue to produce the 


Cream City line of galva- 
nized ware and Met-L-Top 
ironing tables. 

Mr. Stephany will head- 
quarter in Lebanon where 
sales offices have been estab- 
lished for the new division to 
be known as the Lebanon 
Plant of the Jones & Laugh- 
lin Container Div. 


Wholesaler Charges $1 
For Small Will Calls 


Wholesalers have long 
sought some answer to the 
troublesome problem of the 
cost of handling will call 
orders at their warehouses. 

Costs of picking these or- 
ders mount as special pick- 
ers, or regular pickers, are 
taken off duty, to handle 
these special orders. 

Now Bigelow & Dowse Co.., 
at Needham Heights, Boston, 
has put on a $1 charge for 
handling any will call order 
amounting to less than $25. 





DEALER BRIEFS: 





Delaware Dealer Opens New Shopping Center 
Store; Baltimore Dealer Gets Second Store 


Newark, Del.— The 17th 
store of the Newark Shop- 
ping Center, Keene Hard- 
ware, opened recently on the 
eve of the second anniver- 
sary sale for the center. The 
store shared in the center’s 
promotion of awarding $1000 
in prizes as a traffic lure for 
the one-week celebration. For 
the early months, the store 
will be run by G. F. Jack- 
son, long-time Newark hard- 
ware dealer. In December, 
Mr. Jackson’s nephew, W. B. 
Keene, will return from mil- 
itary service to take over 
management. 


Windsor Locks, Conn.— 
The newest store in the 
Turnpike Trading Center is 
Turnpike Hardware. This 
new store leans heavily on 


advertised brands to create 
traffic. Raymond F. Merri- 
gan is the proprietor, and 
William J. Burke is man- 
ager. 


Baltimore, Md. — Oriole 
Hardware Co., 1101 W. Bal- 
timore St., has purchased 
Carrollton Hardware, 1207 
W. Baltimore St. Both busi- 
nesses will be operated from 
1207 W. Baltimore St. 


Arlington Heights, Ill.—A 
new Ace Hardware store 
held its grand opening re- 
cently in the Rolling Mea- 
dows Shopping Center. The 
giant new store has 24,000 
sq ft of merchandising space 
and is designed for self-ser- 
vice. Owner, Jim Parouvek 


(Continued on page 166) 
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Water Systems Makers Set 939,500 Unit 
Goal for 1958; J. H. Thomsen Heads Group 


An industry sales goal of 
939,500 electric water sys- 
tems in 1958 was announced 
at the 25th annual meeting 
of the National Association, 
Domestic & Farm Pump 
Manufacturers held Oct. 12 
at the Sherman Hotel, Chi 
cago. 

The figure 
like this: 

192,000 pumps 
homes 
mains. 


breaks down 
for new 
beyond - the - water - 


250,000 initial farm sales. 

50,000 commercial sales. 

100,000 secondary wate: 
systems for fire protection, 
irrigation, etc. 

272,500 units to replace 
obsolete equipment 12 or 
more years of age. 

75,000 pumps to replace 
those that may have become 


obsolete in less than 12 
years. 
These goals were an- 


nounced by F. B. Hout, 
president, Barnes Mfg. Co., 
and retiring chairman of the 
association general planning 
and markets committee. 

John Hosford, executive 
vice-president of the associ- 
ation, outlined a five-year 
plan to increase sales of elec- 
tric water systems to non- 
farm suburban, commercial. 
and farm markets. 


Making it easier for the 
prospect to buy is the key to 
increased sales in all mar- 
kets, Mr. Hosford held. This 
means “wrapping up the sale 
of a private water system 
and presenting it as a com- 
plete package to the custom- 
er.” 


This package would include 
well drilling, water system, 
plumbing work and sale of 
plumbing connected appli- 
ances. 


Each portion of the pack- 


aged sale would be made by 
qualified firms, he said, with 


all working as part of a loca! 
team. 

Willard C. MeNitt, gen- 
eral manager of sales, Clay- 
ton Mark & Co. Evanston, 
and vice-chairman of the 
general planning and mar- 
kets committee, outlined 
plans for the 1958 National 
Water Systems Month in 
May, including a _ detailed 
promotional calendar. Theme 
for the 10th observance of 
the month will be Water 
Gives Life. 

Jack H. Thomsen, execu- 
tive vice-president, Dempster 
Mill Mfg. Co., Beatrice, Neb.. 
was elected president of the 
association. Mr. Hout is vice- 
president. J. P. Curtin, vice- 
president, George D. Roper 
Corp., Rockford, Ill., was re- 
elected treasurer. John Hos- 
ford, Chicago, was reap- 
pointed executive vice-pres- 
ident. 


New directors are Sam A. 
Bunis, assistant general sales 
manager, Goulds Pumps, 
Inc., Seneca Falls, N. Y.; F. 
E. Myers, II, vice-president, 
F. E. Myers & Bro. Co., Ash- 
land, Ohio, and Carl L. 
Nickel, sales manager, Peer- 
less Pump Div., Food Ma- 
chinery & Chemical Corp., 
Indianapolis. 


Mr. Hout was named new 
chairman of the executive 
board, Willard C. McNitt is 
now chairman of the genera! 
planning and markets com- 
mittee. R. L. Davis, sales 
manager, Deming Co., Salem, 
Ohio, was appointed vice- 
chairman of the genera! 
planning and markets com- 
mittee. C. A. Patterson, di- 
rector of engineering, Per- 
fection Mfg. Co., Belvidere, 
Ill., is chairman of the engi- 
neering committee. 

The association’s winter 
session will be held Jan. 24, 
1958, in the Sherman Hotel, 
Chicago. 








Theres NOTHING Just Like 











X-I-M FLASH BOND 


is being used successfully as 
a Primer, Sealer and Under- 


coat on... 


Masonite 
Cement 

Cinder Block 
Masonry 

Wall Board 
Plywood 
Plaster 

Stucco 
Vermiculite 
Porch Fiocors 
Bamboo Furniture 
Lawn Furniture 
Window Sills 
Tropical Rugs 
Wicker Furniture 
Reed Furnitere 
Steel 

Iron 

Tia 

Alumiaum 
Galvanneal 
Galvanized 
Neon Tubing 
Bra 


ss 
Cadmium Coated 
Chrome Piated 
Downspouts 
Gutters 


Copper 

Glass 

Glass Tile 
Magnesium 
Porcelain 
Rubber Tile 

Zinc Coated 
Phenolic Plastics 
Swimming Pools 


Fibergias 
Boats 
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PROVEN IN 
THE FIELD 
FOR MORE 


THAN 
20 YEARS! 


ORSBERS 
COMPANY 
Cleveland 14, Ohie 


H. F 


You Can 
Confidently 
Recommend 


X--M FLASH BOND 

as the Ideal Primer, 
Sealer and Bonding 
coat for every painting 
operation on most 

any surface. 

Don't consider 

X-I-M FLASH BOND as 
“just another primer” 
. it's in a 

class by itself— 

has been for over 20 years. 
Next time any customer 
asks you for something 
that will make paint “stick 
... that will prevent and 
stop the progressive 
action of rust... 
that will stop Peeling, 
Popping, Blistering 

or Hot Spots— 
Confidently Recommend 
X-I-M FLASH BOND! 


You'll want to know ali 
about X-!I-M FLASH 
BOND, what it can do, 
how it fits in with your 
line. Send coupon today. 


H. FORSBERG CO. 
5107 Lakeside Ave., Cleveland 14, Ohio 


Yes, | would like to have a copy of your X-33 circular prepared 


HA-II 


exclusively for dealers, without obligation. 





Street 





City 


Zone State 











Made In Canada for Canadian Use—Represented in Canada by: 


DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Tor 


onto 


Distributed in Haweii by: THE GLIDDEN COMPANY ond BADER’S 


SUPPLY HOUSE LIMITED, Honolulu. 


ve 


Tell Your Customers... 


——————News of the Trade- 









New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


Evinrude Motors, Milwau- 
kee, has named three region- 
al managers and six district 
managers. Regional manag- 
ers include: J. P. Stern, an 
11 state mid-west area; John 
Millard, the Atlantic coast 


from Maine to Florida; R. 
_N. West, Jr., western states. 
District managers are: L. 


| W. Eppel, New Jersey, Dela- 


ware and eastern Maryland: 
G. G. Gaulke, Illinois; T. W. 
Morse, Pennsylvania; John 
Rockeastle, Virginia, West 


_ Virginia, District of Colum- 


bia, and western Maryland; 
Robert Strom, Kansas and 
Missouri; G. E. Tramitz, 
lowa, South Dakota and 
part of Nebraska. Territory 
shifts include: C. L. Spencer 
moves to Florida; R. L. 
Dickerson now covers all of 
Indiana; K. L. Borgen takes 
over all of Ohio; C. E. Bill- 
mayer moves to Michigan; 
Charles Marcussen takes 
over Louisiana and Missis- 


| sippi. 


| a member 


v 

Jacobsen Mfg. Co., Racine, 
Wis., has appointed Donald 
J. Strever as district sales 
manager for Iowa and Ne- 
braska. Mr. Stever has been 
of the Jacobsen 
dealer organization in South- 


| ern California. 


| Koehler, 


v 

O. Ames Co., Parkersburg, 
W. Va., has appointed George 
Jr. district sales 
manager covering lowa, 
Kansas, Missouri, Nebraska 
and Illinois. He will head- 
quarter in Independence, Mo. 


Mr. Koehler formerly trav- 


eled this territory for Atkins 
Saw Div., Borg-Warner 
Corp. 


v 
Plastic Products Corp., 
Cleveland, has named Wil- 


' liam F. Burch to represent 


its line in California and 
| Nevada. 
v 
Arvin Industries, Inc., 
Columbus, Ind., has made 





four new appointments. 
Charles E. Hutton has been 
appointed eastern sales man- 


ager of the furniture and 





housewares division. Leland 
V. Hadin, Indianapolis, has 
been named western sales 
manager for the same divi- 
sion. F. Palmer McMahan, 


Mattoon, IIl., succeeds him 
as district manager in Indi- 
ana, Illinois and western 
Michigan. Harold B. Bost- 
wick, St. Petersburg, has 
been named _ representative 
for Florida. 
v 


Krylon, Inc., Norristown, 
Pa., has appointed John D. 
Smith sales manager of the 
mid-west district with head- 
quarters in Chicago. 

+ 


Electric Tools, 
Inc., Chicago, has named 
Lloyd Bangs southwestern 
manager covering Missouri, 
Iowa, Nebraska, Oklahoma, 
Arkansas, Louisiana and 
Texas with headquarters in 
Kansas City. Mr. Bangs 
spent 20 years in sales and 
purchasing at Western Auto 
Supply Stores. 
v 

National Can Corp., Chi- 
eago, has appointed Arthur 
Ringman manager of the 
newly created Southeast 
sales division. He was pre- 
viously assistant sales man- 
ager for the firm’s Central 
division which he joined in 
1950. 


Portable 


Vv 
Minnesota Mining & Mfg. 

Co., St. Paul, Minn., has ap- 
pointed Leo E. Walker to 
create a new coated abra- 
sives and related products 
hardware-paint and building 
trades sales division in Los 
Angeles and San Francisco. 
W. C. Wasescha replaces Mr. 
Walker as sales manager of 
hardware-paint and building 
trades in the St. Louis and 
Dallas divisions. 

Vv 

Barrett Div., Allied Cheim- 

ical & Dye Corp., New York, 
has named Alfred P. Peres 
sales supervisor for building 
materials in the New York 
district. Mr. Peres joined the 
firm’s technical sales service 
group in 1937 and became 
office supervisor of construc- 
tion sales in 1956. 

v 


Gerber Plumbing Fixtures 
Corp., Chicago, has named 
Robert Hausheer Midwestern 
field sales manager, a newly 
created post. Mr. Hausheer 
has been in the plumbing in- 
dustry for eight years. 
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Why stock A 
wher | will do! 
The RediMix 2 in 1 is the only sprayer . . . for all garden 


needs! Sprays lawns, flowers, and trees! 


@ Sprays flowers, lawns, and e@ Dial-A-Spray control valve, 


trees. Built-in Back Siphonage pro- 
@ Comes with 2 different noz- tection, new Zamak cap, and 
zles, instantly interchangeable. all brass working parts. 
@ Eye-catching display card. @ 40% discount on case of 3. Lisceo: msec ticiDés 


POwnens FPUNGICIOES 
WEED & ee 


Write for free catalog of all Sprayers & Nozzles fine products 
or contact your local distributor. 


No. 243C RediMix 2 in 1 $4.95 complete 





* See page 341 of July 1956 issue of 


GARDEN HOSE leading consumer research magazine. 
SPRAYER * 


| — WORLD’S BEST 
a_i 8 
x Re diMix 


Little Giant 


Lownmaster RediSprinkler SPRAYERS Be, ‘NOZZLES 
RediMix Sprayer 
Shrubmaster & 
« Ken* Sprayall 


dine Sander 2575—28th Avenue, North; St. Petersburg, Florida 


















——t =) —o1y-4 ie =— | SCREEN-PAINTER 


and Duster 


INTRODUCTORY PACKAGE DEAL Cet pt in sen 


Packed two doz. Per 


On [ eonard ¢ q Ld W/ P3 Nn } Ae ceceor 1b ¢ : doz., $2.09. Retail 29c. 
ROLLER-TRIM 


Finishes walls where 

roller misses. Size 

2%" x 4%". One doz., 
20. Retail 59e. 


2 dozen Unit Pack with 
FREE SMOOTHY 


4 DOZEN BRUSH-ETTES RETAIL VALUE $9.36 
Extra 17% Profit above your usual 40% 






Available through November 1957 

















cost UNIT TOTAL Use in place of sandpaper. Never wears 
ITEM OF 2 DOZ. SELLING PRICE SELLING PRICE out. Tempered steel blades. One doz., 
Screen-Painter SE ak co can a ere $ 6.96 $7.20. Retail $1.00. 
Roller-Trim_ . ; ign Ee aces. a ieee eee 
Smoothy .. eee OOS 24.00 
Brush-ette .... Br itl WP baxi ces so sia oe 9.36 
($5.62 value) 

ees PONE issn... _... $27.08 $54.48 BRUSH-ETTE 

SPECIAL DEAL PROFIT......... $27.40 Sy Geer SS 

$9.36 Extra Profit on $54.48 Sale —— an extra 17% moldings, wirdow sash and frames. 

Packed one doz. to a display, or carded. 

Write for samples. Sold only through qualified wholesalers by Usual price per doz., $1.80. Two dozen 

THE LEONARD COMPANY Dept. B, 506 Third Street, Des Moines, lowa FREE on Special Dent. Retell Se. 





MAKERS ALSO OF PLASTER-STIK, TRIM-GUARD, CRAK-SEAL, PASTE-BAK, PAINTER'S-PAL, AND PIPE-SEAL 
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Dearborn Stove Co. 
Names C. N. Hinds 


C. N. Hinds has been ap- 
pointed market research 
manager for Dearborn Stove 
Co., Dallas. He will also be 
in charge of contract sales. 

Mr. Hinds has been asso- 
ciated with the gas heating 
industry for many years. 





C. N. HINDS 


Gibson-Homans Names 


Gerald F. Venable has 
been appointed advertising 
manager of Gibson-Homans 
Co., Cleveland. He will han- 
dle promotion and advertis- 
ing activities for all six com- 
pany divisions. 






NEWS OF 
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MANUFACTURERS’ AGENTS 


Ron Marston Co., 18215 
Linden Ave., Seattle 33, 


Wash., has been established 
by Ron G. Marston to repre- 
sent manufacturers in Ore- 
gon, Washington, Idaho and 
British Columbia. For the 
past 13 years Mr. Marston 
has represented the Rubber- 
maid lines of Wooster Rub- 
ber Co., Wooster, Ohio, first 
as an agent and later as a 
representative. As an agent, 
he has also represented Foley 
Mfg. Co., Kellogg Brush 
Mfg. Co., Maynard Mfg. Co. 
and C. J. Schneider Mfg. Co. 


v 
Plastic Products Corp., 
Cleveland, has appointed 


Sup-Ro Sales Co., represen- 
tative for molded fiberglas 
products in the Bo-Kay line. 
The firm will cover Iowa and 
Nebraska. 


v 


Emeral Conner has estab- 
lished his own manufactur- 
ers’ representative agency to 
cover eastern Pennsylvania, 


southern New Jersey, and 
Delaware. Mr. Conner was a 
buyer of builders’ hardware, 
paint, paint sundries, and 
garden chemicals for Sup- 
plee-Biddle-Steltz Co., Phila- 
delphia wholesaler, for 30 
years. His headquarters is 
at 90 Radburn Rd., Hunting- 
den Valley, Pa. 


v 


Diehl Mfg. Co., Somer- 
ville, N. J., has appointed 
the William E. Brice Co., 
Houston, representative for 
motors and fans in Texas 
and Oklahoma and motors in 
Arkansas and Louisiana. 


v 


Columbian Enameling & 
Stamping Co., Inc., Terre 
Haute, Ind., has appointed 
two new _ representatives. 
Harold and Walter Kerr, 258 
Broadway, N. Y. will handle 
picnic jugs and chests in the 
New York area. Carl G. 
Voigt & Son, 215 Fourth 
Ave., New York, will repre- 





-.. Sure we're sure! 


with the Double Waterproofed Formula stops water penetration. 


Remember there's a | Bondex | product for every 
> waterproofing problem 


BONDEX Cement Paint 











sent porcelain enamelware 
in the New York area. 


v 


Buxbaum Co., Canton, 
Ohio, has appointed Fenton 
Sales Co., 1150 Broadway, 
N. Y., representative for the 
Akro line of rubber house- 
wares in metropolitan New 
York. Buxbaum has also 
named John L. Ramsey, 1511 
Brookhaven Rd., Wynne- 
wood, Pa., representative 
in Philadelphia, Baltimore, 
Washington, D. C. and ad- 
jacent areas. 


v 


New England Hardware 
Sales representative in New 
England is now headed by 
Royal K. Snell, 332 N. Elm 
St., West Bridgewater, Mass. 
The late Howland M. Swain 
formerly headed the business. 
Mr. Snell has been his as- 
sociate for the past few 
years. 


v 


Gensco Tool Div., General 
Steel Warehouse Co., Chi- 
cago, has named Stafford 
Jones Co., Dallas, represen- 
tative for tools and hardware 
in Texas, Oklahoma, Arkan- 
sas, and Louisiana. 


















Qn 


BONDEX Cement Paint « BONDEX Heavy Duty « BONDEX Silicone Waterproofing « BONDEX QUICK PLUG 
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SMOOTH-ON 4 
AD. MANAGER - 








‘“‘No, you are not supposed to be a plumber. We want to show that even an average housewrfe 
can use Smooth-On, the high temperature iron cement that expands as it sets.”’ 


Smooth-On Manufacturing Co., 572 Communipaw Avenue, Jersey City 4, N. J. 







LIGHTWEIGHT 


engineered in 
aluminum. They're 
15-18 ounces 
lighter than steel 
snips of compara- 
ble size. 





Here's the ultimate in shear lightness, 
economy, and cutting superiority...” Andy 
Tools” new aluminum M-14 shear. You save 


ECONOMICAL lifting a pound in weight everytime you lift 
Nar ig this 14” shear, and the new modern hand 


blades. No need See Your Jobber or 
to replace shears, Address Inquiries to: 
just replace the 


blades. ANDERSON TOOL & MANUFACTURING CO. 2452 North Kostner Avenue + Chicago 41, Ill. 
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grip gives maximum protection for fingers. 






















“A Good Line to Handle” News of the Trade 
F. M. Smith Elected 


Scott Vice-President 


Frederic M. Smith has 
been elected vice - president 
of O. M. Scott & Sons, seed 
firm of Marysville, Ohio. 


Mr. Smith has been man- 
ager of the eastern division 
be I N G a of the company since 1935, 

and director of the Scott 


turf research center in 
Cranbury, N. J. 


GEORGE W. C@LE, JR. 


G. W. Cole Named An 
Aladdin Sales Manager 


Aladdin Industries, Inc., 
Nashville, Tenn., has _ pro- 
moted George W. Cole, Jr., 
to national sales manager of 
the vacuum ware division. 

Mr. Cole joined the Alad- 
din sales staff in 1952 cover- 
ing Ohio and Indiana. A 

; year ago he was named mid- 
FREDERIC M. SMITH west sales manager. 





Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 





——— 





— Electric Holds sant Sales Meeting 


Builder’s Special 
Cat. #540 








Seventy-six salesmen attended the 3-day national sales meeting held 
by Royal Electric Co., Pawtucket, R. |., Sept. 15, 16 and 17. New 
products, new packaging, merchandising and many other topics were 
covered in the sessions. The group in attendance represented 34 
sales agency offices, and headquarters office and plant personnel. 
Marketing manager, Jules P. Goldsmith. is shown addressing the 
group during one of the sessions held at the Pawtucket Country Club. 


Wrought Steel Butts 
Cat. #R240 


} Se ae Ss trade saying “Let’s handle —— een , 
rifin Hardware because Griffin gives good 
service, they back up their products, they pee wey: Vili AMERICA'S FASTEST 

never cut their quality . . . and most im- SELLER BECAUSE 
portant the customers like the products.” PRONOUNCED IT’S SUPERIOR 


Display them and you'll sell them—Griffin ee ee ee 


Hinges ... order by the carton... in any OQOduftlasts all Caulk" Compounds on 
selections your customers want. 














. 


Proven through the years .. PERMANENT . | 


FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. 


Blends, easy to use, never becomes 
herd or brittle, always woter- 
proof. Attractively pockaged. 


Inquirers Invited @© FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 


NEW VISIPAKS=—-Order by the 
carton of individual carded items. 


GRIFFIN’ 


“since 1899”’ | 
MANUFACTURING CO. ERIE, PA. | 
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MEET THE PERSONALITY haa 
with loads of exciting 
eye-and-sales appeal 


NEW 
TULIP 
DESIGN 





Exceptional Quality, Durability and Economy — 


No lock can be installed faster! e 
me sei 


. 24s : 7 ifeti = 
A sparkling new addition to NATIONAL’S widely ne ae ee : cif ® eee 
; JUST 3 PRE-ASSEMBLED UNITS Ye Spee ee pore * —- chee 
popular line of locksets. Gracefully styled; pre- ALL STANDARD FINISHES on 
cision engineered quality. Self-aligning thru- AVARAGLE, WEEE OP NETOET 
: DEADLOCKING LATCH BOLTS IN 
bolts for ease of installation. Available in all RASAR CRS Go OCH Gacneare 





standard finishes for both residential and com- 


: ES 2 Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
mercial use. Lifetime guaranteed. 


Also matching TULIP design in interior sets NATIONAL HARDWAR E CORP. 


for passage, bath, chamber and closet. NEW YORK: Ozone Park 16 e CHICAGO: 205 W. Wacker Dr. 


PLAN NOW- : 


FOR HOLIDAY SALES with 
HELLER FIXTURES! 


? 








exclusive 


SAF EW GUARD 


PATENT PENDING 


safe...really safe 


OBSOLETES 


all other slicing machines... 
(INCLUDING OUR EARLIER MODELS) 


S-T-O-P-S SLICER 
UNLESS HAND IS SAFE 


Ya 
ZY) 


DISPLAYS WITH CUSTOMER APPEAL 


Heller pre-engineered, stylized fixtures . . . 
islands, gondolas, wall fixtures, display stands 
and accessories are immediately available to 
help you cash in on those all important holi- 
day sales. 

Don’t wait! Investigate the big dollar saving 
Heller line right now and be ready to really 
merchandise your goods the “right way”. 


REMEMBER .. . Heller fixtures offer unequalled quality, versa- 
tility —all at realistic prices! 





it’s Later Than 
You Think! 


So...write, wire or 





phone today for 
Catalog No. NA. 











SLICING MACHINE CO. 
WALDEN e NEW YORK 
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COUNTERSINK BITS 
WOOD SCREWS 


rq ROM 


fy 4 
Parker. 
| CR aN CEs MONEE UAE koe 


No. 4 



















Drills and Countersinks 
3 depths for flush or recessed screws 


— in 1 operation — 































Te) abe 
I mn 


Ci) | jl im Mi i = 








Automatic stop 
| to 3 depths 


r Py 
9 


TURING 









































TO ADJUST 
STOP 

Press spring and slide the 

stop to one of the three 

notches on the bit shank. 

Stop locks automatically. 


For 


> 
Dowe' 
‘beth 





PARKER MANUFAC 


Drill and Countersink Holes 
for Wood Screws 
in ONE Operation 


for 8 Screw Sizes « 24: Combinations 


For drilling perfect flush or recessed counter- 
sunk holes for 8 most common sizes of wood 
screws. 


Depth-a-Dapter adjusts quickly, automatically 
on all four, hardened tool steel bits. 


Easiest way to drill multiple holes, bored and 
countersunk exactly alike. 


Bright yellow-black card attracts and sells. 


Suggested List $] 40 per sef 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S.A. 





a 


DEALER BRIEFS: 





(Continued from page 159) 


also owns and operates the 
Ace Hardware store in Des 
Plaines. 


Gardena, Calif. — Miller 


Hardware and Paint Store 





recently opened for business 
at 14608 Crenshaw Blvd. 
Electrical, plumbing, and 
housewares lines are fea- 
tured in this new store. Man- 
ager and owner E. O. Miller 
is a 20-year hardware vet- 
eran. He had managed Mell- 
man Hardware Co. at Culver 
City, Calif., before taking 
over this store. 


Southwest Association 
Holds Annual Golf Day 


Retailers, wholesalers, and 


'manufacturers gathered for 
_a day of golf, discussion 


periods, and dinner at the 
3rd annual Pacific South- 


west Hardware Association 
Golf Day and Industry Stag 
_at Santa Ana Country Club, 
Santa Ana, Cal. 





One hundred and fifty 


members looked on or vied 


for top honors in the day’s 
golf tournament. 

Winners of the retailers 
and wholesalers division 
were: 

Chuck Schuth, Foothill 


Hardware, Santa Ana, low 
net. 
John Ganahl, Ganahl 


Lumber & Builders Supply, 


Hardware, 


Anaheim, Cal., 
Clark Dye, 


low gross. 
Clark Dye 
Santa Ana, 
scored low gross. 

Supplier division: 

Glen Varley, Tavart Mfg. 
Co., Paramount, low net and 
low gross. 


Bill Austin, Red Devil 

















—— News of the Trade 


MODERN DESIGN 





Tools, Los Angeles, second 
low gross. 
Bob Badham, Hoffman 


Hardware, Los Angeles, 
highest score. 

The Fourth Annual In- 
dustry Golf Day will be held 
Sept. 23 and 24 at Apple 
Valley Inn, Apple Valley, 
Cal. 


N. F. C. Engineering 
Appoints J. J. Keenan 


J. J. Keenan has been ap- 


pointed sales manager for 
N. F. C. Engineering Co., 


manufacturer 
insulated 


Anoka, Minn., 
of Thermo - Serv 
serving ware. 

Mr. Keenan will direct 
sales and advertising pro- 
grams introducing the serv- 
ing ware line. 


A Correction 


A news item published in 
the Sept. 26 issue, page 402, 


was incorrect. The item 
should have been as follows: 
Randolph H. Jackson, di- 


rector of sales, Boston Woven 
Hose & Rubber Co., Div. of 
American Biltrite Rubber 
Co., has announced that Dan- 
iel M. Raleigh has been ap- 
pointed sales manager of the 
company’s consumer prod- 
ucts division. 

He will have full respons- 
ibility for the sales of con- 
sumer products to the floor 
covering, hardware, house- 
wares, automotive, and elec- 
trical trades. 

Prior to his promotion, Mr. 
Raleigh was in charge of 
floor covering sales and has 
been with the Boston Woven 
Hose & Rubber Co. for five 
years. 


M & D Fixtures that 
fit the merchandise 


WITH STURDY 


1 SOLID STRENGTH 
B= And Chip-proof finishes as 
tough as an elephant’s hide. 


THE FIXTURES OF CHOICE 
AT COMPETITIVE PRICES. 








Vv 
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FORTEX 


Reinforced | Molded Rubber | Fabric 
EE Le eee — ) 


BUCKETS and PAILS 





- LIGHTWEIGHT 









- INDESTRUCTIBLE 






















. PLIABLE 


f - PROFITABLE 


ALL THESE 
FEATURES! 


Can’t dent, break, leak, 
rust, crack, dinge! 



























balling demand tor Line-O-Heat. .. the 
largest-selling heating tape in the world! Line-O-Heat sells 
best because it’s made best. Easy to install, efficient and 
economical . . . costs as little as a penny a day to use! And 
Line-O-Heat is backed by extensive national advertising and 
free advertising and merchandising aids. Line-O-Heat is avail- 
able in nine sizes from 3’ to 80’ for use on 110-120 VAC service. 


Write for Complete Information 


™ SMITH-GATES ~- 


FARMINGTON, CONN, 







~e 





Won't scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


mn ene on 





Resists acid, sea water, soap, 
grease, alkali corrosion. Mold- 
proof! 














Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, 
preservatives. Overnight sedi- 
ments loosen quickly—without 
damage! 


Graduated for measuring mixes 
and liquids! 











No sharp edges to hurt ani- 
mals. Easy to clean. 


New Home of 
AJ 


No more ruined pails! With 
Fortex pliable buckets and pails, 
cement loosens with just a tap 
of the hammer. More and more 
construction men are asking for 
them ... be first to feature Fortex 
in your area! 


HARDWARE 


Extreme heat and cold will not 
harm. 


Fully guaranteed! 


Standard Pail—10 qt.—black Heavy Duty Bucket—12 agt.—black. 
Farm Tub Feed Trough—6'2 gal.—black. 












| Contact Your Wholesaler or Mail the Coupon! 


CAUCHOTEX INDUSTRIES, INC. WHOLESALERS | 
44 Whitehall St., New York 4, N. Y. ew territories 


are still open. 
| Please send me Fortex literature and prices. |'''e for Fortex facts. 


| Store Name .............. spididinichace POE A RSS Hite. 

They’ve been adding on — since they started Address 

suggesting ““Scorcn” Brand Masking Tape 
with every paint sale! 











a isl 


REE ee pabidvee vecupepassiunsethnenenilatakabitn HA-12 
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E. T. BROWN 


Lewis Bolt & Nut Co. 
Elects E. T. Brown 


E. T. Brown has been 
elected vice-president of 
Lewis Bolt & Nut Co., Min- 
neapolis, Minn. 

Mr. Brown, a veteran of 
the hardware field, has been 
with Lewis since 1936 pri- 
marily in sales capacities. 





ROLAND J. AHERN 


Tools Institute Elects 
R. J. Ahern President 


Roland J. Ahern, presi- 
dent and general manager 
of Billings & Spencer Co., 
Hartford, Conn., has been 


elected president of the Ser- 
vice Tools Institute. 

The election was 
the annual Service 
Institute meeting 
York Oct. 15. 

Mr. Ahern is a veteran of 
the hand tool and drop forg- 
ings industries and has been 
with Billings & Spencer 
since 1930. 

He is also a vice-president 
and director of William & 
Harvey Rowland, Inc., Phil- 
adelphia and a director of 
the Manufacturers Associa- 
tion of Hartford County. 


held at 
Tools 
in New 


Stores Open Power And 
Hand Tool Departments 


Home and automobile sup- 
ply stores are opening hand 
and power tool departments 
to meet the increased demand 
for these items by do-it-your- 
selfers. 

According to J. F. Faunce, 
manager of the home and 
automobile supply division of 
Firestone Tire & Rubber Co.., 
a list of 400 tools from 
screwdrivers to electric drills 
has been added to the basic 
items available to the Fire- 
stone stores. 


Reynolds Metals Co. 
Promotes Pat Baird 


Reynolds Metals Co., Rich- 
mond, Va., has appointed L. 
Pat Baird, Jr. assistant con- 
sumer market advertising 
manager. 

Mr. Baird was formerly 
divisional sales manager in 
Los Angeles covering south- 
ern California, Arizona and 
Nevada. He has been with 
the firm for eight years. 





Starrett Holds Week Long Sales Meeting 





The L. S. Starrett Co. Regional Managers Sales Conference for 1957 
was held Oct. 7 to |! at the company plant in Athol, Mass. Partici- 
pating in the conference were: front row, left to right, C. A. 
Bassett, sales general manager; D. R. Starrett executive vice-presi- 
dent; A. H. Starrett, president; D. Findlay, treasurer; C. O. Newton, 
vice-president in charge of sales; rear row, C. G. Nordmark, sales 
promotion and advertising manager; R. M. Peckham, Southern 
manager; J. E. Holcomb, Pacific Coast manager: D. E. Gilbert, 
Eastern manager; W. W. Haskins, Western manager. 
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Howland M. Swain 

Howland M. Swain, 75, 
manufacturers’ representa- 
tive operating as New En- 
gland Hardware Sales firm, 
Boston, Mass., died Oct. 11 
after a period of failing 
health. Mr. Swain has been 
in hardware for over 40 
years. He has been sales 
manager for the old Sim- 
mons Hardware Co. and na- 
tional sales manager for Ir- 
win Auger Bit Co. Mr. Swain 
has operated as a represent- 
ative for the past 18 years. 


Charles B. Morgan 


Charles B. Morgan, 65, 
official and partner in the 
former C. E. Morgan & Sons, 
wholesale hardware firm, 
Wilkes-Barre, Pa., died in 
Wilkes-Barre General Hos- 
pital Sept. 25 after a short 
illness. 


Horace W. Merriman 


Horace W. Merriman, 78, 
formerly in charge of the 
Philadelphia sales office of 
Alan Wood Steel Co., Consho- 
hocken, Pa., died in Presby- 
terian Hospital, Philadel- 
phia, Oct. 18. Mr. Merriman, 
who lived in Philadelphia, 
joined Alan Wood in 1930 as 
district manager of sales in 
this district and held that 
post until January, 1951, 
when he retired. 


T. F. Mahony 


T. F. Mahony, 78, hard- 
ware store owner in Geddes, 
S. D., died in his store Oct. 
1. Mr. Mahony had been a 
resident of Geddes for the 
past 44 years. 


Samuel Samach 


Samuel Samach, 80, re- 
tired manufacturer’s repre- 
sentative for National Mfg. 
Co., Sterling, Ill., died Oct. 
12. Mr. Samach covered the 
New York metropolitan area 
for National over a half 
century. He had remained 
active until two years ago. 


Hiram Wilson 


Hiram Wilson, represent- 
ative for John H. Graham & 
Co., Inc., New York, died 
suddenly Sept. 27. Mr. Wil- 
son joined Graham in 1916 
and originally covered the 


Pennsylvania territory. In 
recent years he has been 
acting asa special industrial 
representative. 


Archie Birmingham 


Archie Birmingham, New 
England representative for 
John H. Graham & Co. Inc., 
New York, died Sept. 24. 
Mr. Birmingham joined the 
firm in 1910 as an office boy. 
He was a member of the 
Yankee Hardwaremen and 
of the Eastern Hardware 
Golf Association. 


Laurie B. Banford 


Laurie B. Banford, 70, 
price department head at 
Russell & Erwin Div., Amer- 
ican Hardware Corp., New 
Britain, Conn., died recently 
after a long illness. Mr. Ban- 
ford joined the firm in 1904 
as a messenger in the Chi- 
cago office. Later he was a 
territory salesman until he 
became head of the price de- 
partment. 


Howard Barnes 


Howard Barnes, 58, a 
hardware dealer at Dysart, 
Iowa, died in mid - August 


while visiting relatives at 
Boone, lowa. 

Caleb Jesper Cobb 
Caleb Jesper Cobb, 90, 


hardware merchant and 
founder of Cobb, Whyte, 
Laemmer & Co. hardware 
store in Chicago, died Sept. 
30. Mr. Cobb sold his busi- 
ness 10 years ago but re- 


mained active in the field 
until his death. 
Frank Weis 

Frank Weis, 52, veteran 


hardware merchant of Chi- 
cago, died Sept. 28 in Wood- 
lawn Hospital. Mr. Weis’ 
store is at 218 E. 79th St. 


Morris L. Farmer 


Morris L. Farmer, 40, 
demonstrator for Royal Chef 
barbecue grills, died in an 
automobile collision Oct. 3. 
Mr. Farmer has demon- 
strated the Chattanooga 
Royal Co. grills throughout 
the United States and Ca- 
nada for the past three 
years. 
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A report in pictures of events in the trade 


This demonstration of the Ridemaster lawn mower was part 
of the week-long sales meeting held recently by Bolens 
Products Div., Food Machinery & Chemical Corp., Port 
Washington, Wis. Willard Ewig, service manager of the 
division, demonstrated all of Bolens' power equipment for 
more than 20 salesmen in attendance. 


— 
> 


X. 4 
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Officers, some directors and executives of Franklin Hardware & Supply Co. Seated, left to right: Clyde Drissel, vice-president; F. Leon 
Herron, president; William Van Heertum, chairman of the board; John G. Pfeiffer, treasurer; Arthur L. Rudnick, secretary and assistant 
treasurer, and John Y. Fegley. Standing, left to right: G. Rodney Park III, Lucius A. Darby; J. Raymond Westerman; George C. Bauer, 
sales manager; Melville R. Hausser, App's Hardware, Bordentown, N.J., retiring director, and Anthony Rice, Jr. (See story on page 159.) 


AMERICAN THERNOS PROMATS COMPANY 





\ 
American Thermos Products Co. held its annual sales conference Oct. 7 at the Norwich Inn, Norwich, Conn. Field representatives and 
staff headquarters staff heard sales and merchandising plans for 1958. Shown in the first row: J. M. Haire; E. L. Jeanmaire; W. P. Rec; 
O. S. Maxwell: M. P. Wetmore; P. W. Roberson; J. H. Rauch; J. E. Ebenholtz. Second row: D. C. Eccleston; K. N. Smith; C. S. Phillips; 
R. H. Scully; J. Alden; J. E. Fleming; J. W. Simpson; A. P. Streeter; G. W. Champlin; G. J. Kennedy; D. Buck. Third row: F. A. Caskey; 
M. J. Grennan; R. C. Slyder; J. A. Hamilton; H. E. Smith; D. E. Livingston, general sales manager; A. H. Payson, president; |. K. Fearn, 
vice-president; T. K. Cramer, vice-president; E. C. Baker; T. S. Hemp; J. E. Brown and C. A. Glaza. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word .10 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words a 
Each additional word... Oo 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 








——— 


Representatives Wanted Representatives Wanted 











Sales Supervisor 


WANTED 


If you already have a good job as a 
salesman or sales manager, and have sold 
hardware or paint stores, building supply 
or lumber yard, appliance or auto acces- 
sory outlets ... if you're a real go-getter 
with proven ability to open new accounts 
and develop a territory if you can 
hire, train and inspire other men to do 
the same ... and if you are looking for 
more money and more responsibility . . 
then this may be the opportunity you are 
looking for. 

It's a real chance to ‘show your stuff" to 
take a partly developed territory with 
terrific potential and build it up your way, 
with your men and your methods .. . and 
most important of all . . . with rewards— 
salary and override—in proportion to 
your results. 

We are an old well-established Eastern 
manufacturer of high quality paints 
enamels and varnishes, competitively 
priced and supported by consistent adver- 
tising and promotion. 

Our men know of this advertisement. Your 
reply will be held strictly confidential. 


Address Box 1105, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line pure Chinese Bristle Brushes plus gen- 
eral line for better paint and hardware stores. 
lumber vards and industrials. Immediate de- 
livery. Protected territories. Liberal commission. 


Address Box 1000, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive terri- 
tory. Many well established accounts. Very at 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com- 
pany, 10 Commerce Court, Newark 2, New Jer- 
sey. 


MANUFACTURERS AGENT WITH TOP 
LINES requires salesmen on split commission 
basis. Several areas open. We regard this as 
excellent cpportunity with ultimate participation 
in ownership of corporation if satisfactorily pro 
ductive. Address: Box 1106, care of HARDWARE 
\cr, Chestnut & 56th Sts., Philadelphia 39, Pa 
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open 











Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 





| territory, 














BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's wants representation. 
Most territories open. 


Address Box 312, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















EXCLUSIVE PROTECTED TERRITORIES 


| open for nationally distributed unique water re- 


placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demenstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harnoware Ace, Chestnut & 56th Sts., Phila. 
delphia 39, Pa. 


WE MANUFACTURE FORGED COLD | 
CHISELS, star drills, bull points, etc., and offer | 


sledges, crowbars and other dealer items at prices 
that can’t be beat. We need dealer reps for Cen. 
necticut, New Jersey and New York City. Ad- 
dress: Box 867, 
& 56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS REPRESENTATIVE 
SLIDING DOOR HARDWARE. A 


has active territories available in Wisconsin, lowa 
Minnesota and Nebraska and other areas. 
rienced representatives should contact: John Ster- 
ling Corporation, Richmond, Illinois. 


EXCELLENT LINE for sales representatives | 
hardware, depart- | 
Good commission. | 


calling on the retail trade in 
ment, variety, and chain stores. 
Write: Midwest Plastics Mfg. 
Avenue, St. Paul 6, Minn. 


Co., 208 Bates 


MANUFACTURERS REPRESENTATIVE | 


WANTED to sell 
wholesalers and jobbers. 
facturer. Excellent commissions. Exclusive terri. 
tory now available in most states due. 
state type of trade covered and lines carried 
‘ddress: Box 1008, care cf HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, P 


popular repeat specialty to 


Old established manu- 


ROCKY MOUNTAIN AREA OPEN. Due to 
policy change, Rocky Mountain Territory now 
fer agents specializing in garden 
to sell nationally advertised Earth Carpet 
Seed to wholesalers. Some business now 
lished. L. Teweles Seed Co., Milwaukee 1, 
consin. 


Lawn 





care of Harpware Ace, Chestnut | 


leading | 
manufacturer with nationally known complete line | 


Expe- | 


Please | 


AGE, 


| Specially 
supplies, | 


estab- | 


Wis- | 





Representatives Wanted 





SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors exclusive 
10% commission. Write full details 
with references. Replies confidential. Akron Suj 


| ply Co., Inc., 216 Grand Street, Brooklyn, New 


York. 


HARDWARE SALESMEN—new preduct t 
be introduced to hardware stores, jobbers and 
industrial consumers. Large potential sales. High 
commission. Territories now being set up. Ad 
vise experience and territory covered, by state 
and counties. Fitsall Distributors Inc., 473 SS 
Franklin St., Hempstead, N. Y. 





Accounts Wanted 








ATTENTION 
MANUFACTURERS 


To obtain complete coverage and increase 
your business in Metropolitan N. Y. & N. J. 
wire or phone collect. N. Y.—COrtiand 7-9909, 
N. J.—Bigelow 3-2577. Our sales force sells to 
SYNDICATES, DRUG & AUTO CHAINS—HARD- 
WARE, HOUSEWARE & RACK Wholesalers— 
GARDEN SUPPLY, PARTY & CLUB PLANS and 
other volume buyers. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOCIATES 
562 Clinton Ave., Newark 8, New Jersey 

















Manufacturer's Representatives 


Currently employed calling on distributors Hardware. 
Mill Supply and large Industrial Plant experience, 
Now covering 10 major Eastern Sea Board states, 
Experienced setting up distributors and working with 
distributors and jobbers salesmen for vromotional 
activities. Desires to be associated with a firm having 
good potential 


Address Box 1108, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














LOOKING FOR A CUBAN 
AGENT? Cuban Native Sales Representative 
fully experienced, responsible, energetic, am!y 
tious, covering whole territory, desires to establis! 
business connections with First Class America: 
Manufacturers to work on commission 
interested in automotive 
building materials and general hardware. Descrip 
tive catalogues and price list for consideration 
will be given immediate attention. Address: Bo» 
1103, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


ARE YOU 


basis 


accessories. 


HARDWARE AGE, NOVEMBER 7, 1957 








Accounts Wanted 


Accounts Wanted 


Help Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 

















Manufacturer's Representatives 


Full coverage of hardware wholesale in 
Ind., Ohio, Mich., and Kentucky. Can 
render reliable aggressive service. Best 
of references available. 


Address Box 930, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 35, Pa. 














REPRESENTATIVE C 








OVERING CEN- 
rRAL AND NORTHERN CALIFORNIA de. 
sires additional lines for direct sale to retail 
trades. Want ne lines such as—-House 
wares, Twine, Galvanize ware, Garden Acces- 
sories Plastic lines and etc. All inquiries ans 
wered. Write R & SALES CO. 63-50th 
Street, Sacramento, Calif. 

AGGRESSIVE SALESMAN WITH GOOD 
FOLLOWING in Illinois and lower Wisconsin 


zoing into business for himself desires top lines 
‘or several years have been contacting hardware. 
uuilding supply, industrial supply, plumbing and 
electrical distributors and catalog heuses for man 
utacturer’s agent and as factory representative 
Address: Box 1112, care of HarpwareE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MANUFACTURERS REP. 
RESENTATIVES covering South Florida and 
Cuba. Excellent following: hardware, building 
supply and garden supply dealers. Interested 





in 
additional account. Address: Box 1114, care of 
HARDWARE AGe, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

METROPOLITAN ST. LOUIS MISSOURI 
AREA ONLY. Over fifty years of hardware 
jobbing “KNOW-HOW” servicing all jobbing 


accounts in this area ineluding chain hardware, 


lumber and mill supply houses. We need addi- 
tional line in heavy hardware, housewares ot 
garden specialties field. Address: G. McNUTT & 
CO., 6619 Bancroft Ave., St. Louis 9, Mo. 





OVER SIX YEARS CALLING ON bette: 
rated Hardware and Builders Supply trade. One 
man in South Georgia and one in North Georgia. 

‘eed ome or two additional staple lines. No 
gadgets nor high pressure. Consistent hard work 
ers. Complete information, please, in first letter 


Confidential. L. G. Smith, Box 461, Savannah. 
Ga. 





FOR THE PAST THIRTY FIVE YEARS 1 
have been selling to the hardware trade in the 
Metropolitan area of New York and have made 
many life long friends. I am looking for one 
more line in this field. I work on a straight 
commission basis, but must have an item or items 
that have merit. Address: Box 1109, care of 


HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, 








OH I O-MICHIGAN-INDIANA-KENTUCKY 
CAPABLE, AGGRESSIVE, SALES REPRE. 
SENTATIVES, AVAILABLE, to a reputable 
manufacturer of a hardware or houseware line. 
We are firmly established with three leading lines 
and favorably known to the trade. Address: Box 
916, care of Harpware Ace, Chestnut & 56th 
Sts., viremia 39, Pa. 





ESTABLISHED MANUFACTURERS’ REP 
RESENTATIVE open for additional hardware 
tool or garden line for metropolitan New York 
and New Jersey. Concentrated persistent cover- 


age of hardware, tool and garden wholesalers. 
catalog houses, chains, dept. stores. Excellent 
reputation in trade. Address: Box 1107, care of 


HARDWARE AGE, Chestnut & 56th Sts. 


HARDWARE AGE 








, NOVEMBER 7, 1957 


ADDITIONAL LINES WANTED 
TRIBUTION TO JOBBERS, CHAINS, DEPT 
STORES, RETAIL HARDWARE AND LU\4 
BER, ETC. OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND M ARYL AND. A high type effective 
Organization now currently calling on Trade in 
the above states, is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers’’ but professional salesmen who wil! 
detail, introduce, merchandise, promote and SEL! 
your product to the retail trade. Our services 


FOR DIS 


sales 


alse 


include protessicnal advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil 
ities available. Address: Birkbeck Brothers, Inc 
70 North York Road, Willow Grove, Penna. 

SUCCESSFUL MANUFACTURER EX- 
PORTER of kerosene and gasoline appliances 
seeks additional lines to export through own 
branches and resident salesmen. We assume re 
sponsibility export details, financing, ete. You 
handle as domestic account. S. . Applances 
Ltd., 110 Newman Street So., Hackensack, New 
Jersey. 


AGGRESSIVE YOUNG SALES AGENCY 
desires additional lines for California. Address 
Box 1100, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


AGGRESSIVE SALES REPRESENTATIVE 
Traveling New York State and Western New 
England seeking additional line volume buy 
ers in Hardware, Housewares, General Merchan- 
dise and Tools. Excellent following 15 years ex 
perience. Residing in center of territory. Ad 
dress: Box 1102, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


AGGRESSIVE, 


tor 


EXPERIENCED AGENCY 


covering the Midwest can give your hardware, 
garden supply, or mill line the professional pro 
a re required for high volume sales. Address 
Box 1110, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 

WANT ADDITIONAL FACTORY LINES 


to sell to distributors and jobbers in Oregon anid 
Washington, prefer building trades lines of hard 
ware, aluminum windows and storm sash and 
allied lines, also electric heating equipment and 
portable heaters, fans etc. Xperience: 9 years 
with wholesale distributor, 2 years factory agent 
with factory line, good references, bondable, can 
do a good sales job. P. O. Box 566, Portland 
7, Oregon. 





Positions Wanted 


| of 


SALES MANAGER for 


aggressive fast grow 
ing, promotional minded concern. Manutactre 
houseware items. Sales nationally to leading 


hardware and department stores. Send experience, 


age. all qualifications. Inquiries held in strictest 
confidence. Address: Box 1116, care of Harp 
WARE AGe, Chestnut & 56th Sts., Philadelphia 
39, Pa 





Business Opportunities 








INTRODUCTORY OFFER 


FREE — LATEST COMPLETE CATALOG — FREE 
GET ACQUAINTED SPECIAL LOW PRICES ON 
FULL LINE PLBG., HTG., HDWE. SPECIALTIES 


SEABOARD PLUMBING SPECIALTY CORP. 
1007 ATLANTIC AVE. Dept. HA—Bkiyn, WN. Y. 
Salesmen Wanted - All Territories 














DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


If you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














TRADE FOR HARDWARE 


80,000 pounds Rust Preventative, Manufac- 
tured by Lion Oil Co., in 30 pound pails— 
Trade for Hardware or other Merchandise. 
Write BUIE’S, INC., Stamford, Texas. 














$299,477 gross $50,000 net 


Mostly retail—some wholesale—Toys (65% )—Hadwe. 
—paints—garden ee Gal TIA LOCATION— 
Near Washington, L —ALL CASH SALES—Rea- 
sonable rent—no eee Lease—Tremendous estab- 
lished following—Asking price $175,000. Huge poten- 
tial in eredit in Retail & Wholesale—Replies held in 
strictest confidence. Give cash available. 
Address: Box 1025, care of HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 











NEW ENGLAN D—Experienced 
hardware and related items, selling to wholesalers 
and dealers. Excellent mechanical background, 
proven sales record to open, develop accounts and 


territories. Currently employed, desires connec- 
tion 


salesman in 


coverage of this territory. Residence suburban 
lLoston, complete resume on request. Address: 
Box 1111, care of Harpware Ace, Chestnut & 


56th Sts., Philadelphia 39, Pa. 





Help Wanted 





MANAGERS AND ASSISTANT 


MANAG- 
ERS for large 


retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
I:xperienced intelligent people, ages 30-40, wanted 


to manage hardware, paint, housewares, electrica 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing w 
the West. Live in the fabulous San Pernands 
Valley with its year round summer. Write fyll 
details to Box 830, care of HARDWARE AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


NEW YORK HARDWARE 
JOBBERS, long established, Standard 
lines, also imports, vast following, for 
mission salesmen. 
line. Catalog supplied. 
Address: Box 1104, 
Chestnut & 56th Sts., 


brand 
loo com 

Write confidentially 
care of HARDWARE 
Philadelphia 39, Pa. 


to 
AGE. 


with manufacturer who wants good sensible | 


| of city on main East-West highway, 


AND TOOL | 


No objection to nonconflicting | 





FOR SALE: Old established Hardware and 
industrial supply business; Sales 2 million; ¢ 
traveling men, expanding market, middle Atlantic 
Eastern States. owner wishes to retire. Address: 
Box 1028, care of Harpware Ace, Chestnut & 
56th Sts., Eien 39, Pa. 

FOR SALE OLD ESTABLISHED HARP 


WARE FIRM in south central Florida, 
Lest location in town, complete line of clean gen 
eral hardware mdse. Lease can be obtained on 
building. Takes $45,000.00 to handle. Address 
Box 1005, care of Harpware AGe, Chestnut & 
Sé6th Sts., —— * 39, Pa, 


FOR SALE—Garden, Lawn and 


Store. In fast growing development, 


located 


Hardware 
2 miles west 
intersecting 
with North-South highway. Selling due to death 
of owner. We hold Franchises of Eclipse Mowers 

Simplicity Garden Tractors and Authorized 
Briggs and Stratton and Lawson Engine Service 
parts and repair dealers. Address: Box 1101, 
care of LIARDW ARE Acre, Chestnut & 56th Sts. 
Vhiladelphia 39, Pa. 


MARYLAND: Retail Hardware Store—Store 
building, warehouse, stock and fixtures located in 
the heart of fish, crab and oyster tm«ustry 
the Chesapeake Bay. Clean salable stock. Serv 
ing approximately 10,000. Will sell at bargain 
price to anyone wishing to enter hardware busi- 


ol 


ness. Illness reason for selling. Address: Bo. 
1113, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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YOU'RE SO RIGHT WITH 


SURELITE 


FLUORESCENT STARTERS 
FULLY APPROVED 
AND GUARANTEED 


-_— 





ALSO INQUIRE 
ABOUT OUR 


SURELITE PRODUCTS CO. 


) ECONOMY LINE OF Box H 
370 East 152nd St., Bronx 55, N.Y.C. 


"Super Starters’ 














SAECEN FOS 


Pt eh SA 














\ 
KEY AK key reel sells becouse handymen want it! KEY- 
BAX is pocket-watch size, sturdily constructed. Attached to 
the beh, it carries the keys on o 24” long stainless steel 
chain. Swedish clock spring reels keys in; 
keeps them sofely at the weorer’s side. 
GUARANTEED! A wonderful self-selling 
counter item. ORDER TODAY! Retail... KEY-BAK is nationally o¢ 
$2.95... If your jobber can’t supply you ag FP magatines 
write direct tos SCIENCE & MECHANICS 
MECHANICS ILLUSTRATED, 
SPORTS AFIELD, ete. 


PASADENA 8 





LUMMIS MFG ‘ae CALIF 
































PRE) Order from your jobber 


THE BREARLEY COMPANY 
ROCKFORD, ILLINOIS 


World's largest producer of bath scales! 
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HANDI-BRACKETS 


The HOT, NEW hardware item 
every handy man needs 
and will BUY! 


For countless uses by home 
handy men, shop mechanics, 
maintenance crew, and on every 
farm—here are those often 
needed but never before avail- 
able bracket shapes for 


MOUNTING 
BRACING 
HOLDING 
SPACING 


12 most useful 
shapes and sizes 
from %" to 4”. 
Cold rolled steel, 
zinc plated after 
forming. Plastic 
“blister” packages 
77 for protection and 
/ terrific eye appeal. 












Man § 
Vorld” 


Hon 


CR tus 
ei. MANDI-BRAC kK: 











All 12 shapes and sizes strik- 
ingly displayed on 17” x 24” 
self selling board. 


For other dealer packs 
and starter assortments 


é j 
see your jobber or write: © 
MERIT PRODUCTS COMPANY 
4256 Minmore Drive, Cincinnati 17, Ohio « Phone PLaza 1-0093 


HYPONX 


PLANT FOOD in 


FAST SELLING, NATIONALLY ADVERTISED run 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
—, Produces vigorous, beautiful growth in all plants quickly. Pays ; 
ealer 3314% profit. Attractively packaged for display. Does not deter- 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
‘l-oz. makes 6 gallons liquid plant food. 


Your Cost 





& | 4 - 
— — 
oe ¥, Pc ee ci 

a a 
Retails 





gat OF Strung 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case of > 
3-0z. can 25¢..... 36 to case wt. 12 Ibs... ... . $6.00 case Good Houseeeping 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case a ping 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 45 apveanste TS 





Also packed in 10-ib., 25-ib., 50-Ib. and 100-ib. drums 
lf your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


y LINE 
ENT 


SAVAGE 
STEVENS 


FOX 
FIREARMS 











L 
Savage 


SAVAGE + STEVENS + FOX FIREARMS 





Savage Arms Corporation, Chicopee Falis, Massachusetts 





i 
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Fn 


(MARSHALLTOWN 


wy 


MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 


——— 

















LOOKS good ... MADE good... 
SELLS GOOD! 


MAGNELITE-THE WORLD'S FINEST LEVEL! 


SIZES 
from 18" to 96” 


Perfect Accuracy! 
Easy-to-read, "Picture-window" Vial Assemblies! 


“J. iH. SCHARF MFG. CO. Seutiin 




















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page !4. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Cliestnut & 56th Sts. Philadelphia 39, Pa. 


FAST SELLERS | tei 1d | {Saar 
at See PUTA RT Survives Accidental Falls | 


- . 5 BEST Tenite-Aluminum Here is the Level no craftsman san 
~ EXPANSION | Mest eMPine CRYSTAL VISION with Stercostle Conses 
a SHIELDS ° | four est reNatlonal Kove sag aris carom ‘s * 
MOVE OFF : Visteon Levels. =A 


| YOUR COUNTER sreegemeneg 
. a Model 152-M— 
FIVE SIZES: ; | Retail 


eee for No. 4 Screw | 24”—$ 8.00 
 to% Lag 














SEE your wholesaler 


Write: Dept. HA-1 
JORDAN INDUSTRIES, INC., 2751 N. W. 75th STREET, MIAMI 47, FLA. 


EMPIRE LEVEL MFG. CO. "10926 W. Potter Road. Milwaukee, Wis 


“ie §6DOMES oF SILENCE 
INSULATED RUBBER CUSHIONED GLIDES 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either 5", 3%4"' or 1" DOMES. DOMES have 
One Set of 4 needie point nail. Case hardened steel, burnished nickel plated mirror 


on a 3-Color Card finish. 


6 SIZES: %", %". 1", Both Container and Cards in 3 COLORS 


11/6", WH", WA". 








ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your Jobber or write— 











HARDWARE AGE, NOVEMBER 7, 1957 
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(Suggested retail price, tax included) 
complete with 2 Polishing Brushes 


| #@eeeeed000600660 06 @/ 
C arkling f 
V WITH NEW FEATURES 


New motor—runs faster, runs cooler than 
any in competing machines. 





New exclusive styling— with baked silver 


gray finish. ADDITIONAL 


EASY-TO-MAKE 


New light weight — less weight to carry, with 
equal durability and “abuse-ability.” 





T 
New brush lock — simpler and surer, -— care ic 
IN THESE 
New lower price— made possible by omit- 
ting extra brushes. RELATED 
(extra brushes available, of course ) ITEMS 
Other salesworthy features include handle that locks 
in upright position, extra-long 18-ft. Underwriters- De L Medel FP-33A. S - - b ith 
approved cord, and patented quick-release cord © Luxe Mode! Fr-seA. Same improved machine, but wit 
holder. 2 polishing brushes and 2 scrubbing brushes and 2 felt 


Counter-rotating brushes polish full 12-inch swath. pads. setae suggested retail. a 
Rug Cleaning Attachment. Simple, rugged, snaps easily into 

place on FP-33 or FP-33A. Complete with two vinyl 
] brushes. $19.96 suggested retail. 





No change in profitable discount Floor Reconditioning Kit. 6 coarse, 6 medium sandpaper 
schedule. Order from your jobber today. discs, 2 holders, 4 steel wool pads, wrench. $10.96 sug- 
gested retail. 














Brushes. Polishing brushes $4.75 pair, scrubbing brushes 
$4.75 pair, felt pads $.80 pair. 





Red Devi 


UNION, NEW JERSEY, U. S. A. 
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KEROSENE RANGES 


... ln beautiful pastel 
Rose or Canary Yellow 











BOSS BAKE OVENS 


Glass-in-door, cool handles, sturdy con- 
struction, to fit over 1 or 2 burners. 


Here are new decorator-style ranges in 
two modern pastel shades to add exciting 
color and sales appeal to your line of 
BOSS appliances. 


Color Porcelain models will appeal to the 
housewife whose kitchen may lack in- 
teresting color, and who wants to develop 
a soft dominant tone throughout. Color- 
top models offer a light touch of color... 
can be sold to balance or blend with 
present decorative arrangement. 


Color Porcelain ranges are available with 
Top-Speed long chimney wick type or 
Blu-Hot adjustable burners. 


Be Sure of Sales . . . Positive of Profits, 
with BOSS, the leader in modern kerosene 
ranges, stoves, ovens and heaters. Write 
for new colorful literature and prices. 


FAMOUS BOSS 
KEROSENE BURNERS a 


PRIZE BLU-HOT TOP SPEED 


THE HUENEFELD CO. CINCINNATI 25, OHIO, 


Cables: ‘‘Huenefeld, Cincinnati’’ 





